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The Month’s Headliners 


Details of Triple Convention in Atlantic City in May 


Supply House Distribution in the Minneapolis- 
St. Paul Territory Harvey Black 


The Rubber Institute—Does It Menace the 
Distributor? J. E. MacDonald, Jr. 


What Price Mill Supplies? 
Russell C. Duncan 


Paying Salesmen on a Profit Sharing Plan 
Ruel McDaniel 


A Message to Dealers— Better Service to Industry 
W. W. French 


A San Francisco House Where System Reigns 
J. K. Novins 


A Manufacturer’s View of the Money Rate 
Situation Alvan T. Simonds 
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“GENUINE DETROIT” 
Grease Cups 


Genuine Detroit Grease Cups are supplied in pressed 


steel, pressed brass and cast brass, in a large variety of sizes 
and threads. 


They are strong, durable, well designed and nicely 
finished. 





They are carefully manufactured of high grade metal 
and each cup is thoroughly inspected before shipment. 


Full information gladly furnished upon request. Write 
for catalog and prices. 





DETROIT LUBRICATOR (OMPANY. 
DETROIT, MICHIGAN 
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“W hat does your 


customer expect 
in a vise?” 





A™ buyer of vises undoubtedly thinks or 
No. 406, shown above, has swivel ‘ 

base, malleable iron-casting body, says that he expects a vise to be accurate, 
replaceable tool steel jaws, handle to be durable, and to meet all necessary con- 
with forged steel ball ends, cold ie f 

rolled steel screw and a hardened ditions of tool room or shop. 

steel bearing washer. 


Columbian Vises easily fulfill those require- 

ments; in addition they possess exclusive 
refinements and patented features that make 

them outstanding fine tools. 


@oy 


THE COLUMBIAN VISE & MFG. COMPANY, 
Cleveland, Ohio 


COMUMBIAN VISES 


Trade Mark Reg. U. S. Pat. Off. 
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Inaugurate a New Profit-Leader 
% \ / _ Je " 
MA AN / Wen 











.—. 624 Mill Supply Houses 
a. have placed orders for Red Caps 
‘ agi nave placed orde ed Car 












—— 


ms, vaste: lecsoviaene? + 4 Brooms since January Ist. 
. Senesver? : as a> St 
ti : . = oe SS 


28 Mill Supply Houses 
=~ 4 ON gy : aay: have placed initial orders for 

¥ ir: Red Cap Brooms since January 
2: | ma Way, \ = ist and have inaugurated this 
e 7 (iS : Bit LP Salk ZX ’ New Profit Leader. 

——————— ee One If you are sincere in your 
desire to work with a manufac- 
turer who gives his dealers un- 
qualified co-operation you will 
do well to follow the lead of 
these forward-looking distrib- 
utors who know from. actual 














A -experience the value of the Red , 
\ ’ Cap Line. as a Profit Producer. 
. ~% 4 
/ \ DS ga f Catalog No. 17 and complete 
Y . information on request. 
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INDIANAPOLIS BRUSH & BROOM MFG. CO., 126 Brush St., Indianapolis, Indiana * 











MADE RIGHT—Heat-Treated. Accurate and Depend- * 
“TO OUR FRIENDS IN THE MILL | able. Bright Finish. All Set Screws Case-Hardened.™ 


SUPPLY AND JOBBING LINE AMPLE STOCK-—2,000 sizes and types always in”, 
: stock. Prompt delivery of Accurate-Count, CLEAN. . 

FROM YOU we derive by far the Products. ’ 

eo of our total business. PACKED RIGHT—Dipped to prevent rusting, and — 

Isn’t this an assurance that you can rely 


, , - packed in oil-proof, 6-ply, ‘clearly-labeled Cartons, * 
upon the quality, delivery, price and double-stapled and double-braced. Easy to stock, 


service you ll get from us? handle and sell. ' 
Send Us Your Inquiries 
The Cletehnd Whose ot 
Products - ey : 


West 58th St. & Denison Ave. 
CLEVELAND, OHIO 

















CAP SCREWS 
SET SCREWS 
S.A.E. and U.S.S. 
SEMI-FINISHED 
& CASTEL- 
LATED NUTS 
MILLED STUDS 
ETC., ETC. 





Note the Strong Carton —> 


When writing to Advertisers ple: 


se mention Mitt SUPPLIES 
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Testing Two Tough Wrenches 


WALWORTH MASTER STILLSON ‘a §j > 











WALWORTH PARMELEE 






L 


9,000 


inch pounds on 
the Master 


STILLSON 

























44 ‘Tons of Twist 


on the Parmelee 


These photographs—and they are 
real photographs—show a contrivance 
for testing the grip of a Walworth 
Master Stillson and a Parmelee Wrench. 
The man who does this stunt says 











new red-handled Walworth 
the Parmelee 


sell the 
Master Stillson and 





there’s no risk. 


No risk:—although there’s a bending 
strain of 9000 inch-pounds on a 14-inch 
Master Stillson and 41% tons of twist 
on the Parmelee. And don’t forget that 
the Parmelee has no teeth! 


You can safely assure your customers 
of strength like this and an almost 
incredible resistance to strain when you 


wrench. 


The Master Stillson is made in eight 
sizes ranging from 6 to 48 inches. The 
Parmelee comes in a No. 1 Sleeve Lock 
type and four sizes of the Nut Lock 
pattern, for 34 to 1 inch, 1 to 2, 2 to 3, 
and 3 to 4-inch pipe respectively. This 
wrench is especially useful for work in 
close quarters and to prevent marring 
brass pipe and smooth rods. 





WALWORTH 


Walworth Company General Sales Offices: 51 East 42nd St., New York 
Plants at Boston, Mass.; Kewanee, IIl.; Greensburg, Pa., and Attalla, Ala. 


Distributors in Principal Cities of the World 


Walworth Company, Limited, 10 Cathcart St., Montreal, P. Q. 
Walworth International Co., 11 Broadway, New York, Foreign Representative. 


When w riting to Advertisers please mention MIL. SuPPLIES 
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Not a moment is lost 
in changing dies and 
the pipe is reamed as 
the thread is cut. 








The “TOLEDO”’ No. 1000M Is So Simple and Fast 


Hundreds of operators using the “TOLEDO” No. 1000M are realizing the advan- 
tages of its simple construction, ease of operation, remarkable cutting and threading 
speed and its great efficiency. No other power pipe machine can compete with 
the “TOLEDO?” for cutting, threading and reaming ™%-inch to 2-inch pipe. 

You are assured a satisfied customer on every sale, and can recommend it to your 
trade with every assurance that it will prove satisfactory. 


THERE’S NO FINER PIPE MACHINE MADE AT ANY PRICE THAN A 
Bt 
Ww 


THE TOLEDO PIPE THREADING MACHINE Co. 
TOLEDO, OHIO NEW YORK OFFICE, 72 Lafayette Street 

















Chosen for Distinguished Service 
with the Byrd Antarctic Expedition 


: “GOLD MEDAL” 
SAFETY PLATFORM LADDER 


Aeroplane spruce reinforced with steel. Broad safety platform. 
Listed by Underwriters’ Laboratories. 

























Write nearest office for details 
THE PATENT SCAFFOLDING COMPANY 


Chicago, 1550 Dayton St. St. Louis, 6168 Bartmer 
Av 


Boston, 49 Ellery St. San Francisco 270 13th St. 
Atlanta, 44 Haynes 8&t.. Pittsburgh, 518 Foreland 
N. W. 3 v.58 


Philadelphia, 2835 Bridge New York, 3821 Sherman 
3 St., L. 1. City 


St. 


|_gpGold-Medal-, | 
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World-Wide 


Organization 


Manufactures 


The Highest Priced 
Bearing in the World 


The Greatest Range 
of Sizes in the World 

The Greatest Range 
of Types in the World 





oh 


BALL & ROLLER BEARINGS 





March, 


1929 











T is significant of SSS quality that, in 
spite of the fact that SSF is “The 
Highest Priced Bearing in the World,” SUS 
serves more customers than any single bear- 
ing manufacturer in the world. 


SCS with its own mines from which 
come the ores for special steels — its own 
forests from which come its vast quantities 
of charcoal—its own steel mills where SIDS 
Swedish Steel is made—its chain of labora- 
tories and -_plants—is an organization that 
is world wide in its seope. It maintains 
direct branches in 160 cities throughout the 
world. 


SKF INDUSTRIES, INC. 
40 East 34th Street 


New York, N. Y. 
FOR NEAREST DISTRIBUTOR SEE THOMAS REGISTER 


HARTFORD 





THE HIGHEST PRICED BEARING IN THE WORLD 





When writing to Advertisers please mention Mitt Supp.ies 
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MATERIAL 
HANDLING 
EQUIPMENT 


Carries the Loads of 


BMODERN 
INDUSTRY 














ee) B..... every important in- 





dustry lies the great fundamental 








need for rapid and efficient short 
haul transportation of materials. 
The never ending battle for 
greater production and lower 
overhead requires the use of un- 
failing, tried-and-true material 
handling equipment. 

That is why Yale is one of the 
largest manufacturers of material 
handling equipment in the world. 
Yale Chain Blocks, Overhead 
Trolleys, Electric Hoists, and 
Electric Industrial Trucks are all 
made by Yale to Yale’s exclusive 
precision specifications. The max- 
imum maintained efficiency must 


be achieved! 


The same unfailing devotion to 
superior quality and advanced 
design which has made Yale Locks 
and Hardware internationally 


famous has resulted in the 


YALE MARKED !S YALE MADE 


acknowledged supremacy of Yale 


Material Handling Equipment. 


THE YALE & TOWNE MFG. CO. 
STAMFORD, CONN., U. S. A. 
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Manufacturers 


KnowThese Pulleys 
Do The Job! 


lr your prospect KNOWS your mer- 
chandise, and knows it is the best he 
can buy, your sale already is half made. 
That’s one reason why it is so much 
easier and so much more profitable to 


sell REEVES Wood Split Pulleys. 


Since 1887, REEVES has been recog- 
nized as the leader in the wood pulley 
field. REEVES Wood Split Pulleys are 
stronger, lighter, run truer, transmit 
more power, and last longer than any 
cast iron or steel pulley ever made. 
They cost less to buy and to run. And 
they keep everlastingly on the job. 


Manufacturers know these facts about 
the REEVES line. And you can cash in 
by distributing REEVES Pulleys in 
your territory. Write today for the 
full details of our attractive sales 
proposition. 


Reeves Pulley Company 
Established 1887 
Columbus, Indiana 


REEVES 


Wood Split Pulley 


UR catalog M-33 gives 
full information about 
the construction of 

every pulley in the REEVES 
line. Send for it and find out 
why hundreds of dealers and 
thousands of users have found 
that REEVES Pulleys are the 

\ finest they can buy at any 
price. 








Also 
DIXON’S 
Solid Belt 
Dressing 











‘Z 





> 
JOINT CORD orp 


ParQRACMITS Patur 


Ra WIT ds ib See eo uce yg 


GRAPECCE 


PRODUCT 


In its place, and using the right 
compound in the right place, Graph- 
ite has no equal. 


It has been the accepted privilege 
of the Joseph Dixon organization to 
spread the gospel of the proper use of 
Graphite and Graphite Compounds to 
the end that maintenance cost may 
be held at a minimum thru the better 
operation and longer service that each 
Graphite protected part must render. 


Power plants find in Dixon’s Line 
products of unusual merit. The 
carefully graded Flake Graphites — 
each with its special uses; the exactly 
compounded Graphite Greases, each 
with its place in every scheme of 
better lubrication; the Boiler Graph- 
ites for cleaning steam boilers; the 
Graphite Pipe Joint Compounds; the 
Silica-Graphite Paint with years of 
service On sO many thousands of 
jobs; and Dixon’s Belt Dressing, a 
non-graphite product which prevents 
belt slippage and increases power 
thru its use on leather, rubber, and 
fabric belts. 


Dixon’s engineers and research men 
have a background of 100 years of 
continuous service to draw from. 
They are at your service to give you 
the benefit of our wide and varied 
experience. 


JOSEPH DIXON CRUCIBLE COMPANY 
Jersey City OK New Jersey 


Established 1827 
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Every User of Belts is a 
Prospective Buyer of 
the U. G. Automatic 
Belt Contactor 





HE U. G. Automatic Belt 

Contactor has sales pos- 
sibilities wherever belts are 
sold or used. 


Saves Belts — Floor Space — 
Power. In fact, savings are so 
evident and immediate that 
they generally pay for the cost 
of the Contactor. 





These are sales points that are 


Shafting making this automatic belt 
Hangers drive a brisk and profitable line 
Pulleys for all Wood’s dealers. It will 
Flexible be for you, too, if you’ll but 
Couplings look into its profit-making pos- 
Friction sibilities. Write today for de- 
Chatehes tailed information. 
Pillow There’s a co-operative dealer 
Blocks service behind this Wood’s 
Ball quality product that helps to 
Bearings 


move the goods. We’d like to 
tell you, without obligation on 
your part of the Wood’s Dealer 
Plan. May we? 





x a > 
_. Mm T. B. Wo od S Sons Co. 
Chambersburg, Pa. 


NEW ENGLAND BRANCH: SOUTHERN BRANCH: 


Cambridge, Mass. Greenville, SC. 


Makers of power transmission machinery since 1857 
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HANDBOOK 


COMPANY 
Dept. H, Tacony 
Philadelphia, Pa. 


Please send me, 





without ~ \ 
cost or obligation, your illus- 
trated handbook on V-Belt 





A Valuable 





on V-Belt 


drives... 








send for it.. free 


It is far and away the most complete and enlightening 
book ever written on small belt drives. It contains facts 
and figures that cannot fail to be of decided interest to 
everyone connected with mill supply houses. 


This book was especially prepared in response to urgent 
requests from engineers for the full facts on V-Belt 
drives. We still have a few copies left. These will be dis- 
tributed free, while they last. Send for your copy today. 


L. H. GILMER COMPANY 


Keystone and Vincent Sts. 
Tacony, Philadelphia, Pa. 


Mid-west Representative 


INDEPENDENT RUBBER CO., 15 South Desplaines Street, Chicago, IL.. 


When writing to Advertisers please mention Mitt Suppiies 
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Hlundreds of Capable Salesmen 
--- Paid by Us 
--- Working for You, 












oe 














His Job Depends 


NT Ac mbes Work A 


, {BS 



















| aN “.\ fin  — Brown & Sharpe advertisement 
~~ = is a capable salesman soliciting new 
we on ow |" business for you. Day in and day out, 
|< a> Bs full page advertising is reaching tool 
BROWN = SH. ARPE TOOTS buyers all over the country, telling 
\ them about Brown & Sharpe Tools and 
Se telling them to buy at your store. 
AN 


Year around national advertising and 
frequent bulletins to the trade keep our 
tools and our dealers in the buyer’s 
mind. Let these competent salesmen 
keep your selling costs low and your 
tool profits high. 





Address your inquiries to Dept. M. X. Brown & 
Sharpe Mfg. Co., Providence, R. 1., U.S. A. 


BROWN & SHARPE TOOLS 


°° World’s Standard of Accuracy” 
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for their continuous production methods 


Large auto plants use air hoists ~ 


- 





= 
~ 


ee ek aoe inl 
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N the automobile industry, where scien- 
tific material handling is the heart of the 
whole production system, Curtis Air 
Hoists are standard equipment. The rea- 
son is obvious— simplicity— dependability. 
ok * 2K 
Where the cost-consequences of inter- 
rupted production are so great as here, even 
momentary or occasional failures of a hoist 
can not be tolerated. 
ok K ok 


Curtis Air Hoists are practically never 
out of commission, even when operated by 
inexperienced help, because their extreme 
simplicity of construction makes them 
abuse-proof. They do heavy handling 





" 





They Reep 


iin aps 





going ! 


No other type of power hoist is so completely 
free from trouble, delay and maintenance 


faster, more gently and more accurately than 
any other type of power hoist — yet they 
cost little more than hand chain blocks! 


* * * 


A large manufacturer {name on request} 
says: “We use Curtis Air Hoists in almost 
every department. They have effected big 
savings in time and labor. They have been 
free from mechanical trouble, and mainten- 
ance costs have been negligible.” 


* * * 


May we send Bulletin C-25 giving actual 
costs and savings, effected by Curtis hoists 
on many different operations in a variety 
of plants? 


CURTIS 








Bulletin 
C-25 





When writing to 


This company was founded in 1854; is, therefore, in its seventy-fifth year. 
Three quarters of a century of successful business existence can be ex- 
plained only by {1} integrity, 2} sound policy, and [3] financial strength to 
permit the extensive development and research work necessary to keep our 
product in advance of competition. 


Advertisers please mention Mit. Supprtes 
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75th Anniversary 1854-1929 


Curtis Air Hoist 
is faster, more accurate 
than other types of power 
hoist, yet costs litle more 
than chain block. Can be 
operated successfully by 
inexperienced workmen. 
Practically free from up- 
keep cost. Very slow de- 
preciation. Stands heat, 
moisture, grit, acid fumes, 
etc. without harm. Capa- 
cities one halftoten tons. Curtis Air Hoist and 
Curtis I-Beam Trolley, I-Beam Trolley 
the large wheels. roller bearings, self equalizing frame, and 
other special features make unusually easy running. 


Curtis I-Beam Air 
Crane has 10 to 40 foot 
span, ! 5 to 10-ton capacity. 
Very light and strong, due 
to special pressed steel con- 
struction. Easily handled, 
Requires no special oper 
ator. Successfully operated 
by any workman. Practical 
way tosupplement large 
electric crane or other sys- 
tem in foundries, machine 
Curtis I-Beam Air shops, assembly plants, etc. 
Crane Equipped with Curtis Air 
Hoists, this crane handles heavy loads swiftly, gently, ac- 
curately, Original cost low and maintenance is negligible. 
Curtis Paint 
Spray Compressor — sizes 
4 to5H. P. Single 
or two stage. Automatic 
control. Recommended by 
leading manufacturers of 
spray guns because Curtis 
controlled splash lubrica- 
tion prevents clogging of 
filters, minimizes chance 
of lubricating oil getting 
over into air lines to ruin 
the paint job or to form Curtis Paint Spray 
an explosive mixture in Compressor 
tank. Safety and efficiency have made Curtis the standard 
compressor in automobile, airplane and other industries. 


Curtis Compressor 
—3 to 50 H.P. Capacity upto 
250 cu. ft. per minute. Water 
cooled. Curtis controlled splash 
lubricating system assures low- 
est oil consumption with cer- 
tainty of safe lubrication. De- 
sign of valves, bearings, piston 
and connecting rods has been 
improved to permit higher 
speeds. Unloader regulates air 
Curtis Compressor pressure. By-pass valve permits 
starting unloaded. Built to automotive standards, 






























































St.Louis 





prt tc rt cm oc eer ee ee ee ee 4 
1 Curtis Pneumatic Mchy. Co., : : : 
1 1928 Kienlen Av., St. Louis—5518-V Hudson Term., N. Y 3 
! Please send information about............-- =~ sssessecsecseesseeeneees 1 
Ea serge eect ie eee dO ae eee eer | 
| Address ! 
lH 5” Clb ll gr ees > al laa as “a lp tle! en la a 
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operation. 


work to the tool. 


H. K. Porter Inc. 





PORTER'S 
Shear Cutter 


Built upon the Porter lever and 
toggle joint principle but with an 
entirely new type of jaws. A port- 
able hand-operated tool that will 
cut flat bar stock upto 1,’ x 9/32" 
or stranded wire rope up to %" in 
any position anywhere. 


Jaws cut like shears, leaving no 
broken edges or no uncut strands. 
Will not unduly twist or distort 
material. Makes clean cut at one 


In capacity, power and porta- 
bility, no other tool can be com- 
pared with a Porter Shear Cutter 
because no tool heretofore devised 
comes within its field of usefulness. 


One of a line of Porter’s Portable Time- 
saving hand-operated cutting tools. 


Take the tool to the work, not the 


13 Ashland Street 
Everett, Mass. 











Any flat 
material, 
within ca- 
pacity limits, 
may be cut 
withamazing 
ease. 


Bars,straps, 
guy ropes, 
hoist cables, 
airplane struts, 
cables and rods, 
control cables, steel 
strips,metal straps, 
etc. 


This tool is made 
in three sizes—14 
inches long to cut 
5A,” wire rope or 74” 
x 54,” flat bars; 24 





Ag” wire rope or 












inches long to cut = 


flat stock 114,” x 
7/0"5 36 inches 
long to cut 5” 
wire rope or 11,” 
x 9/0” flat stock. 


These, and all 
other Portertools, 
are sold by lead- 
ing jobbers and 
supply houses. 


The Porter line in- 
cludes Bolt Clippers, 
Nut Splitters, Shear 
Cutters, Wire 
Cutters, Chain 
Cutters, etc. 


Send for illus- 
trated book- 
let describing 
tools and their 
uses. 
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| REPUBLIC means 
4 the Best Mechanical 












































In 10 Major Industries... 


REPUBLIC educates the consumer 


to the importance of Industrial Supply Distributors 


B* MEANS of an advertising campaign that covers the mechanical 
rubber using industries, the consumer is being told not only that 
Republic products are quality-proven, but also that the distributor is a 
specialist in marketing; a barometer of supply and demand; a stabilizer 
of business volumes and an expert in quick and effective distribution. 
The specific services of the distributor and his importance in keeping costs 


down are brought home to the consumer. 


Why do we go to this extent; why should we attempt to educate the con- 


sumer ? 


Because The Republic Rubber Company ce 








has for years featured the economic ne- 
cessity and importance of the distributor. 


become so popular among distributors 
and which is shown below, outlines our 
attitude toward them. 











reasonable profit return. 





THE REPUBLIC RUBBER CO. 
Youngstown, Ohio to day solicitation, 


through the Distributor and aggressive 
sales campaigns may be had on request. 








B. 2 line of rubber items sufficiently com- 
; 4 “See a Plete to permit effectively supplying 
The five-point sales policy which has the requirements of the trade soliciad. 
- A quality of products uniformly good 
* and capable of delivering service re- 
sults that should reasonably be expected. 


4 A price basis inducing and making 
le : 
possible aggresive competition with 


4 Freedom from competition from his 
"* source of supply, either direct or in- 
direct, among the trade covered by his day 


5 Selling helps of reasonable amounts so 
a — : 4 * that his sales force may be given the 
| Details of our advertising, direct mail | advantage of specialized training and a 


knowledge of the product sold. 
































Construction ! es. — 
Methedst ___| Rock Products 
ay) Nees | — | “NCC Sains 
















BELTING + PACKING + HOSE + MOLDED GOODS + LATHE CUT GOODS 
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cA POWER BELT to be laced! Production ceases! Manufactur- 
ing costs increase! But with the Clipper No. 6 Speed Lacer 
on the job, both ends of the belt are laced in 90 seconds! 
A remarkable performance —but easily accomplished in plants where 
the No. 6 Clipper Speed Lacer is standard equipment. 
This lacer, weighing only 56! Ibs., applies a pressure of 37,500 Ibs., em- 
bedding the Clipper Hooks absolutely flush with the surface of the belt. 
It laces any belt from one to six inches in width with uniform speed and 
efficiency—and is easily operated by a single shopman, 
Price $75.00 (in United States of America) 
{Furnished with stand at an additional cost} 


Whatever your shop requirements, there’s a Clipper Lacer to meet them cfficiently— 
lacing the smallest belts up to the big eight-inch ones. And the use of Clipper Pins 
and Clipper Hooks ensures a perfect, lasting joint. For complete demonstration com- 
municate with your nearest dealer or with the 


Clipper Belt Lacer Company 


GRAND RAPIDS, MICHIGAN 


N°6 Speed facer 
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) Ton _@ 7 
meV 53-54-55-64! 
HOLL, oe | & 


“Jon\\> 
CLEVELAND TWSIOY 


HESE numbers do not represent 
football signals for a mass play! 























What they do represent are four actual 
stories of effective and economical mass 
production of reamed holes through the 
use of 

TRADE MARK REG. U.S. PAT. OFF, 

If smooth, clean, accurate reamed 
holes—and lots of them—are important to 
you, you are invited to send for Digests 
Nos. 53, 54, 55 and 64. They are worth 
reading. 


seer DRILL 


pri fro 





> 
4 
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20 YEARS | 
WITHOUT 
A DRINK 


ae 


aie§ 


“The Answ rtoa 


EARINGS that never wear out — never 
need oil — never need overhauling — 


that’s what the machinist wants. That’s 
YEARS ? what the factory owner wants. That means 
Arguto. 








The competition started with a record of 
22 years of service. Letters have been 
coming in since telling how Arguto Bearings 
have lasted longer than that. The latest 
record is 29 years. What’s yours? 


ARGUTO OILLESS BEARING CO. 


Wayne Junction Philadelphia, Pa. 





-OILLESS | rout . BLARINGS | 
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Bs-nois 


STEEL CASTER 






















PATENTED 





For years Bond Truck Casters 
have been recognized as efficient 
servants in the industrial world. 
Today the new Bond Les-Nois 
Steel Casters are carrying—with 
even greater efficiency—the work 





that must be performed quietly. 
Bond Les-Nois Casters are de- 

signed for the jobs in industrial 

plants and institutions that must 
be done without noise. They are 
exceptionally quiet in operation, 
they roll swiftly and smoothly, 
they are dependable! In short, 





Bond Les-Nois Steel Casters rep- 
resent the maximum in efficient, 
quiet caster performance. 


‘*Less Noise with Bond Les-Nois 
Steel Casters’’ is the name of a 
folder that you should have to 
learn more about this remark- 
able caster - - - Write for it! 





The complete line of Bond 
Power Transmitting Machinery is 
fully described in the Bond Cata- 
log. Send for a copy! 


Bond Foundry & Machine Company 


Manheim, Lanc. Co., Pa. 
Phila. Office: 617 Arch St. N. Y. Office: 256 Broadway 
Chicago Office: 39 S. Clinton St. 











SHUR-GRIP 


FILE HANDLES 
Sell Them by the Dozen 





Many shops that use files buy Shur-Grip 
File Handles by the dozen, and_ larger 
industrials buy them by the gross. They 
become a profitable specialty for any dealer 
who will introduce them. The hardened 
steel die cuts its own thread on the tang of 
the file, as shown in the cross-section view 
above. The handle cannot crack or split 
and will not come off unless unscrewed. 

SALESMEN—Carry a SHUR-GRIP 

in your pocket. It’s easy to dem- 

onstrate and easier to sell. 


HYRO MFG. CO., INC., 205 Varick St., NEW YORK 


Alio Manufacturers of SHUR-GRIP Solder Tron Handl:) 





















Va REG. U.S. PAT. OFF 


Friction Clutch 


Interchange-Competitor Type 





The simplest friction clutch made. Can be clamped to- 
gether to form a solid bolt coupling. Power is transmitted 
through two flat disks—not through joints or working 
parts. Easy, smooth, positive action. Seldom needs 
adjustment or repair. 

Its wide range of uses makes this a desirable clutch for 
distributors’ stocks. Write us 


KINNEY MANUFACTURING COMPANY 


3529-41 Washington St. BOSTON, MASS. 
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Out of the Clouds 
of Uncertainty 


) ree performance immediately 
dissipates uncertainty and the Foster 
policy of selling bolts and nuts and cap 
screws through the jobber and of scrupu- 
lously maintaining that policy leaves no 
room for doubt. 





And this immediately becomes a tremen- 
dous factor of stabilization for us, for the job- 
ber, for the dealer and the small consumer. 


Likewise in this policy lies the greatest 
economy and the best service for all 
concerned, all of which are added reasons 
why it is the Foster policy and will remain 
the Foster policy. 








THE FOSTER BOLT & NUT MFG. COMPANY 
Cleveland Chicago 


Union Ave. and East 72nd Street 6249 to 6265 West 65th Street 
Telephone BRoadway 0840 Telephone Hemlock 4484 
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E> BOLTS» NUTS 
CAPSCREWS 


in Big Business 





Personal Service 
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there is 
ENGTH 


ULL-DOG-LIKE STRENGTH. 

When a Square “Gee” 

union grabs the pipe it holds— 
permanently. 





To insure strength we use only 
the cream of raw materials in 
Square “Gees.” Careful pi ocess- 
ing guards every stage of manu- 
facture. Special tapping ma- 
chines insure deep, clean, 
properly pitched threads that 
“come easy and fit tight.” 
Finally, rigid inspection guar- 
antees uniform quality in all 
Square “Gee” fittings. 


Youcan confidently reeommend 
Square“Gees” toyourcustomers. 


The GRABLER MANUFACTURING Co. 
and its subsidiary GRABLER-REPUBLIC, Inc. 
4900 EUCLID BUILDING .. CLEVELAND, OHIO 
New York . Chicago .« Los Angeles « San Francisco 














Your Fitting Problem is Solved When You Say Square “Gees” 


SQUARE “GEE” 
Pipe Fittings 


ORAINAGE, BRASS 








MALLEAGLE, CAST IRON 
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BLACK & DECKER 


Portable Electric Sanders 


“With the Pistol Grip and Trigger Switch” 
7-Inch - $68. (Old price $85.) 


EMLL QUPPLIES io 
















9-Inch - $88. (Old price $110.) 


RDERS for these comparatively : 
new tools have exceeded anticipation 


to an extent which makes it possible to manufacture larger quantities at low- 


er cost. In line with our published policies, we are passing the saving along to 
users. 


Black €? Decker Electric Sanders will quickly and easily smooth flat or curved 
surfaces, eliminating a tremendous amount of tedious hand labor. They can be 
used with abrasive discs of various grades from the finest sandpaper to coarsest 
emery. The pad is arranged so that the retaining nut can be drawn away below 
the surface of the sandpaper. These machines provide a fast, efficient method for 
smoothing casting ridges, welds, soldered seams, for cleaning dies and for all kinds 
of rubbing and smoothing work preparatory to painting. 


Particular attention has been paid to the placing of the handles for perfect con- 
trol under all conditions which, together with light weight, makes this tool easy 
to operate for long periods without fatigue. 

Black €% Decker Portable Electric Sanders are equipped with universal motors oper- 
ating on direct or alternating current. In ordering merely specify whether for 32, 110. 
220 or 250 volts. 


Write for FREE copy of new 8 page booklet, profusely illustrated, describing these 
Sanders in detail, with list of attachments etc. 


The BLACK €? DECKER MFG. CO. 


TOWSON, MD., U.S. A. 





Toronto, Ontario, Canada Slough, Bucks, England 
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Sample Kit of Engineer’s 
J eae $2.50 
No. 20 Miniature Wrench Set........ $3.15 
No. 25 General Utility Set of 
Engineer’s Wrenches________. $8.25 
No. 4 Sample Set of magi 5 An- 
gle Wrenches -- wnnnen=---+- GaeSO 
No. 40 General Utility Set of 
Right Angle Wrenches______.. $6.05 
No. R Socket Wrench Set ._____..._.. $27.50 
No. W Socket Wrench Set________... $19.00 
No. H Heavy Duty Socket 
Wetnen Set...) $34.00 
Prices include containers as shown J 
\. la 








Leading Jobbers carry these wrenches in stock 


"ce. ¥. 
CV. sa Bonney BONNEY FORGE &% TOOL WORKS 
registered in the N V 
U. S. Patent Office ALLENTOWN, PA. 
Makers of Special Service Wrenches of Chrome Vanadium, 
Carbon Steel Drop Forged Wrenches, Pipe Wrenches, Vises 
and Drop Forgings and the Bonney Rim Tool 


Chrome Vanadium 
registered 
August 11th, 1925 


Patents Pending 


When writing to Advertisers please mention Mrtt Supp.ies 








March, 1929 


NULL QUPPLUES 


23 











HE importance of bolts and nuts in 

the daily tasks of the world is seldom 
thought of — perhaps because of their 
relatively small size and their apparent 
universality. Yet this universality gives to 
their role in industry a vital importance. 
They must keep constant pace with the 
giant strides of our complex and ever- 
changing civilization. 


For eighty-three years, Russell Burdsall 
& Ward have been leaders in the produc- 
tion of bolts and nuts, not only for Amer- 
ica but for the world. While practi- 
cally every important advance in the sci- 
ence of bolt and nut making has been de- 
veloped in their plants, this leadership is 


For Eighty-Ehree Wears 
The Standard 






the result, not so much of material equip- 
ment as of the men who, for generations, 
have worked together for the perfection 
of this one product the company started 
making in 1845. Today the Empire 
New Process Bolt with its high tensile 
strength and its accurately formed 
threads, and the Empire cold-punched 
steel nut, are the culmination of these 
eighty-three years of doing one thing and 
doing it superlatively well. 


RUSSELL, BURDSALE 4&4 WARD 
BOLE &A WE COMPANY 
PORT CHESTER, N. Y. 

ROCK FALLS, ILL. CORAOPOLIS, PA. 
Sales Offices at Philadelphia, Chicago, Detroit, 
San Francisco, Los Angeles, Seattle, Portland 


NSE aE 


This advertisement is one of a series appearing every month in THE SATURDAY EVENING POST 





ground gauge, as 
shown by 
ThreadComparater. 








This is the shadow 
of an Empire New 
Process Bolt Thread 


by the Screw 
Thread Comparator. 





BOLTS 
a ADEs 
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Medart 
Timken- 
Equipped 
Pillow Block 











- MEDART- 


Bearing ¢ Shafting 
Supports 


No matter what your Bearing or Shafting 
problems may be, MEDART can solve them. 
Complete line of Bearings and Shafting Sup- 
ports — Angle, Bracket Post, Eccentric, 
Hanger, Outboard, Rigid or Open Post, 
Rolling Mill, Slide, Step or Floor, Take-up, 
Thrust or Vertical types .... equipped with 
either Plain, Ball or Timken bearings.... 
plain, wick, ring or collar oiling. 
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“Right Now” shipments from stock. Speedy, 
> 

prompt service on “Made to your Specifi- 

cation” equipment needs. 





GET CATALOG 43 WITH 
DISCOUNT SHEET FOR PRICING 
For “Everything in Line Shafting Equipment”’ get 
Catalog 43 and Discount Sheet; also Bulletin on Me- 
dartTimken-equippedLineofIndustrial Appliances. 


(Formerly Medart Patent Pulley Co. ) 
General Offices and Works, St. Louis, U.S. A. OL: 
Offices in 
Chicago * Philadelphia ” Pittsburgh * New York 7 Seattle 
Office and Warehouse in Cincinnati POWER TRANSMISSION ASSOCATION 


Lverything in Line Shatting Equipment - “ 
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Advantages of 
HYDRAULIC 


Jacking 








1. Ease of operation. 1. Safety for men 
2. Tremendous power. and work. 
3. Perfect control. 5. Portability. 


One man with a Blackhawk Hydraulic Oil- 
Power Jack easily exerts power up to 75 tons 

using short strokes in close quarters or long 
strokes if there is plenty of clearance. Lower- 
ing is even easier. Simply turn release valve 
and the load settles down at a smooth, con- 
trolled speed to any point—no pumping. 


Write for catalog and data of the complete 
line—capacities from 1! to 75 tons. 
The market is practically unlimited. Quick 
results will follow your sales efforts. 


BLACKHAWK MFG. COMPANY 


Socket Wrenches and Hydraulic Jacks 
Dept. MS MILWAUKEE, WIS. 








Industrial 
Socket Wrenches 


Extra heavy duty Socket Wrench Set 
No. 12E. Consists of 12. essential 
tools in extra heavy steel case. Very 
popular with maintenance and shop 


men. Price $41.95. Va 

















lead 


ARASANS 






BLACKHAWK JACKS sietower 


When writing to Advertisers please mention Mitt Supp.iies 


PULL QGUPPLUES 





March, 1929 

















The Shovel They Like Best 
Costs Less to Use 


a pw the buyer away from the shoveling line, there may not 
be much difference in shovels except the price. But a 
“Moly” shovel is as different in the hands of a workman, as 
a well balanced golf club is to a “pro”. 


“Moly” shovels are built with a light easy balance—the “hang” 
that comes as natural to a shoveler as spitting on his hands. 
The handle is easy on his fist—the wide comfortable ““Moly-D” 
grip prevents knuckle squeezing. There are no rough corners 
to form callouses on thumbs. 


On digging shovels there is a broad turn to the top edge of 
the blade—a patented step that gives the foot a purchase and 
that saves feet and saves shoes. 


Easier to work with, the “Moly” saves money because it gets 
more work done. 


In addition, “Moly” blades are made of Mo-/lyb-den-um steel, 
the longest wearing steel used in shovel manufacture. It’s tough, 
hard, and lighter than any other blade of equal strength. 


If you haven’t a “Moly” catalog, write for one today. 


THE WOOD SHOVEL & TOOL COMPANY 
Piqua, Ohio 
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Wood's rotub-der-um Shovels 


A SHOVEL FOR EVERY INDUSTRY-DISTRIBUTED IN EVERY CITY 
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“RAILROAD 
SPECIAL”’ 


Indestruc- 
tible Iron 
Handle 


7 Sizes—6 to 
21 Inches 


When writing to Advertisers please mention Mitt Suppries 


MACHINISTS’ 
KNIFE HANDLE 


With Hard Wood 
Handle Sides 


7 sizes—6 to 21 In. 
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HERE is today no important center in America where 
the industrial user of mechanical rubber goods can- 
not enjoy the advantages of B. W. H. products. 

Wie Our service to industry is not through branch stores or 
AN B direct from the factory—but through the only logical 

channel—the mill supply distributor. 
AW The fixed policy of the Boston Woven Hose & Rubber 
boa SS Company is to recognize the mill supply jobber as the 
natural distributor for its products. As a result, B. W. H. 
. he § is known as a national manufacturing service for leading mill 
\ . supply jobbers. By connections with the right houses in the 
right locations and by keeping them competitive with 
other lines sold direct or through branch stores—we have 
built a reputation not only for quality products but for 
& % | promptness and excellence of service. 
\ The demand for B.W. H. products increases steadily with 
\ the expansion of national industry. This increased demand 
brings frequent need of new or stronger representation in 
certain sections, sections where new industrial needs demand 
a more intensive service. But new connections are made only 
bY: where the welfare of our present jobber will not be affected. 
S Distributors dissatisfied with present connections are in- 
\ vited to investigate our policy and service. 





BOSTON WOVEN HOsE 


: \ CAMBRIDt 
Wee \, For Over 50 Years Makers of Hi 






When writing to Advertisers please mention Mitt Suppiies 





March, 1929 ( 


PULL GUPPILUBS 29 








~ 















thn 
sy 
WW Yj ~& 
We In" S 
AWS . 


Wai, QZ 
Ny We MAS Ay> 


We Wy As 
MEF i 





& RUBBER COMPANY 


SS.,U. S.A. io ae 
wality Mechanical Rubber Goods». a Wes 3 Bs ay 


i Sd, Sa 


When writing to Advertisers please mention Mtit Suppuies 





30 March, 1929 


HLL QUPPLIES 


selling advantages 


.. increasing the Rahmann demand | 


QUALITY: Rahmann Leather Belting is guaranteed 

] first quality in every respect. It is made from the finest 
center stock of selected steer hides, scientifically prepared 
in the Rahmann factory. 


REPUTATION: In stocking Rahmann Leather Belting 
you share the benefits of a reputation that is based on 
nearly thirty-five years of satisfactory service. 














GUARANTEE: All belting stamped with the Rahmann 
first quality brands is covered by a liberal guarantee 
which provides prompt repair or replacement by the 
manufacturer. 


VARIETY: There is a Rahmann belt especially designed 


to meet and withstand each of the abusive conditions of 
heat, water, fumes and steam. 


SERVICE: Experienced engineers are employed by 
Rahmann to investigate the belting conditions existing 
in your customer’s plant to assure a satisfactory purchase. 
This service is entirely voluntary. 

Showing the center stock of the hide 

See Lee fe GEO. RAHMANN CO. 


facture of Rahmann Leather Belting. 


C1 ® W N 














ae = oe gee oe ys ogg 31 SPRUCE STREET NEW YORK CITY 
ooklet describing all our brands o 
belting. Newark, N. J. Syracuse, N. Y. 


RAHMANN LEATHER BLLTING 








The CHICAGO Line _ Ball Bearing Equipment 


Profitable Specialties 


In the smallest plants and in the 
largest industries, you will find 
CHICAGO LINE Ball Bearing 
Specialties rendering satisfactory 
service. Well advertised—Gener- 
ous Profits. 





Territory for live dealers. 


Chicago Pulley & Shafting Co. 


ENGINEERS, FOUNDERS AND MACHINISTS 


DAGGETT Ball Bearing Loose Pulley 


All Forms of Power Transmitting Appliances 


MAIN OFFICE: 








€ 19No. Desplaines St., 
> Rig Chicago, III. 
FACTORY: 
Menomonee Falls, 
DAGGETT Ball Bearing Journal Wisconsin 
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WRIGHT MFG. COMPANY 


BRIDGEPORT, CONN. 
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SAND BLASTING 
IS A CLEAN, DRY PROCESS | 





It is also a pleasant, safe process for the 
operator 










Scratch brushing is more expensive! 

Acid dips are disagreeable! 

Both are slower than sand blasting and do not 
approach the“latter in uniformity of finish. 


ops? <a 
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Leiman Bros. 
Patented 


SAND 
BLAST 


provides a method for cleaning 
and finishing that reduces the 
cost of production, improves the 
output and costs little,—very 
little to install. 


x 
By 


No experienced or expert help is required—the newest boy or girl in 
your shop will secure the same satisfactory service from this outfit 
as the oldest and most expert. 


It will pay you to write us about this because this process may be 
used on any kind of goods—metal, glass, bakelite, fibre, rubber, 
wood, stone and all compositions. 


LEIMAN BRO " 23 , Seaee Meee 
Makers of good Machinery for 40 years 








J LOS ANGELES—Butcher Co. DETROIT —Strelinger Co. 
| Shaw Palmer Bakewell Co. Osborn Mfg. Co. 
CHICAGO-—Crown Rheostat & Eupply Co. ST. LOUIS—Lasalco, 
WHERE TO BALTIMOs E-——Kemp Machy. Co. Lustre Co. 
BUY THEM BOSTON—Hayes Pump & Machy. Co. Colcord Wrizht Machy. & Sup. Co. 
TORONTO— Williams & Wilson CATHIE Casto 
MONTREAL— Williams & Wilson ENGLAND-—Thos. hintaan, tee. Sheffield 


\ QUEBEC— Williams & Wilson Buck & Hickman, London 
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When we say we are “Hose Specialists,” 
we mean just that! For over 50 years we 
have devoted our attention to the proper 











construction for each specific service. ‘a 
a 
Take STEAM HOSE, for instance: Pressure 4 
is not the only important consideration here. ie 
Air hose can be made to withstand pressure 4 
alone; the great factor is to make a hose that i 
will stand up under the destructive force of ee 
great heat, as well as pressure. i 
WHITEHEAD “Long Life’ STEAM oo, © 
HOSE gives the long service that only a Pa ra \ 
finely-made hose can give. Fabric layers, y Pai \ 
Tube, and Cover—are made the Whitehead ? o { 
Way. Me i 


And hence when you handle Long 
Life STEAM HOSE, you are sure 
your sales will stay sold. A satis- 
fied customer returns—-for a White- 
head Product! 


Samples and Distributor’s Proposi- 
tion on request. Write. 











30 Years Experience 









Belting (Conveyor and Transmission Mill Hose—Oil Hose—(Suction and Dis- 
Steam Hose — Air Hose — Water Hose charge) — Tubing — Sheet Packings 
Suction Hose Creamery Hose Fire ] | i | j | | Washers and Valves Diaphragms 
Hose (Undervwriters’ Sand Blast Hose. 7 Dredging Sleeves Moulded Goods. 














The Whitehead Bros. Rubber Co. 


“MECHANICAL RUBBER GOODS, SINCE 1873 ° 
Trenton,New Jersey 
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oe ee 
The Blade that 


you can always 
recommend.— 


MARVEL 


HIGH-SPEED EDGE 
HACK SAW BLADES 


Long Lasting 
Unbreakable 
Fast Cutting 


Cutting edge of 
fast - cutting, 
long - lasting, 
High Speed 
Steel inte- 
grally wel- 
ded to a 
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The ATLAS 


is an everyday tool 


That’s why it’s a good item to 
remember on every sales call 


Wherever receiving or shipping activities are located 
there you'll find daily use of car movers for spotting or 
moving cars—and there you'll find someone who is using 
or should be using an ATLAS. 


Because it’s an everyday tool, the ATLAS should be on 
your everyday reminder list when making sales calls. 
Everyday items are the most needed items—and when 
they have the profit margin of the ATLAS 
they can be made your profit items. 








If there are any details 
which we can give you, 
write us at once. 


APPLETON CAR MOVER CO. 


Appleton, Wisconsin 


The blades 
can be safely 
recommended 
This cutaway shows for all jobs on all 
a vital point in the power hack saws 
superiority of the S.©6—SC*sforr they are abso- 
os “s the 7 lutely guaranteed not 
that backs up a wee . 
claims for POWER, to break even in case 
SPEED and EFFI of accident. 
CIENCY. The com- 
pound leverage prin- 


sil meting a Sales Opportunity 
for Mill Suppliers 


The unbreakable feature means 
greater sales and no come backs. 

















Sess peewee These blades will take the grief out 
Hd ar 4 s of your hack saw blade department 
AS re N and build profitable repeat De at 
FT WHE WN QE QE EAH" QE ness. Write in for prices and dis- 
1 \ WS WIGS SS WY s 
“Giveusgplace tind and ve ARMSTRONG-BLUM MFG. CO. 


“‘The Hack Saw People’”’ 
353 N. Francisco Ave. Chicago, U.S.A. 
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Figure 3010 





GOULDS CENTRIFUGAL 
PUMP 


Built in nine sizes 


The Line is Complete! |! — ss" *#s ern 


ETHER it’s a Centrifugal, Rotary, 
Diaphragm, Deep Well Head, Single | 

or Double-Acting Power Pump—if it | 
bears the name ‘‘GOULDS”’ you can be | 
sure of its worth. | 








Figure 172 


Standardized manufacture and eighty 
years of unfailing service in making 
pumps that stand the gaff under hours 
—days—months of continuous opera- 
tion—that’s why buyers go to Goulds 
for pumps—that’s why dealers increase | 
their pump sales and profits. There’s a 
Goulds warehouse near enough to fill 
your orders promptly and efficiently. 


GOULDS AUTOMATIC-OILING 
Deep Well Head 
For wells up to 250 feet depth. For use with 
pneumatic or open tank water systems. 











Figure 1281 


POWER | 
ROTARY | 
PUMP 










GOULDS | | Figure 3354 
| 


Discharge head—100 | 
ft. Capacity—20 to 65 | 
G pa. 


Figure 1776 





GOULDS “MINUTE MAN’ 
Cellar Drainer 

A leader in the field of low-priced, 

high-quality automatic drainers 

for residences, stores, small fac- 

tories, etc. 


Capacity 5 to 25 G.P.M. 


ri A. 
GOULDS CONDENSATION 
| OUTFIT 
| | A new return pump and receiver 
| for handling condensation of low 


| pressure steam heating systems 
| up to 15,000 sq. ft. of radiation 


Ball bearing pump. Galvanized 
tank. 


| 
ae S ILDS AUTOMATIC: | Seas 
“ OILING 
| 
| 


GOULDS PUMPS, Inc. 
types of small power and 


trifugal pumps for ge Seneca Falls 
centrifuga n- : : 
eral service. New York 














Send for Catalogues for 
further information § on 
these and other “stock” 


Pyramid Pump 
Adaptable_for a variety of services. Capacities 
3 to 82 G.P.M. For heads up to 800 feet. 


| 
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Hoist up your Profits | 
The Chisholm- Moore Line will do it 


ERE are hoists to meet every customer’s Chisholm-Moore Hoists appeal to a broad and 
H handling problems. In the Model K profitable market. Their competitive price, sim- 
Cyclone, for instance, you have a high speed hoist plicity, safety and ease of operation make them 
with 10 per cent greater efficiency requiring 18 popular. Every C-M Hoist is equipped with 
per cent less effort to lift the load. More than “Inswell’’ Electric Welded chain, many times 
that, its exclusive gyrating yoke principle stronger than its rated capacity. 
provides additional safety —an important sales Now is the time to order. Use the coupon for 
point. prices and complete information. 


CHISHOLM-MOORE HOIST CORPORATION 
(Division of Columbus-McKinnon Chain Company) 


Fremont Ave. Tonawanda, N. Y. 
Branches: Chicago, Cleveland, New York, Philadelphia 
Pittsburgh . . . . . St. Catharines. Canada 


Representatives in all principal cities for prompt service. 


CHISHOLM-MOORE 


CHAIN HOISTS 











ttt hhh PCCP EEC CEE EEC CCC CCOOOCOOCOCOCOOCOCOCOCOCOOCOCTOCTOCT OCCT TTT ee ee TY 
CHISHOLM-MOORE HOIST CORPORATION, 5028 Fremont Avenue, Tonawanda, N. Y. 


Send prices and information on C-M Hoist Line. ( Write name and address 11 mergin ) 
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Jenkins advertising 


reaches valve buyers everywhere 


Jenkins publication advertising sound performance. When a dealer 
each month is going to more than talks Jenkins he is meeting his 
820,000 potential valve buyers. customer on common ground- 
i ae ieaiadl identifying his business with a 
ese buyers are everywhere... ~ 
NRictey, 8 : oe product of widely accepted worth. 
In every state, county, city, town 
... throughout the entire country. The aim of Jenkins advertising is 
Engineers, plant superintendents, to increase dealer sales. In sales 
architects, contractors and other messages directed to a wide range 
valve buyers are being reached by of industries, the prospective valve 
Jenkins advertising, buyers who buyer is referred to his local sup- 
know the Jenkins reputation for ply house. 


JENKINS BROS. 


80 White Street, New York, N.Y. 133 No. Seventh Street, Philadelphia, Pa. 
524 Atlantic Avenue, Boston, Mass. 646 Washington Boulevard, Chicago, II 
JENKINS BROS., Limited, Montreal, Canada; London, England 
Factories: Bridgeport, Conn.; Elizabeth, N.J.; Montreal, Canada 


enkins 


VALVES 
Since 1864 
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The Greatest Bar of Bearing Metal 
The World Has Ever Seen 


The application of new knowledge about bearing 
metals, and specialized equipment for the pro- 
duction of bearing bronze in conformity with 
newly discovered facts about it, make a 
Bunting Phosphor Bronze Cored or Solid 
Bar today in many respects the most 
perfect product of its kind that the world 
has ever seen. 






















Your bearing metal customer will 
quickly find that he can machine a 
Bunting Bar with less labor and 
less waste and that the finished 
part is far more satisfactory. 
This new productjof metallur- 
gical science offers an out- 
standing sales opportunity 
to the progressive mill 
supply wholesaler. There 
are 88 stock sizes. Easy 
to handle, easy to sell, 
and it stays sold. 


F you are not 
satisfied with 
your present volume 
of sales in bearing 
metal, write for Bunt- 

ing’s proposition. 





THE BUNTING BRASS & BRONZE CO. 
TOLEDO, OHIO 


BRANCHES AND WAREHOUSES AT 
NEW YORK CHICAGO BOSTON 
276 La Fayette Sr. 2015 8S. Micuican Ave 36 OxtverR Sr. 
CANAL 1374 CALUMET 6850-6851 HANCOCK 0154 
PHILADELPHIA SAN FRANCISCO 
1330 Arcu Sr 198 Seconp Sr. 
SPRUCE 5296 DOUGLAS 6245 
EXPORT OFFICE 
Torepo, Onto 


BUNTING 


PHOSPHOR BRONZE 


CORED and SOLID BARS 


PATENTE 





When writing to Advertisers please mention Mitt Supp.ies 





March, 1929 


AWLIL SUPPLUES 


39 





“The numberof large, 
endless, Goodrich 
Highflex belts order- 
ed from you within 
the past few months 
along with rolls of 
smaller sizes for our 
planers, were ordered 
based upon past sat- 
isfactory experi- 
ence.’’—J. B. Arnold, 
vice-president, J. Ray 
Arnold Lumber Co,, 
Groveland, Fla. 





Photo shows reverse 
mule counter drive. 
The direction is re- 
versed through twopul- 
leys adjacent to main 
drive (extreme left of 
photo). Standing by 
the belt, RR. Rhodes, 
plant superintendent. 


‘The greatest advance in belt 
construction in 30 years 








Highflex Principle makes 

possible reduction in slippage 

on high speed wood-working 
machinery. 


You can prove 
the Highflex Principle 
this easy way 


FTER seven years of experi- 
mentation and hundreds 

of tests and inspections carried 
out under actual service condi- 
tions in the wood-working and 


other industries, Goodrich has Bend a pad of paper or booklet with the fingers. 


When viewed from the edge (Fig. 1) it assumes a 





the most skeptical mill operators. 

Highflex belting settles many 
belting problems. Fasteners will 
not pull out. Changes in temper- 
ature and humidity do not affect 
it. There are no seams to open 
up. It reduces slippage on small, 
high speed pulleys. It eliminates 
bootlegging. Highflex belting is 
furnished not only in rolls but 
also in individual belts, built 


produced a new principle of belt 
construction— “‘Highflex.”’ 

The Highflex Principle does 
away with the old type folded 
edge completely, and because of 
its seamless straight edge con- 
struction, possesses a flexibility 


natural uniform 
curve, because of 
the unhampered 
action of the plies. 
Now, if several 
layers of paper are 
folded and then 
bent (Fig. 2), you 
can instantly see 
how the fold dis- 
torts the curve and 
impedes the free 
movement of the 
individual layers. 


endless at the factory, without 
splices and weak spots. 


We will gladly send catalogue 
2105 on Highflex belting. Write 
to The B. F. Goodrich Rubber 
Co., Akron, Ohio, or use the 


and a long life surprising even to 








coupon below. 




















ofgje 
Goodrich 





THE B. F. GOODRICH RUBBER CO., MS8.2 


Akron, Ohio 
Gentlemen: Please send me catalogue 2105, ex- 
plaining the advantages of Goodrich Highflex 
belting. 
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ARMSTRONG 
DROP FORGED LATHE DOGS 

















Machinisis prefer them for they never 
failand have a double life 


Machinists prefer ARMSTRONG Lathe Dogs. They know 
that these dogs, drop forged from special open hearth steel, 
can always be depended on to pull them through the tough- 
est jobs. They specify ARM- 
STRONG dogs because they 
have alloy steel screws with 
hardened points and oversize 
hubs that permit re-tapping 
insuring double life. 


ARMSTRONG 
Lathe Dogs 


Made in 10 stand- 
ard patterns. All 
practical sizes. 


These are staple, steady sell- 
ing items for Mill Suppliers, 
that repay displaying and 
pushing. 





i Square Head, Head- Write for Lathe Dog 


less and Safety stuffers, to go in with 
Screws with Straight invoices and for counter 
or Bent Tails. use. 


ARMSTRONG BROS. TOOL CO. 


‘*The Tool Holder People’’ 





305 N. Francisco Ave. Chicago, U. S. A. 
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Give Him a 
‘“*“Man-size’”’ 
Coal Scoop! 


YOUR customers might just as well 

give a coal heaver a fireplace shovel, 
instead of a scoop and expect him to keep 
the fires going, as to put a small, weak, 
undersized steam trap on a line and 
expect it to keep a system filled with a 
maximum of dry, hot steam. One's as 
foolish as the other. 


If you sell Anderson “‘Man-size™’ Steam 
Traps, built on generous lines with the 
largest capacity of any trap on the 
market, you are giving your customers a 
trap that maintains steady, continuous 
drainage of condensation as fast as it 
accumulates, thereby maintaining their 
heating systems at uniform temperatures. 
Every Anderson trap you sell is a bid for 
good will for your house, because every 
trap is backed by a guarantee and will 
give years of 100% service. Proof of the 
above superiority is found in thousands of 
Anderson Traps that have been sold 
through mill supply houses and are at 
work on steam lines today. 


Write for complete information. 


TheV. D. Anderson Co. 


1944 W. 96th Street 





CLEVELAND 
O H I O 
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t (Sree PULLEY 
‘on CONVEYOR SERVICE 
















\ 
\\ 
\ 


Showing pulley construction med 
sizes 10-inch diameter and larger 








(a pulley 
construction in 
oe 
diameters. . ° 
| The Dodge Steel Split Wide Face Conveyor Pul- 
ley was developed in the Dodge engineering depart- 
ment after a careful study of conveyor requirements 
and is the result of many years’ experience in the 
design and manufacture of steel split pulleys for 
power transmission service. 


Six Reasons 
Why 


OVAL CROWN — Insures full and uniform belt contact. This pulley combines ruggedness essential to long life with 
over entire face of pulley, permits low tension, saves power many other advantages not the least important being moder- 
and prolongs life of belt. ate price. 
2 terest ep a mgs gone from the hub Pulleys are held firmly to the shaft by compression brought 
eluminating possibility of vibration at tnis point, about by tightening hub bolts. 


3 se ty te Ha bpm gaan There ate no The Dodge system of interchangeable bushings adapts these 
; pulleys to 
4 Se — All hub and rim bolts are readily any shaft Send coupon today for your copy of New Belt 


size within Conveyor Catalogue. It is authoritative and 
AVAILABLE — Popular sizes are carried in stock for im- . f uy 2 . e = i f 
mediate delivery. Sizes not regularly stocked can be furnished the range Of contains new information in convenient form. 





within five days from receipt of order. bore d 

PERFORMANCE-—These pulleys are entirely suitableforany gives them 

service where 5-ply belts are used. They may also be used for a very high Please send me copy of Catalog A-108. 
snub, foot and gravity take-up pulleys for belts over 5-ply thickness. re-use value. 






REG.U.S. PAT. OFF. CY Sc sisveeeesoneeneenes 
D GODGE NO ROTOR TD ' 
le ae S&S f 4 Ri So a UE eee ener 
™ “ TAIOG cos ost cs BE ie tae 
DODGE MANUFACTURING CORPORATION 


Mishawaka, Ind. 
Factories at MISHAWAKA, Ind., and ONEIDA, N.Y. 


Everything for the Mechanical Handling of Materials 
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ELLOG 


COMPRESSORS 


Utility... Portability. .. Economy 


Practically every factory needs paint 
spraying equipment today for building 
maintenance, painting radiators, and hun- 
dreds of other jobs. 


You will find a ready sale for these two 


Kellogg numbers. 


KELLOGG 
Spray Equipment 


Outfit No. 1 


Price Compiete 
*99” 


A complete outfit... 





. compressor, spray gun, and 


hose . . . . weighing less than 36 pounds but big 
enough to do a real job of paint spraying. Driven by 
a universal motor, ready to plug into a 110 volt lamp 


socket anywhere, this outfit is as portable as a can of 
paint and a brush but will do two or three times as 
much work and do it better. 


The compressor incorporates all the famous Kellogg 
features . . . . patented lubrication, oversize bearings, 
and leak-proof rings. 


KELLOGG 
Utility Paint 
Spraying Equipment 


», PriceComplete 
i, $4.950 
a) 


Weighing but 39 pounds, can be carried anywhere 
and work started from the nearest light socket. Em- 
ploys all the principles used in higher-priced equip- 
ment and insures a smooth, even finish. Practically 
any paint material can be used, including spraying 
lacquer, brushing lacquer, oil paints, cold water paints, 
and metallic paints . . . . such as bronze, gilt, etc. 





Consists of a real compressor with all necessary fit- 


tings; operated by !4 horsepower motor; suction 
feed spray gun giving perfect atomization without 
spattering; 15 ft. of hose; 10 ft. of electric extension 
cord. 


Write us for literature explaining both of these out- 
fits in detail. 


KELLOGG MFG. CO. 


135 Humboldt St. Rochester, N. Y. 
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BELTING 

















| 























It costs no 
more to sell 
a fine belt 


T costs no more to sella 
really fine belt. Duxbak 
Belting stays sold. There are 
no comebacks, no worries. It 
is a fine belt, honestly made, 
honestly sold, and fairly 
priced. 


We will be glad to tell you 
of an attractive plan to assist 
you in the sale of Duxbak 
Belting. No obligation is in- 
curred. 





Belt Manufacturers 


Main Office and Factory 
42 FERRY STREET NEW YORK 


DUXBAK 


WATERPROOF 
LEATHER BELTING 
a 
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_ Red Shield’ HIGH SPEED DRILLS 


ARE FOREMOST 


Like a tower stands out distinctive and well 
remembered, the new [ed Shield” High Speed Drills, 
even with the short time they have been on the 
market, have won identical recognition. 

— Drill users who require high speed drilling with 


uniformity of performance, less breakage, and 





























less grinding and at less cost per hole always re- 
member that Red Shield” Drills give such service. 


The Jed Shield” in actual red color, is stamped 
on each Drill. ALL SIZES. 











5 anufactured by 
THE STANDARD [OOL (0. 


New York Cleveland oartertre) 





Sti 


‘“SUPERIOR’’ 
Cap Screws and Bolts 
for 





Quality and Service 
Machine Bolts Seave Belts 


Carriage Bolts Specials Stove Rods 


Slow Bolts Everyone can DEPEND on “‘Superior”’ products. _ Sink Bolts 


Step Bolts 
Lag Screws Ask those who use them. Tire Bolts 


The Superior Screw and Bolt Mfg. Co. 


Cleveland, Ohio 


New York—290 Hudson St. (also export office) St. Louis, Mo.—318 Planters Bldg. 
Chicago—707 W. Van Buren St. Detroit, Mich.—3-216 General Motors Bldg. 
WAREHOUSES 
Newark, N. J.—15 Kirk Place Chicago—707 W. Van Buren St. 
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One machine—handles all cutting operations—any 
angle — compound miters — cutoff — ripping — 
dadoing—tenoning and routing, shaping, fluting, 
boring, sanding—practically every operation done 
in building, shipping, maintenance, or in the yard 
or wood-working plant. 

A Direct Motor Driven Unit—travels thru the 
work—stock lies flat on table. Quickly adjusted— 
easily portable; an accurate, sturdy, powerful ma- 
chine designed for service by the originators of 
portable woodworking machinery and offered 
at a price made possible by the enormous 
PRODUCTION facilities of the largest 
manufacturers of this type of machinery. 


Low Price—Liberal Discount to Dealers 
Get Information 














Cast Iron Table*102 Extra 
Cast Iron Legs*15“Extra 
F.0O.B. CHICAGO 


J.D.Wallace & Co.,2801 Wilcox St., Chicago, IIl. 








March, 1929 HULL QUPPLIES = 


Linear Service Means — 
Increasing Sales Volume! 


From your first contact with Linear—Packing sales 
volume grows. Not only are Linear Packings “easy 
to sell” because the line is complete and has the 
background, (30 years experience) the quality, and 
the reputation—but they stay sold. 

You can always hold old customers with a quality 
product at the right price. And every new customer 
means a genuine increase in sales volume that way. 
Too, we will label, pack and ship Linear Packings 
under your own brand name, if desired. We also 
furnish a Linear pocket-size sample case for your 
salesmen. 

Furthermore, we believe that the Distributor is 
ultimately the most vital factor in the sales which 
make our continued success possible. 

—For that reason Linear Packings are “‘sold for 
resale only!’ Linear will co-operate with you on 
deliveries, special packings, prices, and adherence 
to policy. Write for Linear Catalog and proposition. 































LinEaR 
Linear Packing & Rubber Co.Jne 
PISTON AND SHEET PACKINGS is 


MARSHALL AND BERKS STREETS 
“PHILADELPHIA 


The LINEAR LINE 


ASBESTOS 
HIGH PRESSURE RUBBER BACK 
ROUND- AND SQUARE BRAIDED 
BRAIDED AND TWISTED VALVE 
STEM 
AIR PUMP AND THROTTLE 
ASBESTOS METALLIC GUM CORE 
MANHOLE AND HANDHOLE 
GASKETS 


FLAX 
SQUARE BRAIDED AND 
WATERPROOF HYDRAULIC 
OVAL AND ROUND GUM CORE 
GENUINE EAGLE PACKING 





DUCK AND RUBBER 

SLAB CUT RINGS 

LOW PRESSURE SPIRAL 

CROSS DIAGONAL 

HOLLOW CENTER 

HIGH AND LOW PRESSURE 
DIAGONAL 

FINE DUCK WHITE FRICTION 


HYD. 
COLD WATER SQUARE TUCKS 


SHEET PACKING 
C. |. SHEET 
RED SHEET 
COMPRESSED ASBESTOS SHEET 
GASKETS AND RINGS 
WOVEN ASBESTOS 
RED AND BLACK 


SPECIAL ITEMS 
ACID PACKING 
SQUARE BRAIDED COPPER 
SQUARE BRAIDED LEAD 
SQUARE BRAIDED COTTON 





Any of the above can be Packed, 
Labeled and Shipped under your ov 
Brand name f you so desire. 








vn 
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na - — a f. 
identifies it. ——', 


The C-M Brand f YY / 


1 Your customers 
; reorder Inswell., 
i 


‘INSWELL 
ELECTRIC WELD 






25% extra strength 
at the patented 
INSWELL weld: 
Every link uniform 


a smooth-run- 


a 


-—— 


ning, 


long-lived 


chain. 


COLUMBUS - Mc KINNON 








i) 

CHAIN CO. 4 

TONAWANDA, N.Y. ) 

Columbus, O. = St. Catherines, Ont. | 

Branches in all Principal Cities 4h 

ss Sal ana ae 


. . aE 
Any size—any kind 
Cleveland Cap Screws are made in a full . 
list of sizes, S.A.E. and U.S.S. threads, 
and stocked at seven convenient ware- 
house points. More than 20 million 
Cleveland Cap Screws are always i in stock, 
ready for prompt shipment in kegs and 
cartons. Keep Catalog C and our cur- 
rent Price List on your desk. 


THE CLEVELAND CAP SCREW 
COMPANY 








2925 East 79th Street 





Cleveland, Ohio 

















600,000 
Satisfied Users 


Of U. S. Automatic Injectors requiring by: 
repairs and replacements, together ead 


with an assured and proper profit to 23 
the jobber through our established 

resale prices, make U. S. Automatic 
Injectors a satisfactory and profitable 

line for any jobber to handle. 
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Yost Vises 


These are four 
of the 24 dif- 
ferent styles of 
Yost Vises, that 





cover every pur- 
pose for which 


a vise can be 





used in any 
trade. There are 
109 sizes—vises 
for Machinists, 
Toolmakers, 
Pipe Fitters, 





Coachmakers, 
Woodworkers, 
Pattern 
Makers; for 
Manual Train- 
ing Schools, 
Drill Presses, 





Garages, and 
General Utility 
Le Shops. 


eae ale 
if. Wate, 


Yost Vises make 
friends for the 
supply house. 
Ask for catalog 


and dis- 





tributors’ terms. 


Yost Manufacturing Co. 
Meadville, Pa. 














Every Customer 
on your books 
Needs Fire Protection 


VERY name in your files is a prospect 
for Sexe Fire Equipment of some 
kind as shown below. 


The market for these dependable ex- 
tinguishers includes every type of build- 
ing in your territory. 


With such a big market to draw on, 
sales of these extinguishers should be 
bringing you real profits every month. 


Instruct your salesmen to talk about 
them and identify your house with the 
fire extinguisher industry. Orders will 
follow consistent sales effort. Suggest to 
factory officials and executives that they 
order for their homes as well as for their 
factories. 


The Gex line of Fire Equipment 1s 


most complete—a type of extinguisher 
for every hazard. 





PYRENE MANUFACTURING CoO. 
NEWARK, NEW JERSEY 


Branches: Atlanta - Chicago - Kansas City - San Francisco 
Makers of Fire Equipment since 1907 
Makers of Seng Tire Chains 
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Taking such chances 
is not a part of 
Good Engineering/ 


Using wire rope, the grade of which is not definitely known, 
is hazardous practice. 


Good engineers everywhere abandon this practice by using 


WILLIAMSPORT 
WIRE rrictory Certified ROPE 


It is no longer necessary to take chances upon getting the 
wrong grade of rope into service as © Williamsport’’ has 
forever made this unnecessary by their Telfax System of 
Certificat:on. 


Williamsport Wire Ropes are not only preferred because of 
this protection, but because of their uniform superiority of 
quality made possible by their process of manufacture. 


You will be interested in the facts we can send you about 
this superior product. Send for them. 


WILLIAMSPORT WIRE ROPE CO. 


Main Office and Works: WILLIAMSPORT, PA. 
General Sales Office: PEOPLES GAS BLDG., CHICAGO 


The Largest Exclusive Wire Rope Plant in America 
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HEN YOU WANT 10 BEND PIPE 


ENDS, coils, condensers and similar manipu- 

lations of pipe often create a real problem 
in shops handling work of the nature illustrated 
here. Loss of time, material and labor con- 
stantly confront the owner. To assure maxi- 
mum producticn and real economy, careful 
selection of the pipe is of prime importance. 
National Tube Company has long given special 
attention to pipe for bending purposes. Care- 
ful study of shop practice selected materials 
for pipe manufacture—expert inspection and 
rigid tests of the finished product—form the 
basis of the preference given “NATIONAL” 
Pipe for bending and coiling purposes. 


In addition to being preferred material for 
bending, “NATIONAL” Pipe is extra resistant 
to ccrresion (made by the Scale Free Process. 
butt-weld sizes |! to 3-inch), is clean and 
smooth inside and out, making it valuable for 
galvanizing or coating, and has sound welds 
and good threading qualities. Thus, the user 
is presented a combination of advantages in 
one product making ‘t ideal for any kind of 
bending er forming purpose. 


NATIONAL TUBE COM PANY * Pittsburgh, Pa. 


Subsidiary of United States Steel Corporation 


. | 1 ge ~ 
“NATIONAL 
PIPE_..&—& 
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An Opportunity 
for Distributors 





Territories are available at strategic 
points in this country for several mill 
supply distributors. 


It is advisable that distributors have 
a knowledge of fan and blower equip- 
ment in order to make sales. Our 
complete co-operation helps you. 


Let us tell you more about this. 





PATENT NO. 889001 


° 
Garden City 

Hi-Static Slow Speed Cycloidal Fans 
Cycloidal Fans are designed for use in connection 
with Exhaust Systems for sawdust, shavings, 
grinding and buffing dust, sand blast exhaust, 
and the collecting and conveying of materials and 
refuse of every description, including cotton, wool, 
hair, feathers, shoddy, paper, grains, cement, 
pulverized fuel, etc. 
Particularly desirable for dealers and concerns 
handling fans, as the Cycloidal Hi-Static Fan 
has many guaranteed features. 
Cycloidal Fans represent the only real improve- 
ment in fan construction in fifty years—a genuine 
combination of efficiency and quality. 


Garden City Fan Co. 


McCormick Bldg., Chicago 
Eastern Office: 55 W. 42nd St., New York 
Manufacturers of 
Pressure Blowers and Fans for Heating, Ventilating, 
Drying and Unit Heaters. Fans and Exhausters for 


handling materials of all kinds. Dust Collectors, 
Disc Ventilating Fans, Pressure Blowers. 


A Fan or Blower for Any Purpose 
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TIME-TRIED 


AND TESTED 


CRESED 
me VERY Powell 
Product, regardless 

of size or service recom- 
mendation, is  accu- 
rately tested to speci- 
fied limits greatly in 
excess of rated working 
pressures. 


Bronze “White Star’ Globe 
Valve. 


Powell Valves are 
made for nearly every 
service demand — wa- 
ter, steam, air, gas or 
oil—for high and low 
pressures and temper- 
atures. 


Fig. 110 
Bronze ‘Model Star'’ Globe 
valve. 


Powell Products in- 
clude a complete line 


of bronze, iron and 
steel valves; oilers, lub- 


ricators, grease cups, 


water and oil gauges, 
whistles, whistle valves, 


etc. 
Fig. 150 


Bronze “Union Disc’’ Globe 
Valve 


Change to — Standardize on 





POWELL VALVES 


THE WM. POWELL CO. 


2525 SPRING GROVE AVE. 
CINCINNATI, OHIO 
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THE TRIPLE CONVENTION IN MAY 

The three mill supply associations have not only 
agreed on having a triple convention this year, but 
have selected Atlantic City as the place of meeting 
and have named May 7th, 8th and 9th as the dates, 
and the Hotel Ambassador as headquarters. The 
hotel has agreed on a special rate for those attend- 
ing, with some unusual entertainment, and guaran- 
tees to take care of all who make reservations. De- 
tails will be found elsewhere in this issue. 

It is suggested that reservations be made early, 
although it is fortunate that all rooms in the Am- 
bassador have outside exposure. 

It is not taking much of a chance as a prophet to 
state that the May convention will prove to be one 
of the most interesting and largely attended gath- 
erings of producers and distributors in years. The 
reasons for this prediction are numerous, but one in 
particular is that there are a lot of matters relating 
to co-operation between the three associations that 
remain unsettled, and should be cleared up. In 
addition, Atlantic City is an attractive meeting place 
and well lends itself to a close application to conven- 
tion business. 

Finally, there is a disposition evident on the part 
of all the secretaries to arrange individual and joint 
programmes so that addresses and resultant dis- 
cussions will shoot pretty close to the mill supply 








mark. The result will be both instructive and pleas- 
ant if this plan is carried out. Being compelled to 
listen to gentlemen, however learned, but whom the 
individual would probably not walk a block to hear 
if he appeared in the listener’s home town, would 
not be a pleasant prospect for the average man who 
attends these conventions. 





OUR NEW PRESIDENT 

Everyone who has had the pleasure of knowing 
Herbert Hoover even a little better than through 
the many details furnished by the public prints, ex- 
pects few surprises from him after he enters into 
action as president of the United States, which he 
will have done by the time many of our readers 
peruse the March issue of MILL SUBPBIES. This 
statement is made with the deepest appreciation of 
his remarkable ability, the result of great responsi- 
bilities and experience at home and in far-flung 
countries, backed by a well controlled and studious 
mind, clean living and a basic character of modesty 
and unquestioned determination. High praise surely, 
but far from expressing the writer’s well founded 
belief in Mr. Hoover’s exceptional qualities of mind 
and heart. 

Many of these impressions were registered 
strongly during contacts in Washington over a 
period of six years just passed, made possible by 
membership in the National Conference of Business 
Paper Editors. Six years ago Secretary of Com- 
merce Hoover called on the editors for informa- 
tion concerning the industries their publications 
represented. They responded effectively. 

What started out as a single service to the govern- 
ment, continued through the years, with fairly fre- 
quent meetings with Mr. Hoover in Washington, 
under conditions that were of inestimable educa- 
tional value to every man who attended—a post 
graduate course in business and applied statesman- 
ship under a master. All meetings were on a con- 
fidential plane, with our chief and instructor in 
every case permitting the scribes to outline the sub- 
jects to be discussed. He was never informed in 
advance of the sometimes long list of questions sub- 
mitted for consideration at these meetings. It is 
necessary to know this to appreciate Mr. Hoover’s 
wonderful memory and wide range of information. 

What the editors were told covered business prob- 
lems at home and in other lands—finance, diplo- 
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macy and the effects and aims of statecraft. Stand- 
ing at ease, without a gesture, in a voice that at 
first seemed a monotone, he held his hearers fairly 
spellbound. He had and has that rare ability to 
cover his points in perfect sequence, tersely and 
logically. It was not often that he was asked ques- 
tions beyond those presented in writing. There was 
seldom any reason for asking them. 

You all know what Mr. Hoover has accomplished 
in many countries, including Belgium, Russia and 
Germany, as well as what he has done to make the 
department of commerce one of the greatest of all 
government organizations, but not all realize that he 
is not only truly modest, but a hater of intrigue, 
bunk, indirection and small talk. While the country 
has gained a great president, the business paper 
editors have lost intimate contact with a man who 
offered an opportunity to gain a liberal education. 





LIGHT-WEIGHTED OR HANDICAPPED 
MONEY 

In reading the day-by-day story of money, one 
gains the impression that the only borrowers of that 
commodity are a lot of naughty boys speculating in 
stocks and bonds in dissolute Wall and other shady 
streets. The reaction on the individual mind de- 
pends much on whether one is a banker, a United 
States senator, a manufacturer, a builder in need 
of funds, or just the ordinary garden variety of 
borrower who must have the aid of another fellow’s 
money to keep his business going. 

The federal reserve banks and many senators 
propose to make money easier for real business men 
to get by cutting off the supply to brokers and 
investment houses. It seems to make no difference 
to many bankers and politicians whether a stock or 
bond issue is to build a factory, a railroad, a moving 
picture house or an apartment building— it’s tainted 
stuff if it passes through an investment house or a 
broker who desires to borrow money to carry the 
loan made to the originators of these securities. 

While these naughty brokers are being disciplined, 
it should naturally follow that the banks will keep 
down the rates for money needed by all the millions 
of good men who want cash for what must be called 
legitimate purposes. Are they doing that? These 
really good men answer in the negative. 

There you are, and if the bankers and financial 
writers have had you mixed up in any way over 
these vital questions, now you have the truth. If 
anything is not clear to you, just write to United 
States Senator LaFollette, or those who think as 
he thinks, and you will know a lot of things that 
are not so. The six billions of dollars borrowed to 
carry stocks and bonds traded in in Wall Street 
is but cigarette money compared with the vast 
sums borrowed to carry on the business of this 
great country, and the increased price demanded for 
money for all so-called legitimate purposes is even 
now having its effect in slowing up business of every 
description. 

With easy money, railroads and great industries 
floated stocks when they needed funds, instead of 


issuing mortgage bonds, and construction and im- 
provements of every description moved forward 
rapidly. With dearer money, and indications of 
further advances in the loan price, there comes a 
halt, and many great enterprises are in a static 
stage awaiting further developments. 





THE CHAIN STORE BUGABOO 

It is a matter of general knowledge that this 
country has a lot of chain store systems, and that 
they are generally prospering and increasing in 
numbers rapidly. That these combinations are set- 
ting a hot competitive pace for retail druggists, 
grocers, clothiers, cigar and tea and coffee dealers, 
and also dealers in various other lines, is very true, 
but no evidence of importance has been presented 
to show that they have to any appreciable extent in- 
terfered with the business of the mill supply houses 
in this country. Three of the leading chain and 
mail order houses did a gross business of approxi- 
mately eight hundred and fifty million dollars dur- 
ing 1928. In a table prepared by the Central Trust 
Company of Illinois, listing 22 chain and mail order 
corporations, they are credited with doing a gross 
business of approximately two billions of dollars 
during 1928. 

Two billions of dollars! That’s a lot of money, 
representing a huge amount of business. It cer- 
tainly does not mean that chain stores and direct 
mail order houses took that amount of business 
away from other merchants, or that the people gen- 
erally were the losers by their activities. They not 
only saved a lot of people money, but certainly 
taught many of us wrinkles in merchandising that 
were not thought of until the advent of the chain 
stores. These organizations are a natural result of 
prosperous conditions in the United States, and can- 
not be headed off by getting out in the middle of the 
street and yelling murder. Mass production re- 
quires the widest distribution of goods in the most 
effective and economical way, and the sooner that 
is realized the quicker will come to the front more 
men able and willing to meet the competition of 
chain stores and direct mail houses by adopting 
methods that will insure the movement of stock 
from warehouse, bin and shelf at a profit, and that 
means somewhat regardless of volume. 





A UNIFORM SALES POLICY 

There is no doubt a manufacturer’s dealer cis- 
tribution policy should include all sections of the 
country unless all efforts have been exhausted and 
it has been found impossible to secure adequate sup- 
ply house representation in some territories. If dis- 
tributors and manufacturers of certain lines see fit 
to agree on a definite arrangement whereby certain 
accounts are reserved for manufacturers to sell 
direct, such as the agreement between members of 
the Bolt, Nut and Rivet Manufacturers’ Association 
and distributors and jobbers, that is entirely up to 
the individual companies. But in general the idea 
of making exceptions as regards sales policies em- 
ployed is not conducive to economic co-operation. 


—_ 
IP; 


PE LITY 

















March, 1929 


WULL QUPPILUUES 53 





Arrangements Under Way 
for Triple Mill Supply 


Convention 


Ambassador Hotel Selected 
as Headquarters — Meetings 
Will Be Held May 7th, 8th 
and 9th—Secretaries Now 
Preparing Programmes— 
Large Attendance Indicated 


The Ambassador hotel, Atlantic City, has been se- 
lected as the headquarters of the triple mill supply con- 
vention, to be held May 7th, 8th and 9th. The Ambas- 
sador operates on the European plan, and the following 
convention rates have been announced: Single rooms— 
$5, $6 and $7 per day; double rooms—$8, $9 and $10 per 
day; suites—$15 and $18 per day. All rooms are out- 
side, have private baths and are equipped with twin 
beds, so they may be used either as single or double 
rooms. The Ambassador has a policy of accepting res- 
ervations at the rate requested, according to information 
submitted by the Southern and National associations, 
and if it does not have enough $5 single rooms to take 
care of the demand, more expensive rooms will be pro- 
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vided at the $5 rate, and so on, and the hotel guarantees 
to take care of all attending the convention at the rates 
requested. Ample meeting rooms will be provided by 
the hotel. Members of the three associations are urged 
to make their reservations early. 

As regards restaurant facilities, in addition to the 
a la carte service, club meals will be offered at the fol- 
lowing rates: Breakfast, 75c and $1; luncheon, $1.50; 
dinner, $2.50. At least four choices of entrees will be 
given on both the luncheon and dinner menus. 

The greater portion of the evening entertainment fea- 
tures will be provided by the hotel. Attention is called 





to the salt water swimming pool, with its Ambassador 

Girls’ Swimming club, which will give exhibitions of 

swimming and diving at the expense of the hotel. 
Southern and American Accept Invitation 

The Southern Supply and Machinery Dealers’ Asso- 
ciation announced, in a letter to its members, that 65 
percent of the membership voted on their preference 
regarding the 1929 convention, and that 90 percent of 
those expressing themselves voted definitely to accept 
the National’s invitation to hold a joint triple conven- 
tion in Atlantic City in May. Accordingly, the exec- 
utive committee of the Southern Association accepted 
the National’s invitation. Following acceptance by the 
Southern of the National’s invitation, the executive com- 
mittee of the American Supply and Machinery Manu- 
facturers’ Association voted also to accept the National’s 
invitation, thus making it a triple convention. 

“We not only hope, but believe, that this triple con- 
vention will be a most pleasant and instructive one, and 
we can see no reason why the effective results of the 
meeting should not be of benefit to the manufacturers 
and distributors in this industry,” wrote Alvin M. Smith, 
secretary of the Southern Association, in reply to a letter 
from MILL SUPPLIES. 

“The only definite action so far concerning joint meet- 
ings is an agreement to hold the opening session on the 
morning of May 7th as a joint meeting of manufacturers 
and distributors represented in the three associations. 
R. Kennedy Hanson, secretary of the American Supply 
and Machinery Manufacturers’ Association, has been re- 
quested by Mr. Fernley and the writer to endeavor to 
secure as a speaker for that meeting some member of 
the federal trade commission who can talk with us on 
the activities of the associations, and the federal trade 
commission’s attitude toward trade associations and 
industry generally, as shown in the commission’s activ- 
ities during the last twelve to eighteen months. 

Mr. Smith Against Spell Binders 

“Outside of this speaker, it is my thought that all of 

our speakers should be members of our industry and all 
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discussions should be with members of our industry, rep- 
resented in the three associations. I am in full agree- 
ment with MILL SUPPLIES in objecting to cluttering up 
our programme with professional speakers and captains 
of law and finance. Such problems as we have to solve 
in this industry can be solved better by the leaders in 
the industry than by outsiders, and I have always been 
opposed to placing these outsiders on the programme. 
“We have not yet formulated our own association’s 
programme, and it will probably be thirty days before 
we do so. (Mr. Smith’s letter was written on February 
llth.) In the meantime, I expect to be in Pittsburgh 
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for a conference with Mr. Hanson for the purpose of 
endeavoring to arrange some subjects for discussion 
between our members and the manufacturers. 

“T favor holding a second joint meeting with the man- 
ufacturers on the morning of the last day of the con- 
vention.” 

Replying to a letter from MILL SUPPLIES, H. R. Rine- 
hart, assistant secretary-treasurer of The National Sup- 
ply and Machinery Distributors’ Association, writing 
under date of February 11th, stated that no details of 
the programme could be safely announced at that time 
because arrangements were in a tentative state, except 
that the opening meeting would be a joint session of 
the three associations and would be addressed by a 
prominent speaker. 

TRADE PRACTICE CONFERENCE 
American Association Interested in Possibility of 
Holding One for Mill Supply Industry 
R. KENNEDY HANSON 
Secretary, American Supply and Machinery Manufacturers’ 
Association 

With the increasing activities of the American Supply 
and Machinery Manufacturers’ Association, it is quite 
logical that this association should be interested in the 
possibility of a trade practice conference for the mill 
supply industry. 

The writer is formulating a series of letters which will 
be sent as an educational campaign to the members of 
the industry, informing them just what a trade practice 
conference really is, and has therefore suggested that the 
opening session of the triple convention at Atlantic City 
be devoted entirely to a presentation of the trade prac- 
tice conference idea by one of the commissioners in 
charge of these conferences. This plan has met with 
the approval of Alvin M. Smith, secretary of the South- 
ern Supply and Machinery Dealers’ Association, and 





George A. Fernley, secretary of The National Supply and 
Machinery Distributors’ Association. A session of this 
character, with all three associations co-operating, 
should certainly mean much to the industry, as ques- 
tions such as misbranding, substitution, price discrimi- 
nation, unbranded products, lump-sum bidding, and many 
other evils which are engaged in breaking down proper 
business conduct, can be dealt with legally through a 
trade practice conference. 
Lack of Trust a Great Evil 

Possibly one of the greatest evils of all times in indus- 
try is the lack of trust among competitors, and a great 
deal of good will can be developed by the holding of a 
trade practice conference and the adoption of a group 
of rules suggested by the industry for the solution of 
its problems, and later sent to the federal trade commis- 
sion for its rejection or approval, in accordance with 
the laws which today govern business. 

The directors of the American Association are receiv- 
ing a complete series of letters outlining the methods of 
a trade practice conference and the results that can 
reasonably be expected from such a conference. The 
writer has been in Washington and talked with the fed- 
eral trade commission regarding the possibility of such 
a conference, and has been assured of the commission’s 
complete co-operation. If such a trade practice confer- 
ence is desired by the industry as a whole, the programme 
will be formulated by the three associations. 

Survey on Salesmen’s Compensation 

The American Association is now in the midst of de- 
veloping a complete new membership roster, which should 
be of great assistance to members. It is also developing 
a survey, by questionnaire, on salesmen’s compensation. 
At the same time the secretary, through The National 
Pipe and Supplies Association, is running a similar ques- 
tionnaire on salesmen’s compensation to show what the 
compensation to salesmen is, so far as the distributor is 
concerned. A compilation of these surveys will be made 
and distributed to the members of both associations. In 
view of the increased activities of both distributors and 
manufacturers, we believe these figures will be inter- 
esting to study. 

The secretaries of the three mill supply associations 
were in touch with each other during the selection of 
the dates and hotel headquarters for the coming triple 
convention, and it is believed this year’s meeting will be 
one of the most successful ever held by the mill supply 
industry. There is a complete harmony among the three 
associations and their secretaries, and they are planning 
to work jointly on the opening session of the convention. 

We note from letters from our own members that the 
manufacturers will be in attendance in large numbers, 
and we take this opportunity to extend to manufactur- 
ers in the mill supply industry, whether or not they are 
members of one of the three associations, a cordial invi- 
tation to be our guests at the coming convention in At- 
lantic City, at the Ambassador Hotel, May 7th, 8th and 
9th. 


a HO 


Forty Cars of Plywood 

A train of forty cars loaded with Douglas fir plywood 
pulled out of the Northern Pacific railroad yards at 
Auburn, Wash., Saturday, February 2nd. The entire 
shipment was consigned to the R. C. Clark Veneer Com- 
pany, Chicago, one of the leading plywood. distributors 
in the country. Approximately two million square feet of 
plywood panels were necessary to complete the shipment, 
which was the largest single shipment of Douglas fir 
plywood ever sent from the Pacific Northwest. 
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“The year 1929 looks more promising than any year 
since the war,” a mill supply distributor, prominent in 
the Twin Cities, Minneapolis and St. Paul, recently ad- 
vised the writer. “Last year was not entirely satisfac- 
tory owing to intense competition on a price basis. At 
present, prices in general seem to be stabilized, and we 
are looking forward to a very satisfactory year. The 
poor prices of 1928 were caused partially by weak trade 
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A Portion of the Minneapolis Milling District 


conditions, but eastern specialty manufacturers with a 
mistaken opinion of the consuming power of this terri- 
tory were also responsible. There is a definite misun- 
derstanding in some eastern manufacturing centers 
about this potential sales field. 

“Here in the Twin Cities we have a population of 
about 750,000, comparing with Pittsburgh in size, but 
any manufacturer is making a grave mistake when he 
compares, in mill supply lines, the consuming power of 
this territory with the consuming power of the Pitts- 
burgh territory. During the years since the post-war 
deflation, many manufacturers who were not satisfied 
with the business received from distributors sent direct 
representatives up here. It takes some manufacturers 
as long as two or three years to find out that this market 
is peculiarly a distributor’s market, and that the manu- 
facturers who are strongest in the territory are the ones 
who are represented by the most aggressive and pro- 
gressive distributors. 

“The isolated locations of the mills in the country, 
and the fact that the large cities, while strong in a manu- 
facturing sense, are primarily distributing centers, mili- 
tate against a manufacturer’s direct selling programme. 
The vast iron ore deposits upon the Mesaba Range in 


northern Minnesota constitute the largest industrial unit 
area in the state. Elsewhere the mill supply salesmen 
frequently have to travel ten, twenty or thirty miles be- 
tween calls. 

“Merchandise from the Twin Cities is distributed over 
the following area: Western Wisconsin, northern Iowa, 
Minnesota, North Dakota, South Dakota, eastern Mon- 
tana, and southern Canadian points. As it is practically 
impossible for manufacturers’ representatives to profit- 
ably travel the long distances from town to town to make 
missionary calls and solicit the small accounts which 
provide so much of the volume of trade, it is plain to see 
that the distributor has a definite place in this growing 
territory. Distributors have to take the lean years with 
a smile, as well as the fat years, and the trade has learned 
through experience that confidence placed in the estab- 
lished supply houses is not misplaced.” 

Minnesota has 6,225 manufacturing plants, the output 
of which averages nearly $550,000,000 annually, and 
which employ more than 100,000 men. Forty million 





H - The Distributing and Jobbing District of St. Paul 


tons of iron ore are mined annually, and sixty percent 
of the iron ore mined in the United States comes from 
the Mesaba Range. Thirty canning factories fill more 
than 50,000,000 cans each season. The largest flax seed 
crushers in the world are located in the Twin Cities, and 
have an annual capacity of considerably in excess of 
15,000,000 bushels. Nine wood pulp plants in the state 
manufacture products valued at $28,868,000 annually. 
Twenty furniture factories in the Twin Cities have a 
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combined annual output of $10,500,000. One-fifth of the 
flour and grist mill products of the United States are 
ground in the Minneapolis mills. The beet sugar refining 
industry is important in the Red River Valley district. 
Twenty-one bag factories in the Twin Cities are needed 
to make the bags required for shipping Minneapolis made 
flour. Products of other Minnesota factories include 
threshing machines, paper products, road grading ma- 
chinery, aeroplanes, truck bodies, special machinery, 
boilers, radiators, hoists and derricks, lubricating oils 
and greases, caskets, prepared breakfast foods, steel and 
iron castings, railroad specialties, malt products, roofing, 
farm machinery, refrigerators, oil burners, freight cars, 
dairy products, hosiery and underwear and mine ma- 
chinery. 

The general change from steam shovels to electrically 
operated scoops cost Minnesota mill supply distributors 
a large volume of business. The mines at present are 
using as much completely electrified equipment as pos- 
sible. The lumber mills operating at present are mainly 
old mills located at a distance from their timber. Logs 
are floated to the mills at considerable cost, and in some 
cases mills have been abandoned rather than transport 
logs many miles and small new mills erected at the source 
of the raw material, effecting considerable economies. 

The increased use of electrical equipment in flour and 
grist mills, and the abandonment of many small indus- 
trial power plants in favor of securing power from cen- 
tral plants, has resulted in a falling off in demand for 
various items handled by mill supply houses. 

Great Water Power Development 

Abundant water power sites have been turned to prac- 
tical use, and a large interconnected power system cen- 
tered about the Twin Cities supplies power at low rates. 
Twenty hydro-electric plants, with a capacity of 112,430 
kilowatts, and thirteen steam plants, with a capacity of 
178,650 kilowatts, are interconnected into a power loop 
extending from St. Croix Falls and St. Cloud to western 
and southern points. 

However, one effect of this extensive system has been 
to increase the use of electricity on farms throughout the 
state, providing a growing market for miscellaneous sup- 
plies handled by mill supply houses which were formerly 
sold only to industrial plants. Twin City distributors are 
watching the growing farm market with interest. 

Since the Twin Cities are distributing centers. the 
prosperity of the farmer has a direct bearing upon trade 
conditions. Public improvements which should have gone 
forward years ago were held up for some time in order 
to lighten the farmers’ tax burden as much as possible. 
The last year was a favorable one for the farmers who 
used diversified farming methods, and the effect of their 
increased buying power has been seen in increased busi- 
ness for the Twin City distributors. New schools, court 
houses and other institutional projects throughout this 
section have been started. Credit conditions have been 
cleared up by small town contractors and merchants, 
losses having been liquidated or marked off the books to 
a considerable extent. 

Improved financial conditions are indicated by the bank 


deposits. Savings bank deposits in St. Paul in 1928 
increased $10,768,256, while bank debits increased 
$91,558,171. Minneapolis bank deposits in the same pe- 


riod increased $15,990,053, while bank debits increased 
thirteen percent over the previous year. 

Increased revenues are also reported by the railroads 
serving the Twin Cities, and deriving much of their busi- 
ness from the farmers of the Northwest and the ship- 
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ments received and forwarded by distributors and 
jobbers. Ten railroads operate lines entering either 
Minneapolis or St. Paul. All these railroads requisition 
and purchase supplies for their local shops, and prefer to 
patronize local distributors. Numerous extensions to 
lines and equipment planned for this year will bring 
profitable trade to Twin City supply houses. 
Railroad and River Traffic Figures 
The condition of the mill supply and wholesale trade is 
indicated to a certain extent by the statistics on car load- 
ings during 1928. A new high record for freight ship- 
ments originating in Minneapolis was established last 
year, while the total movement of commodities into and 
out of Minneapolis, excluding traffic moving through or 
consigned there, increased 7.3 percent over 1927. Cars 
of freight forwarded in 1928 increased 7.5 percent. The 
total of cars received in Minneapolis in 1928 was topped 
in only two previous years, 1923 and 1925. St. Paul 





View of the Heart of Minneapolis 


shows an increase of 2.9 percent in car loads of freight 
received in 1928 and an increase of 3.1 percent in car 
loads forwarded. 

Twin City distributors have watched the growth of 
river traffic with intense interest during the last vear. 
River transportation has reached the stage where it is 
again offering actual competition to the railroads. At one 
time in the past two hundred vessels plied the river be- 
tween St. Paul and St. Louis. The boats themselves con- 
stituted a market for mill supplies, because of their need 
for steam motive power equipment and supplies and other 
items. With the beginning of the present century, river 
traffic faded, unable to withstand the aggressive compe- 
tition of the railroads. 

At the present time there are sixty barges and five 
tow boats in operation on the upper river. In 1928 St. 
Paul received 19,427 tons of freight via river traffic, an 
increase of 622 percent over 1927, while 23,564 tons were 
forwarded, an increase of 428 percent. From Minneap- 
olis, 31,000 tons of commodities moved down stream, and 
nearly 28,000 tons were brought into the city. 

Industrial Developments in Twin Cities 

While the industrial growth of St. Paul has not been 
spectacular, it has been steady. During the last year 
fifty new manufacturing firms and fifty-nine new firms 
of other types started operations there. There are at 
present 934 manufacturers in St. Paul, making 835 dif- 
ferent articles. A survey of employment during Septem- 
ber, 1928, compared with the same month of the previous 
year, showed an increase of more than 1,000. 

In Minneapolis there are 1,186 factories. The “Mill 
City” boasted of an increase in employment of approxi- 
mately 5,000 during 1928, and 110 new firms are reported 
to have been established, of which 39 are manufacturing 
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and 71 non-manufacturing. The coming of these firms 
and expansion of existing industries are estimated to 
have increased the annual payroll of the city by 
$6,405,482, and have increased the manufacturing space 
by 1,186,968 square feet. 

The general industrial expansion of the Twin Cities 
will be felt by mill supply distributors, as well as the 
firms supplying building material. With many of the 


incoming small new industries manufacturing commodi- 
ties to meet the consuming needs of the territory itself, 
seasonal fluctuations in trade will not be as marked as in 
the past. Houses supplying the contractors as well as 
the industries in Minneapolis and St. Paul have had 
reason to be optimistic ever since the beginning of a 
campaign of building that promises to total many millions 
of dollars before 1929 has passed. 
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Chicago Power Show Interesting 


Fourth Midwestern Power and Engineering Exposition, Which Was 
Held in! the Coliseum, February 12th to 16th, Attracted Thousands 


Thousands of distributors, manufacturers, engineers 
and others interested in the lines displayed visited the 
big Coliseum, Chicago, during the fourth Midwestern 
Power and Engineering Exposition, held February 12th 
to 16th, inclusive. 

Approximately 300 booths, filling a space of 88,000 
square feet, were devoted to interesting exhibits. Ma- 
chinery and equipment used in the generation, distribu- 
tion and utilization of power; pumping, heating, ventilat- 
ing and refrigeration equipment; fuel burning equip- 
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The Bristol Company, Waterbury, Conn.; Breuer Elec- 
tric Mfg. Co., Chicago; Buffalo Forge Co., Buffalo; The 
Carborundum Company, Niagara Falls, N. Y.; Chicago 
Pulley & Shafting Co., Chicago; Chicago-Wilcox Mfg. 
Co., Chicago; Chicago Rhopac Products Co., Chicago; 
Clements Mfg. Co., Chicago; Clipper Belt Lacer Co., 
Grand Rapids, Mich.; Cooke Seal Ring Co., Chicago; G. 
M. Davis Regulator Co., Chicago; DeWalt Products Com- 
pany, Leola, Pa.; Economy Pumping Machinery Co., 
Chicago; Lewis M. Ellison, Chicago; The Fafnir Bear- 


Partial View of Displays at Chicago Power Show 


ment, fuel oil burners and refractories; tools, wood and 
metal working equipment, and electrical transmission 
devices and accessories used in the industrial field were 
among the products on display. Included in the exhibits 
were some of the latest developments in the industrial 
field. There were numerous exhibitions of products in 
operation, and the booths were arranged attractively, 
some of them being novel. Exhibits were grouped ac- 
cording to classes, so far as possible. 

Among the companies well known in the mill sup- 
ply field who had exhibits at the Chicago power show 
were the following: 

Appleton Electric Co., Chicago; Armstrong Machine 
Works, Three Rivers, Mich.; Barrett-Christie Co., Chi- 
cago; Bearium Bearings, Inc., Boston; Bodine Electric 
Co., Chicago; Botfield Refractories Co., Philadelphia; 





ing Co., New Britain, Conn.; Arthur Harris & Co., Chi- 
cago; Janette Mfg. Co., Chicago; Johns-Manville Cor- 
poration, New York; W. A. Jones Foundry & Machine 
Co., Chicago; Kelly Co., Chicago; Kieley & Mueller, Inc., 
New York; Lewellen Mfg. Co., Columbus, Ind.; Lovejoy 
Tool Works, Chicago; Jas. P. Marsh & Co., Chicago; 
Monarch Metal Co., Chicago; Wm. W. Nugent & Co., 
Chicago; The Parker Appliance Co., Cleveland; The 
Rawlplug Co., Inc., New York; Reeves Pulley Company, 
Columbus, Ind.; Sarco Co., Inc., New York; Stephens- 
Adamson Mfg. Co., Aurora, Ill.; Stockham Pipe & Fit- 
tings Co., Birmingham, Ala.; Sumet Corporation, Buf- 
falo; The Swartwout Company, Cleveland; W. O. & M. 
W. Talcott, Inc., Providence, R. I.; The Unishear Co., 
Inc., New York; Westco-Chippewa Pump Co., Daven- 
port, Iowa; Wright-Austin Company, Detroit. 
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Here is an ideal 
arrangement for 
a Group Drive 


This group of grinding machines in the cam-shaft de- 
partment of one of the largest automotive manufacturing 
plants is laid out in a straight line along the conveyor 
system. 


This installation shows what can be accomplished by careful plan- 
ning and utilization of the type of drive best suited to individual or 
departmental needs. 


The ideal arrangement for group drives is a 
combination of a number of machines with JE R b, 
widely fluctuating power requirements. A \ “a ©. 
group drive gives its motor almost full j : 
continuous load with high power factor in : ’ 
contrast to a low power factor from in- 
dividual motors. 


We will be glad to assist you with 
your new plant layout or re-arrange- oA 


ment or expansion problems. POWER TRANSMISSION ASSOCIATION 





Dodge Manufacturing Corporation 


Mishawaka, Indiana 





Power Transmission— Material Handling—Special Machinery 





When Frank E. Gooding went to 


Cadillac-LaSalle— 


he was instructed = 
to get the facts — Driving ] 
G 





and report them. 
This free book E 
tells where  ind:- IGHT 


vidual and group Cadillac andLasen 
le 


drives are used and 
ce | 
4 eos 


why. 
Please send me the booklet 
Driving Right at Cadillac-LaSalle 
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SBORN PAINT and Varnish Brushes are always 

on the move—from seller to buyer. Then they 
start working on their specialized jobs and they stay on 
those jobs because they are built to defy wear. Buyers 
are quick to discover the economy in using good 
brushes. They are not to be misled by the price plea 
of sellers of “just brushes”! They know that the only 
sound way to buy brushes is on their “low cost per day 
of use” qualifications—not on initial cost. And they don’t 
forget where they bought “those good Osborn Brushes.” 


So much for quality. Now a word about specialization. 
Each Osborn Brush—and there’s one for every type of 
requirement—is carefully designed and built of the par- 
ticular material best suited for each set of conditions. 
There’s a keen satisfaction and profit in selling your 
customers not only good Osborn Brushes but highly 
specialized Osborn Brush Service. 


We are looking forward to the pleasure of explaining 
the business building details of Osborn Brush Service. 
Your inquiry will be given our immediate attention. 


THE OSB80RN MANUFACTURING COMPANY 


INCORPORATED 


5401 Hamilton Avenue + Cleveland, Ohio 


Branch Offices: New York + Detroit + Chicago + San Francisco + Los Angeles 


lease mention Mitt Svppuirs 





arch, 1929 


ASE os, 


telleeetih 
brea} 


mention Mitt Sveptirs 


When writing 








t Qyy TH March, 1929 
ULL QUPPLoles met 


PYOTT 
CERTIFIED 
V-BELT 





















26 i aa 


sci! 


a EE 


Pulleys and Sheaves 
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Every V-belt pulley and sheave, solid or split, ; 
that Pyott manufactures is guaranteed to be free 

from all defects in material and workmanship. ‘ 

The grooves in Pyott Certified Sheaves are < 

accurately machined to the correct included j 

angle. Edges on the outside diameter of spacing it 
ribs are chamfered or broken to prevent any pos- 

sibility of cutting the belt sides. le 

: 

All grooves are identical one with the other, ti 

thus insuring equal tension on each strand where ti 

multiple strands are used. | . 

| a 

0! 

Send for Catalog No. 29 ' 

PYOTT FOUNDRY COMPANY - 

be 

328 North Sangamon Street di 

CHICAGO, ILLINOIS he 

m 

th 

BRANCHES a“ 

100 Greenwich Street 301 Jackson Building 1244 24th Avenue @ i: os 

New York, N. Y. Buffalo, N. Y. Milwaukee, Wis. . 
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J. E. MacDonald, Jr. 


| The Rubber Institute 





J. E. MAC DONALD, JR. 


Does It Menace 
the Distributor? 


Is Its Organization the First Step 
in a Move to Eliminate the Supply 
Houses as Distributors of Mechan- 
ical Rubber Goods, or Will It 
Strengthen Their Position? 


Vice-President, Goodall Rubber Company, Philadelphia 


The recent formation of the Rubber Institute is a sub- 
ject of discussion among the jobbers of mechanical rub- 
ber goods throughout the country. 


To quote from J. George Fred- 
erick, a leading expert in business 
research: “The sea has been full 
of scares for small fish ever since 
the vasty deep held any life at 
all. Alarm is the small creature’s 
chronic state of mind, and, of 
course, this alarm has been the 
main factor of progress.” 

In order that we understand 
the jobbers’ position in the dis- 
tribution of mechanical rubber 
goods, it would be well for us to 
briefly outline: 

First, the problems of the me- 
chanical rubber goods manufac- 
turer in relation to the jobber. 

Second, the problems of the 
jobber of mechanical rubber goods 
in relation to the manufacturer. 

With a knowledge of these prob- 
lems, let us plot the possible effect 
of the Rubber Institute’s func- 
tioning on the problem of the dis- 
tribution of mechanical rubber 
goods through the jobber, or the 
abolition of the jobber in the plan 
of distribution. 

Opinions on What the Institute 
Means 

The wide variation of opinions 
on a subject so vital to the job- 
ber, shows the keen interest being 
displayed. One hears that the 
formation of the Rubber Insti- 
tute sounds the death knell of the 
mechanical rubber goods jobber, 
that its organization is the first 


step in the process of elimination. 
jobber has been disturbed by competition from some 
manufacturers, and now by the thought that the manu- 


jesnpeecesinsianarannemetonnenast —_ 


ganized way. 


facturers have organized: to perform the deed in an or- 


That’s one story. Then we hear that the Rubber In- 


WHAT THE INSTITUTE IS 


The Rubber Institute was or- 
ganized a few months ago, and 
General Lincoln C. Andrews was 
named director general. The head- 
quarters of the organization are at 
1776 Broadway, New York. Mr. 
MacDonald, the writer of the ac- 
companying article, is of the 
belief that ninety percent of the 
rubber manufacturers in the 
country have signified their will- 
ingness to join the institute, or are 
now members. He further states 
that all the major factors in the 
rubber industry, including tire 
manufacturers, are behind the 
formation of the institute. The 
purpose of the organization is 
stated as follows: 


‘*‘To promote in the industry a 
mutual confidence and a high 
standard of business ethics; to 
eliminate trade abuses; to pro- 
mote sound economic business 
customs and practices; to foster 
wholesome competition; to pro- 
vide ultimately for individual effi- 
cient business management op- 
erating independently an oppor- 
tunity to do business with an ade- 
quate return; and thus generally 
to promote the service of the in- 
dustry to the public welfare.”’ 


es 











For many years the 


stitute will strengthen the posi- 
tion of the jobber, that it will 
tend to eliminate factory compe- 
tition and put the jobber back in 
the position he once held, namely, 
that of handling the distribution 
of mechanical rubber goods prac- 
tically in their entirety. The wide 
variation of opinion prompts the 
writer to discuss the possible ef- 
fects of the institute’s function- 
ing on the relation between the 
jobber and the manufacturer. 
We all know that the jobber is 
handling a smaller percentage of 
the output of mechanical rubber 
goods than he is equipped to han- 
dle, or has handled in the past. 
The volume has been slipping 
away from him, year by year. 
Where is it going? Direct to the 
consumers from the manufactur- 
ers who maintain branch stores 
or warehouses in the jobber’s ter- 
ritory, with sales organizations 
equipped to solicit consumers’ or- 
ders. Now let’s ask a question: 
“Why these direct to consumer 
selling organizations?” The man- 
ufacturer who maintains them 
will answer and give a number of 
reasons, of which let us list a 
few: 
The Version of Some Manufacturers 
Some jobbers have not been 
loyal to their sources of supply. 
After agreeing to sell a manufac- 
turer’s line complete, the jobber 


sometimes has sold competitors’ goods when he has 
secured a slightly lower price elsewhere. 
the manufacturer has confined his sales exclusively to 


Even when 
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Five Brick Plant drives. Just one out of scores of industries in which Diamond 
Belts have proved their superior efficiency and economy 
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« ee 99 

all Drives were § Normal , 
i 

g 

Slow speeds, with heavy loads, put a severe strain upon t 

t 

Ut belting, and produce a tendency to slip. t 
y 


High speeds, with small pulleys, cause head, and in- 


the "re ternal wear. ' 
y Diamond Belts withstand either extreme of belt ser- ‘ y 


vice. They have ample strength and traction for the t 
not slow, heavy drive; plenty of flexibility and life for the 

high speed drive. 

‘THE DIAMOND RUBBER COMPANY, INC., Akron, Ohio b 


Atlanta - Boston - Kansas City - New York - Philadelphia 
é Chicago - Dallas - Los Angeles ~ Seattle - San Francisco 


” 
Diamond 
Rubber Belting @ ‘Hose “Packing 
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those made through the jobber this sometimes happens. 
Some jobbers expect their sources of supply to be lower 
in price on all items, at all times, and will furnish 
imitation goods when they see a chance to make a 
higher profit. One manufacturer cites the following case 
in point: He appointed a certain jobber as exclusive 
distributor of his product for a particular territory. 
One item in the manufacturer’s line had never been 
handled by the jobber previously. Now the manufac- 
turer in good faith turned over to the jobber all ac- 
counts in the territory, providing him with a list of the 
accounts and the products purchased. The jobber was 
approached by another manufacturer with a similar 
article to the one he had never handled, and was quoted 
a lower price. He sold this product to the customers of 
the first manufacturer and stated that he felt justified 
in so doing. 

Another reason, says Mister Manufacturer, is that the 
jobber demands the manufacturer make adjustments in 
favor of the jobber’s customers even when such adjust- 
ments are manifestly unfair; this because the jobber, 
not wishing to jeopardize a good account on general sup- 
plies, places the burden of adjustment on the manufac- 
turer’s shoulders. Generally speaking, Mister Manufac- 
turer goes on to say, the selling organizations of jobbers 
are not properly trained to intelligently sell mechanical 
rubber goods; to these jobbers it is an order-taking job, 
involving no study of application of product. 

“About ten years ago,” says one manufacturer, “we 
developed and patented an item, that for certain in. 
stallations would prove more economical and safer to use 
than the generally accepted standard at that time. We 
decided to market the product through the jobber ex- 
clusively. We tried, and tried hard, to convince jobbers 
to carry stocks and actively try to sell the product. Our 
efforts in this direction proved a total loss, as we found 
the jobber would not market the product until it had been 
introduced and sold by our organization to the con- 
suming trade. Under these conditions, we went direct 
to the consumer trade. The demand was created and 
orders began to come in direct. Then we heard from 
the jobbers. ‘All right,’ we said, ‘we’ll play ball with 
you. Send us your stock orders and we will refer in- 
quires from consumers in your territory to you.’ We 
found, however, with few exceptions, that the jobbers 
were not interested in stocking this product. They would 
take the orders and send them to our factory for direct 
shipment, and then expect the full jobber’s discount.” 

And the Jobber Has His Say 

Now let’s hear from the jobber: “Direct competi- 
tion from the manufacturer who maintains a local 
branch warehouse has so weakened my position that I 
cannot afford to carry stocks or actively solicit any 
volume of business. The manufacturer says: ‘Get that 
belt order.’ I might, but the Hard Boiled Rubber Com- 
pany which manufactures belt and carries a stock in town, 
or near town, will probably take that order at or so near 
my cost that it’s a waste of time (and time is money) for 
me to go after it intensively.” The writer believes the 
jobber is confronted with this condition. 

The jobber also feels that when the manufacturer 
establishes a differential in price when selling the job- 
bing and consuming trade, the spread in price is not 
sufficient to enable the jobber to warehouse and mer- 
chandise the products at the manufacturer’s price to 
the consumer. 

“And you have heard of national accounts, haven’t 
you?” says Mister Jobber. “Well, a national account is a 
consumer account which the manufacturer sells direct at 


jobbers’ prices. The national account basis is used by 
some manufacturers as a means to getting additional 
volume, or plus business, by cutting prices, or, if you 
will, quoting jobbers’ prices—not to his own accounts, 
but to the consumer accounts being sold by other manu- 
facturers or their agents. 

What of “National Accounts?” 

“These manufacturers take the stand that their national 
accounts are volume users, and therefore entitled to the 
lowest basis of price. In other words, they justify doing 
exactly what the federal government prohibits the rail- 
roads from doing. Railroads are not allowed to give 
rebates to large shippers. Why should the small shipper 
in the case of the railroads or the small company in the 
industrial field pay more than the large company? Is it 
good business to prevent the growth of small concerns? 
If the manufacturer can merchandise his products to his 
so-called national accounts at jobbers’ prices, then some- 
where in his prices he is making an unfair charge for 
this merchandising expense, which expense is necessary 
to the handling of consumers’ business, and undoubtedly 
this charge or expense is increasing costs to his jobbing 
business. You pay more, small unit, because the big 
unit pays less. 

“A national account is a manufacturer’s apology for his 
weakness in organization for the proper distribution of 
his products. There is really no sound basis for national 
acccounts,” Mister Jobber goes on to say. “Large or 
small, all business units paying promptly for their pur- 
chases should be entitled to equal prices. Let’s go back 
to the railroads. Do the large trunk line railroads re- 
ceive better prices on mechanical rubber goods than the 
small roads? No! Then why should other large con- 
sumers receive lower prices than small. ones?” 

Condition Is One to be Faced 

Now, who started this condition, or let us say, what 
started it? The jobber blames the manufacturer. The 
manufacturer says the jobber is responsible. We will not 
get anywhere by following this line of thought. It’s like 
the old one, which came first, the hen or the egg. We all 
know it is a condition to be faced, and we wonder what 
action the Rubber Institute will take, if any. 

Should we go to the trouble of investigating the 
amount of rubber goods of all kinds sold each year, we 
would find that the total is well over a billion dollars, and 
that the industry as a whole rates well within the first 
ten of American industries, in dollars of output. Now. 
if we went a little further and compiled a consolidated 
earning statement of rubber manufacturers, we would 
find that as a whole the industry is not prospering, nor 
has it done so for a number of years. To see the situa- 
tion more quickly, let’s examine the dividend records of 
all rubber companies listed on the New York stock ex- 
change. We find that stockholders in the rubber in- 
dustry have been subsisting on pretty lean pickings for a 
number of years. . 

Now mechanical goods are but a very small part of the 
whole, but the same merchandising principles apply 
whether we take the whole industry or any part of it. 
At least, we know that in practice the results have been 
the same. The total volume of manufactured rubber 
goods shows a healthy increase each year. Factory out- 
puts satisfy the production departments. The unstable 
condition in the industry has been caused, first, by the 
crude rubber situation, over which we have had little 
control, and, secondly, by the methods of distribution of 
products. Now, the first cause will be corrected by the 
(Continued on Page 89) 




































































66 





KNLL QUPPLIES 


March, 1929 





or annealing steel tubes 


AN SC & H Engineer was called in. Speci- 
fications consisted chiefly of the results 
demanded in production. Thatis usually the 
starting point of Strong, Carlisle G Ham- 
mond engineers in building large industrial 
electric furnaces. Every job is special. Every 
job is different. Every job must be designed 
to fit into its function on the production 


line. This continuous live roll annealing 
furnace is in the plant of one of the largest 
steel tube producers in northern Ohio. 
Keeping abreast of modern heat treating 
requirements, reliant upon the experience 
gained in many such large electric furnace 
installations, SC & H Engineers will con- 
sult with you any time, without obligation. 


SCG&H Furnaces 
are made for 
annealing, case 
hardening, car- 
burizing, forging, 
cyaniding, lead 
hardening and 
oil tempering. 


INDUSTRIAL FURNACE MANUFACTURERS ~. CLEVELAND, OHIO ; 





STRONG 
CARLISLE 





HAMMOND 
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SC&H Furnaces 
are built in all 
sizes of Oven, Pot, 
Continuous, Com- 
bination and 
Special Types for 
Electric, Oil or 
Gas application. 
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Russeil C. Duncan 





A Dealer Discusses 


What Price 
Mill Supplies? 


“We Are Living in an Era of Price Wars,” 
He Writes. “The Situation Is Here, and 
We Must Face It and Continue Our 
Work to Control It”—He Expresses 
His Views Regarding Resale Prices 


RUSSELL C. DUNCAN 


President, R. C. Duncan Co., Minneapolis 


What price mill supplies? 


It read: 

“12—14” Galv. Tees. 

In the usual manner, the quota- 
tion was submitted. The prices 
quoted were such as to net the dis- 
tributor a reasonable margin of 
profit on an order of this size, con- 
sidering handling, drayage and over- 
head. Later it developed that this 
little order for less than a dollar was 
sriven to a competitor because, as the 
purchasing agent said, “His price 
was ’way below yours.” 

Unfortunately, we are, all of us, in 
a serious war in an endeavor to “cap- 
ture” big business orders, and even 
more unfortunate is the exaggerated 
view we have on what might be 
termed “big”? buyers. If we were to 
boldly put to manufacturers and dis- 
tributors the question, “Who started 
this war?” we would find interesting 
replies. Some manufacturers would 
blame the dealers—which they would 
be correct in doing; some dealers 
would blame the manufacturers— 
which they would be correct in 
doing, and some dealers would blame 
the other dealers—which they also 
would be correct in doing. 


Summing up their replies, therefore, would it not be 
much less bother if we would, all of us, give the correct 
reply: “I am largely responsible for the prevailing price 
We continually talk about the price cutters as 
“they,” but the truth hurts when we analyze the situa- 


war.” 


tion and find that “they” is all of us. 


We are living in an era of price wars; we cannot deny 
The situation is here, and we must face it and 
There is no question 
but what the mill supply houses of this country can best 


that. 
continue our work to control it. 


An inquiry was received 
from a railroad, typewritten on one of its usual forms. 


12—%4’” Galv. Elbows.” 





‘*“*WHO STARTED THIS 
WAR?” 

Mr. Duncan in this article 
writes on a subject that is un- 
deniably of great interest gen- 
erally to distributors of mill 
supplies and allied lines, as 
well as to the manufacturers 
of these lines. 

‘‘Unfortunately, we are, all 
of us, in a serious war in an 
endeavor to ‘capture’ big busi- 
ness orders, and even more un- 
fortunate is the exaggerated 
view we have of what might be 


termed ‘big’ buyers,’’ he 
writes. ‘‘Who started the 
war?’’ He answers the ques- 


tion by the declaration that 
‘‘the truth hurts when we 
analyze the situation and find 
that ‘they’ is all of us.”’ 

Mr. Duncan’s views of the 
situation are interesting. 








accomplish their objective by combined effort and the use 
of a “cards on the table” policy with each other and with 
the manufacturers. 
considerably, but we have not discussed the matter and 


Individually we have complained: 


worked on it sufficiently and collect- 
ively. 

One of the greatest factors in the 
present situation is the lack of suffi- 
cient control of resale prices by man- 
ufacturers. Too many of them are 
demoralizing conditions by setting 
no resale prices on their products 
which would permit a dealer to come 
out of the transaction with a “whole 
skin.” Let us cite an example: 

A short time ago, a supply house 
sent out letters to various manufac- 
turers, informing them that the 
senders were bringing their cost file 
up to date and asking for the manu- 
facturers’ selling costs, together 
with suggested resale prices if 
they had them. Fully seventy-five 
percent of those replying stated that 
they had no resale prices, or else 
made no mention of it at all. One 
manufacturer stated: “All we ask is 
that our jobbers add a legitimate 
margin of profit.” 

Perhaps the reader is, in his own 
mind, criticising that manufacturer, 


who is only one in many sending replies of this type, but 


did you ever stop to realize that that manufacturer has 
never been in the supply house business? He has but 
one thing on his mind, and that is to sell his goods. He 
is not giving thought to the fact that the distributing 
houses find it impossible to maintain a legitimate profit 


unless they all have a good understanding of what the 





manufacturer means by “legitimate profit.” 

A good number of manufacturers have a realization of 
the dealers’ problem, but do not go far enough. They 
(Continued on Page 91) 
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Two high quality Thrust 
Ball Bearings take care of 
the push and pull thrust 
encountered in heavy 
drilling. Bearings will 
last the life of the drill 
and require no adjust- 
ment. No looseness, no 
wobbling. The most effi- 
cient method of support- 
ing the spindle shaft. 





Let your customers try out this drill or any 
other drill listed below. Ask them to com- 
pare these drills with any drill they have 
used for power and efficient production. 


Catalog No. $59¢g will be sent on request. Price $78.00 
The Stanley Rule and Level Plant, 


New Britain, Conn. 





ng 
with this Drill 
Stanley No. 342 






The Stanley 34” Heavy Duty 
Electric Drill, No. 342 


The full line of powerful Stanley Electric Tools include: 


DRILLS 
No. 141 — 14” Standard Duty 
No. 142 — !;" Heavy Duty 
No. 562 — 5/16” Heavy Duty 
No. 382 — *s” Heavy Duty 
o. 121 — !»" Standard Duty 
No. 122 — !)" Heavy Duty 





$30.00 
40.00 
44.00 
52.00 
54.00 
60.00 


No. 582 — 5g” Heavy Duty $68.00 

No. 341 — 34” Standard Duty 70.00 

No. 342 — 3" Heavy Duty 78.00 

No. 781 — %%” Standard Duty 85.00 
GRINDER 

No. 556 — Bench Grinder $46.00 


Drill Stands, Attachments, etc. 


STAN mn 4 TOOLS | 
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Ruel McDaniel 


Mill supply house executives who have experimented 
with any kind of profit-sharing plan, or who contemplate 
the adoption of some such plan for the remuneration of 
salesmen, will be interested in the system used by the 


Hermann-Brownlow Company, 
Springfield, Mo., distributor of auto- 
mobile accessories, saddlery hard- 
ware and other supplies. What makes 
this firm’s plan doubly important is 
its proven worth. The firm has been 
using the system for many years, 
with only slight variations to com- 
pensate for changing conditions. 

Briefly the company divides its 
net profits from all sales with the 
salesmen. The men get 40 percent, 
the company takes 60 percent. By 
net profit in this case is meant the 
profit made after deducting the cost 
of merchandise delivered to the cus- 
tomer. Out of his 40 percent the sales- 
man pays all his expenses. Outof its 60 
percent the company pays all general 
overhead and advertising expenses, 
interest on the investment and other 
incidental operating expenses not di- 
rectly concerned with selling. 

“We like this plan because it elim- 
inates a great deal of trouble in 
dealing with salesmen individually, 
and makes better representatives of 
them,” states W. W. Booth, an exec- 
utive of the company. “It also en- 
ables us to get and keep high caliber 
salesmen, for the reason that a man 
is practically unlimited in his oppor- 
tunity for increasing his income. He 
limits himself; the company has lit- 
tle to do with it.” 


Expense Problem Eliminated 
With the salesman paying his own expenses out of his 
40 percent of the profits, the expense problem is elimi- 
nated so far as the company is concerned. 
usually a troublesome one under the salary or salary and 





Paying Salesmen on a 


Profit Sharing 
Plan 


The Hermann-Brownlow Company, 
Springfield, Mo., Has Been Employing 
This Method for Many Years— Finds It 
Improves Salesmanship, Eliminates Much 
Trouble and Helps the Men Themselves 


RUEL McDANIEL 





A SUCCESSFUL PLAN 

Mr. McDaniel presents here 
a very interesting article on 
the successful plan for sharing 
profits with salesmen employed 
by a Springfield, Mo., house. 

While the Hermann-Brown- 
low Company, the subject of 
the article, is not a mill supply 
house, the information pre- 
sented is just as interesting 
and valuable to distributors of 
mill supplies as though it 
were. This company is a dis- 
tributor of automobile acces- 
sories, saddlery hardware and 
other lines of supplies. If the 
plan can be applied success- 
fully by a house of that type, 
it seems that it can likewise be 
applied successfully in the mill 
supply business, as it un- 
doubtedly is in some in- 
stances, so the dealer who is 
considering a change in his 
methods of paying salesmen, 
or is not satisfied with his 
present plan, will be interested 
in this article. 

Mr. McDaniel has written 
this story in his usual inter- 
esting style. He covers the 
subject thoroughly. 


commission plan of remuneration. 
travel as he wishes, by automobile, bus or train, so 
long as he adequately covers the territory to which the 
company assigns him, and a close check on his sales 








This is 


The salesman may 


keeps the sales department ade- 
quately posted in that regard. He 
may stay at any kind of hotel he 
wishes, for he pays the cost himself. 
He may use his automobile, if he 
travels that way, as heavily on week- 
ends as he cares, and he may burn 
up as much fuel as he feels he can 
afford. The company doesn’t care, 
for the salesman pays the bills. 

The plan practically puts every 
salesman in business for himself, 
with the company furnishing him 
the capital. But the fact that a man 
is paid only what he earns does not 
give him the right to abuse his job 
or his territory. The company main- 
tains strict and close supervision 
over the territory at all times, just 
as closely as if the salesman were on 
straight salary. 

“One reason why some executives 
do not like a profit-sharing or com- 
mission plan of paying men is that 
they do not think such plans give 
them close enough scrutiny over the 
men and their activities,” says Mr. 
Booth. “We do not find that to be 
the case here. We let the men under- 
stand from the beginning that, al- 
though they are sharing in the 
profits with us, we are the boss, so 
far as giving orders and supervising 
their work is concerned. We let them 
know that we expect a reasonable 


amount of business out of their territory, and they know 
that unless it is forthcoming, their job is no more perma- 
nent than if they were working on straight salary.” 
Even though the salesman may figure he is making 
enough money out of his job, unless he is getting a 
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AVORITE 


These unique specialty lines — widely 
advertised — respond wonderfully, you 
will find, to a little push and pep. 





Patented 


“HALLOWELL” Steel 
Collars are recognized 
to be the best made. 








**PIONEER”’ Steel 















Hanger costs less to 
stock than any other 
and ts now so well in- 
troduced that it almost 
sells itself. Millions in 
ectual use. Steady re- 
peat business brings 
sure profits 
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the “UNBRAKO” 








Pats. Pend 





‘“HALLOWELL” Steel Table for Sorting, Wrapping, Assembling, Inspecting—in 
other words, every wholesale house, shipping room, mill, shop and factory are “UNBRAKO” Hollow 


Theirquality,combined 
with their high polish 
and low price, explains 
their great popularity. 
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excellent prospects.—-Go to it. Set Screws stand up 
New uses are being under strains that 
found right along for 1368 Standard Styles and Sizes of ‘HALLOWELL” Steel Work-Benches & Tables wreck other screws 


Similarly tested. 











and naturally the 





Socket Head Cap 
Screw; the sales, there- 
fore, are increasing,— 
and rapidly. Don’t 
miss this opportunity. 

















“HALLOWELL” Steel Truck—One of 2745 
standard sizes and styles. Stake pockets and 
similar corner fixtures are all interchangeable. 
The “HALLOWELL” Steel Top is smooth and 
will not splinter, never gets soggy; no screw 
or nail heads to scratch and tear. The 
“HALLOWELL” is easy to push. 









‘*HALLOWELL” Steel 
Bench Legs have be- 
come very popular be- 
cause they can be 
picked up from stock, 
ready for use. As 
they are rigid as rocks, 
give absolute satisfac- 
tion and cost little, it’s 
no wonder they are 
ready sellers, 


Patd. Pats, Pend 


“UNBRAKO” has be- 
come very popular— 
—in other words—it’s 
easy to sell. 






Patd. Pats. Pend. 


“HALLOWELL” Steel 
Benches save time and 
money. No Carpenter to 
hire—no lumber to buy. Can’t splinter or burn. 
Rugged—built to last for years. Standard 
lengths easily joined for continuous benches. 
Steel Bench Drawers protect tools. Complete 
line of Steel Benches, Steel Tables, Steel Tool 
Stands—all lines in stock ready to ship. 
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BRANCH JENKINTOWN, PENNA. 
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normal amount of business out of his territory, he is not 
considered satisfactory and is given a chance to improve 
himself or resign. 

When a salesman starts to work for the company and is 
assigned a territory, he is instructed to keep a check on 
his actual traveling expenses. He is told that he will have 
a monthly drawing account of a specified amount, these 
amounts ranging from $100 to $175. This monthly ac- 
count varies according to a man’s individual needs, but 
once it is established, it is not altered during the vear 
except under very abnormal circumstances. 

The company determines the amount that will be nec- 
essary for the salesman to support himself and family. 
not counting the allowance for his traveling expenses, 
and his drawing account is set at that figure. The 
man turns in an expense account weekly. This is checked 
to see that it is not being unnecessarily padded merely 
to increase the drawing account, and the salesman is 
then reimbursed for such expenses. But all such reim- 
bursements and the monthly drawing account are 
charged against the man’s share of the profits. Settle- 
ment of profits is made only once a year. 

“By paying the men only what they need to live on 
during the year, we help them to save a part of their 
earnings,’ Mr. Booth points out. “At the end of the 
vear, when we divide profits with the men and have the 
final settlement, the salesmen draw anywhere from $500 
to as high as $5,000 or $6,000 as their remaining share 
of the earnings. Since they have paid their living ex- 
penses out of their drawing accounts from month to 
month, whatever they get at the end of the year is net. 
It is the same as a savings account of that amount. We 
find that the men save more money and are better fixed 
financially under this plan than those of other concerns 
with which we are fairly familiar, who work under the 
salary or salary and commission plan. It is not so much 
what a man earns that determines what he saves; it is 
his schedule of spending. The average person usually 
trains his spending to match his regular income. Since 
our men do not have a high monthly income, they do not 
maintain a high living cost.” 

Although the company settles with its men yearly, it 
knows at all times how each salesman stands on the books, 
and the salesmen themselves have access to the records 
at any time to check their status. As a matter of fact, 
at the end of each day the earnings of each salesman, for 
himself and the company, are determined. As each order 
is received at the office the amount of the profit made on 
the order is calculated, and the salesman’s share segre- 
gated. His profits are figured by the order, these indi- 
vidual profits are totaled for the day, and the daily 
sarnings are added to show the man’s monthly income. 

The salesman’s individual record shows the with- 
drawals in allowance and expenses each month in one 
column and his total earnings in another. A balance is 
then drawn, showing the amount he has due him at the 
end of each month. Thus the company is able to watch 
all men and to see that none draw salary and expense 
allowance exceeding their earnings. In fact, unless a 
man maintains a sizable balance in his favor at all times, 
the company does not consider him a profitable repre- 
sentative, and he is urged to increase his earnings. 

The average amount of the balance paid to a salesman 
at the end of the vear is about $1,500. One salesman 
has drawn as high as $8,500 as his balance after deduct- 
ing all allowances and expensees. 

The fact that the men have an opportunity to increase 
their earnings in direct proportion to their efforts, and 
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are not required to wait for an uncertain raise in salary, 
is one of the factors that makes it possible for the com- 
pany to keep good men indefinitely. The better they 
become, the more they earn for themselves and the com- 
pany. There is no reason for their desiring to go with 
some competitor who might offer a rather attractive 
salary. A good salesman knows he is not paid more 
than he earns, regardless of where he works. 
Salesmen Push Long Profit Lines 

“This profit-sharing plan eliminates the necessity of 
working out schemes to get our men to push long-profit 
items,” says Mr. Booth. ‘‘They know what lines carry 
long profits and what represent little profit for us. Since 
they share in those profits directly, it is obvious that 
they form the habit of pushing those items which carry 
the most profit. 

““Also, we do not have any trouble getting the men 
to help us rid ourselves of old, slow-moving stock, even 
though we do not offer them any special profit induce- 
ments to push it.” 

PACIFIC COAST CONDITIONS 
R. D. Baldwin States Two Articles in “Mill Supplies” 
Covered Subject Thoroughly 

R. D. Baldwin, advertising manager of the Simonds 
Saw and Steel Co., Fitchburg, Mass., who recently made 
a trip to the Pacific Coast, during which he called on 
the company’s branches and customers, was requested 
by MILL SUPPLIEs to write something on conditions as 
he found them in that section. He wrote as follows: 

“T have just read in your February issue a very excel- 
lent article by S. F. Woodbury, president of the Wood- 
bury & Wheeler Co., Inc., Portland, Ore., and he seems 
to have covered the ground so thoroughly that anything 
I might write would be merely a repetition. 

“What he hasn’t said about conditions, L. G. Isaacson, 
president of the L. G. Isaacson Company, Inc., Aberdeen, 
Wash., has put into the article on pulp and paper mills 
in the same issue of MILL SUPPLIES. 

“They give you a very good picture of the condition 
of the industrial supply distributor on the Pacific Coast, 
a place where the distributor has to put up with many 
disadvantages which may not affect the distributor in 
the East. The mill supply business on the Pacific Coast 
is a more recently organized business, but it is growing, 
and as conditions change rapidly, the need for progres- 
sive work by the mill supply distributor in that section 
will continually grow and the live wire houses like these 
two will no doubt keep their leading place in the indus- 
try. 

“These articles have emphasized the great importance 
of the lumber and logging and paper and pulp industries. 
The only item I might add would be to say something 
with respect to the southern part of the Pacific Coast, 
Los Angeles, for instance, where manufacture of such 
items as furniture and metal working tools and ma- 
chinery is decidedly on the increase. 

“We are very glad to know that you have these two 
articles in your paper, and are sure your readers through- 
out the country will be interested in them. Perhaps some 
of the manufacturers will be interested in doing as Mr. 
Woodbury suggests, that is, to visit their Pacific Coast 
distributors, where they are sure to find a welcome, and 
where trade. relations can be solidified with benefit to 
all concerned. 

“T had the pleasure of attending for a short time a 
salesn.en’s conference of the Woodbury & Wheeler Co. 
They are a live bunch of fellows, enthusiastic and after 
the business.” 
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The distributor’s business 
is built on confidence of his 
customers in the products 
he sells and the service he 
renders. 





Our quality products and 
faithful service help the 
distributor build this foun- 
dation of confidence. 
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Dodge Manufacturing Corporation 


A Message to Dealers 


Better Service 
to Industry 


What the Power Transmission Associ- 
ation is Doing and is Planning to Do to 
Assist Distributors and Their Sales- 
and What the Latter Can Do 
to Co-operate with the Association 


W. W. FRENCH 


Chairman, Merchandising Advisory Committee, Power Transmission Association 


This is a power age. Never before has applied force 
entered so largely into the business of manufacturing. 
Mass production has made demands upon our national 
power storehouses in a measure difficult to understand, 
even today when marvels unheard of at night blossom 
forth full grown with the dawn. 

Power, however, is not all that enters into production, 
for mass production has for its ultimate objective a 
better product at a lower price. Because of this, every 
item of cost must be scrutinized carefully, and waste 
eliminated. Early in the industrial game, as we know it 
today, engineers began to check power wastes. They 
started at the source, the power house, and, as a result, 
we have today an efficiency in the generation of energy 
that has resulted in marvelous reductions in cost. 

Engineers, however, were not quite so thorough in 
following through from the power house to the machine. 
The distribution channels—line shafting, of course— 
were left to shift for themselves, or, if considered at all, 
were condemned for minor reasons, and a wave of elec- 
trification resulted. Perhaps it was because belts were 
supposed to obstruct lighting; perhaps it was because 
bearings dripped, or it might have been because belts 
slipped. <All minor things. 

Progress Toward a Middle Ground 

That there might be a place for both line shafting and 
motors never occurred to many while the electrification 
programme was at its peak. Power plants were re- 
Vamped, and equipment accepted as efficient for years 
was declared obsolete and abandoned almost over night, 
but the question of power distribution was left to shift 
for itself. However, even when industry had arrived at 
the point where electricity had become synonymous with 
power and motors had become a part of machines, a defi- 
nite reaction began, slow at first, but sure in its progress 
toward a middle ground which had been found in the 
group drive. 

The manufacturers of belting and power transmission 
appliances early recognized the efficiency and economy 
of electric power in certain applications. Nevertheless, 
they were also justified in maintaining their claim of 
recognition for the line shaft method of power distribu- 


tion. When actual performance tests proved that a 60 
h.p. motor driving a short line shaft had not only made 
possible better operating conditions and higher produc- 
tivity, but had cut horsepower requirements in half, it 
was only reasonable that they should become enthusiastic 
advocates of group driving as the most efficient, reliable 
and economical application of the electric motor for in- 
dustrial service. 

In 1926 the Power Transmission Association was 
formed. It adopted as its objective, ‘‘The promotion of 
the most efficient and economical distribution of power.” 
Its programme was definite, its policy clearly defined. At 
no time did its founders or its members attempt to di- 
rectly combat electrification, or even the direct driving 
of certain equipment under certain peculiar conditions 
which made that form of application -desirable. 

Programme Endorsed by Engineers and Power Users 

It did take the stand, however, that belting and line- 
shafting were rightly entitled to an important place in 
the power picture, and its programme has met with the 
support and endorsement of industrial engineers and 
power users because of its sanity and fair mindedness. 

An association to live must find justification in its 
objects. Its objects must be supported by facts, or they 
will not be attainable. Therefore, first of all, such an 
organization as the Power Transmission Association 
must be a fact finding body. It must collect, compile, 
co-ordinate and disseminate facts. Its programme must 
be of a sales character, based on facts, if results are to 
be secured. 

The engineering committee of the association is the 
fact gathering body within the Power Transmission As- 
sociation. It has been commissioned, not to make a case 
for mechanical power distribution if there isn’t one, but 
to study, develop and investigate. Its findings are not 
theoretical. They are based upon experience and inti- 
mate contact with thousands upon thousands of appli- 
cations. 

But facts are not all. Facts like money must work 
to produce profit. Therefore, we have the merchandising 
advisory committee. This committee takes the facts and 
interprets them into selling language. It goes much 












) # 
fay 


Ws: hear much 


these days about 
direct buying. You 
cannot buy more 
directly than from 
your Supply House. 


The word “‘direct’’ 
means via the short- 
est and quickest 
route. What could 
be more direct than 
from our warehouse 
to your receiving 
room? And what 
could be more in- 
direct than having 
your supplies come 
to you from a dozen 
or more sources, 
from different di- 
rections, over dif- 


From Your 


Supply House 


ferent routes, and 
entailing clerical 
work in connection 
with each order ? 


When you buy from 
us you buy equip- 
ment, tools and sup- 
plies as you need 
them. You need 
not buy in quanti- 
ties that require 
storage space and 
protection against 
loss and deteriora- 
tion. You need not 
tie up in supplies 
funds that could 
better be used in 
other ways. 


The Supply House 
is necessary to in- 
dustries. It saves 
the individual plant 
purchasing expense 
far out of propor- 
tion to the small 
margin of profit it 
takes for its service. 


So we say:—Buy 
Direct, from Your 
Supply House. It’s 
the shortest dis- 
tance between your 
plant and the hun- 
dred and one things 
you need to keep 
it going. May we 
serve you? 


Progressive Mill Supply Co. 


Enterprise City, Ohio 





This is the eighth in the MILL SUPPLIES series of Distributors’ advertisements. Mill Supply Houses are urged to make use of these advertisements by 
mailing them to their local industries. Reprints will be supplied printed in two colors on India tint enamel stock carrying the name and address of the distributor 
placing the order. The minimum order accepted is for 500 copies. Prices, f. o. b. Chicago: 500 reprints, $8.20; 750, $10; 1000, $11.45; 1500, $14.60; 2000, $20.85. 


When writing to Advertisers please 


Address Mill Supplies, 537 South Dearborn St., Chicago. 
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further, however, and disseminates them. The gospel 
of power economy is preached to industry consistently 
and convincingly through data books, trade magazine 
publicity, letters dealing with performance, talks before 
trade associations and other legitimate channels. 
Importance of Supply Distributors Recognized 

The merchandising advisory committee recognizes the 
importance of industrial distributors. It has worked 
with them in the past, and will work with them more 
in future. Every manufacturer member of the associa- 
tion is interested in providing his distributors with sales 
information—with facts that cannot be denied, with data 
designed to enable them to prescribe accurately for all 
of the power ailments of industry. 

At this time the association, through its two commit- 
tees, is engaged in the compilation of basic data on all 
phases of mechanical power transmission, which means 
shafting, belts, pulleys and other appliances. With this 
data in hand, the distributor’s salesman can go to the 
buyer with perfect assurance that he can make a case, 
not only for himself but for the customer, because no 
case can be sustained unless mutually beneficial. 

In a great many cases mechanical drives have been 
replaced because of trouble chargeable to faulty original 
installation, when maybe an inch added to the face of 
a pulley caused the trouble. There is no justification 
for changing the drive because of a slight pulley error. 
Yet that very thing happens in many cases. 

The Power Transmission Association is helping dis- 
tributors to prescribe the proper drive, and will continue 
to help, but in greater measure. Perhaps the most im- 
portant thing to remember, so far as the distributor is 
concerned, is that accurate reporting of conditions is 
important if the customer is to obtain satisfaction, and 
the dealer additional business and a reputation for serv- 
ice. Before an order for power transmission equipment 
is accepted, operating conditions should be known. This 
is particularly important where an order cannot be filled 
from stock and must go to the factory for filling. Where 
specifications are not obviously inaccurate, the factory 
accepts them without question because it knows nothing 
of conditions. In many cases the distributor’s salesman 
has accepted the specifications of the buyer, assuming 
he knows exactly what he wants. This is true in some 
cases, of course, perhaps in many cases, but if the addi- 
tional precaution of reporting conditions were taken 
by the salesman, he would be sure, and he and his house 
and the customer would most certainly benefit. 

With basic data, sales manuals, better catalogues and 
exchanges of information, the distributor’s position with 
his customer will undoubtedly be stronger. ‘The sales- 
man who knows is the salesman who sells.” Often a 
service, perhaps in the form of a suggestion, based upon 
information the customer does not have, will not only 
lift a job out of competition, but set up an account that 
will not be easy to lose. 

Distributors are urged to assist in this work. Through 
the daily contact of their salesmen with industry gen- 
erally, much valuable information can be _ gathered. 
Through the association, performance data can be passed 
back to and beyond the distributor supplying it, bene- 
fiting the supplier and the consumer, as well as other 
distributors. Problems also should be submitted, because 
through the association the combined experience and 
knowledge of the best belting and power transmission 
talent in the entire country can be brought to bear upon 
their solution. 

During 1928, one hundred and forty-two pages of ad- 
vertising were carried in the leading industrial publica- 


tions in the interest of group driving. Six hundred and 
some odd pages of editorial matter appeared in the in- 
dustrial press in the interest of more scientific power 
application. Two regional meetings were held, bringing 
together industrial engineers, manufacturers and dis- 
tributors, for the purpose of discussing common prob- 
lems. Four main regional meetings are scheduled for 
1929, with additional smaller group meetings contem- 
plated. 

In 1928 the association emblem appeared more than 
three and one-half million times. Many distributors 
availed themselves of the offer of electrotypes, and used 
them in connection with their own publicity, thus tying 
in closely with the extensive publicity programme spon- 
sored by their manufacturing connections. 

Dealers a Potent Factor in Programme 

The Power Transmission Association is contributing 
substantially to industrial efficiency by shedding light on 
a neglected subject. It is going to become even more 
potent in its influence through the co-operation of 
dealers, who on the firing line interpret facts made avail- 
able to them for the benefit of those industries com- 
prising their market. 

Distributors who desire to contribute to the pro- 
gramme outlined by submitting information, or who 
desire information of a specific nature, should communi- 
cate with the executive office in the Drexel building, 
Philadelphia. All problems will be considered by experts 
—not one, but many—and information passed back 
which will be untainted by prejudice either as to brand 
of belting or type of transmission. 

Economical power for industry, not confined to the 
power house alone, but including its distribution and 
application to the point of production. That is the pro- 
gramme of the Power Transmission Association. This 
programme is being executed by the engineering and 
merchandising advisory committees, through the dis- 
tributor to the consumer. 





SUGGESTS CHANGING A WORD 
L. G. Isaacson, Aberdeen Dealer, States “Changed 
Merchandise” Is in Every Chain Store 

An interesting communication has been received from 
L. G. Isaacson, president, L. G. Isaacson Company, Aber- 
deen, Wash. The statements referred to by Mr. Isaacson 
as appearing in the February issue of MILL SUPPLIES 
were contained in an item ‘“‘The Call of Industry,” which 
was reprinted from the “Official Bulletin” of the Ameri- 
can Supply and Machinery Manufacturers’ Association. 
The communication follows: 

“On page 79, February issue of MILL SUPPLIES you ask: 
‘Are we facing a new era of merchandising ?’ 

“IT will answer—we are facing a new era of mer- 
chandise. Surely quality suffers from the pressure of 
chain store influence. Please permit me to change the 
third paragraph on this same page to read as follows: 

“Chain store expansion, group buying, mail order mer- 
chandising just add fuel to the fire of changed mer- 
chandise. 

“Yes, changed merchandise is on the shelf of every 
chain store, and I just wonder how long it will be before 
the public will awaken to that fact?” 


4+—4—» 


Annual Meeting in March 
The twelfth annual meeting of The Electric Hoist 
Manufacturers’ Association will be held in the Hotel 
McAlpin, New York, Thursday, March 14th, according 
to announcement made by E. Donald Tolles, secretary. 
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ight 1929, by The Goodyear Tire & Rubber Co., Inc. 


In all lines of industry where mechanical dustrial use, Molded Goods, and Packing. 
rubber goods are used, you will find Good- 
year Mechanical Rubber Goods have an 
extremely high reputation for quality, effi- 
ciency and economy. 


Each item that bears the name Goodyear is 
made on scientific specifications, to meet 
the particular requirements of the duty it 
is expected to perform. It includes the 


‘ highest grade materials and represents 
They help importantly to make Goodyear, 8 = - P 


“The Greatest Name in Rubber.” skilled workmanship. 
When you offer Goodyear Mechanical 


These products include a complete Rubber Goods you offer every value that 
line of Conveyor Belts, Elevator Belts, goes with an established reputation for 
Transmission Belts, Hose for every in- making ‘‘the right goods for the job.”’ 


Write to your jobber for information on Good- 
year Mechanical Rubber Goods, or direct to 
Goodyear, Akron, Ohio, or Los Angeles, California 


The Greatest Name in Rubber 





When writing to Advertisers please mention Mitt Suppiies 
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J. K. Novins 
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Although C. W. Marwedel, San Francisco, distributor 
of machine shop tools and supplies, power transmission 
equipment and metals, carries one of the largest stocks 
on the Pacific Coast, it has entirely dispensed with the 
necessity for taking regular physical inventory. This 
house, now in its fifty-seventh year of continuous service, 
carries in its six-story building and auxiliary warehouse 





Floor 
a stock comprising a total of 366,000 items, considering 
the various diameters and lengths of tools and supplies. 
Yet it very seldom happens that it is caught short of a 
single item, or is burdened with an over-supply. 

A well organized, fool-proof stock keeping department 
solved the firm’s problem, solved it so well that, although 
no physical inventory is taken, actual tests have shown 
that the perpetual stock inventory system is incorrect by 
only a rather insignificant margin, when one considers 
the annual volume of sales. 

“We spent about a thousand dollars to strengthen the 
stock keeping department, and the results have been far 
better than we expected,” said Henry D. Heitmuller, vet- 
eran manager. 

Organization—the building of an efficient personnel, 
the co-operation of each of the seventy-one employes, and 
a sensible set-up of stock shelves and bins—has been the 
vital fluid in the growth of this California establishment. 

C. F. Marwedel, who founded the business ’way back in 
1872, was a maker of mathematical instruments. What 
he lacked in the way of capital, he made up for by his 
mathematical ability and zeal for order. His son, C. W. 


Marwedel Sales 


A Portion of the 





A San Francisco House 


Where System 


Reigns 


C. W. Marwedel’s Perpetual Inventory 
Plan, Its Methods of Stocking and Dis- 
playing Items, and Its Fine Relations 
with Employes Help to Make This 
Veteran Firm “Young and Bouncing” 


NOVINS 


Marwedel, who succeeded him in the management of the 
business, was a graduate of the Worcester Institute of 
Technology—a young man of ability, and an excellent 
organizer. The two grandsons of the founder, who now 
hold important positions in the business, have consist- 
ently followed the policies developed when the business 
was established. 

This is one of the relatively few mill supply firms to 
have passed unto the third generation without succumb- 
ing for want of youthful enterprise and ambition. Today 
the house of Marwedel is as young and bouncing as in 
the days when it consisted of a small room, with a small 
stock of sheet iron carried in an underground compart- 
ment beneath a trap door built in the floor. For that 




















How C. W. Mearwedel Stocks Emery Wheels 


was how the late C. F. Marwedel established his modest 
little business in San Francisco in 1872. 

Mr. Heitmuller, who joined the organization in 1895, 
at a time when it had only five men, was chosen for his 
present position because of his organizing ability, his 
personal magnetism and his spirit of fair play and team- 
work. For many years he has been prominently identi- 
fied with athletic activities. 

“Many of our employes have been with us for twenty- 
five years or longer,” he said. “The average length of 
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A Profitable Policy for Wholesalers 
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After 26 years of distributing pipe fittings, 
Stockham still believes in and adheres to the 
strict policy of distribution exclusively through 
the wholesaler. We feel that it is wrong for the 
manufacturer who is being supported by the 
wholesaler to solicit business direct. 


The Stockham policy has always maintained 
and is upholding the principle that their distrib- 
utors be in a position to meet wholesaler and 
manufacturing competition alike. 


Over 7500 different fittings in the complete 
Stockham line enable the wholesaler to supply 
every pipe fitting requirement. 


STOCKHAM PIPE & FITTINGS CO., Birmingham, Ala. 
Stocks in Boston, New York, Chicago, Tulsa, Los Angeles 





Be sure the name STOCKHAM is on the Fittings you buy 


STOCKHAM FITTINGS 


CAST IRON ELECTRIC CAST STEEL MALLEABLE 
Screwed—Flanged—Drainage Screwed—Flanged Standard—Extra Heavy—Oil Country Malleable 
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service is about twenty years. These people have just 
grown up in our organization, and we have taken good 
care of them. For instance, we give each of our em- 
ployes a $1,500 life insurance policy. In addition to that, 
we insure him against sickness. In case of sickness, an 
employe will receive a compensation of fifteen dollars a 
week for as long a period as thirteen weeks, and, in addi- 
tion, he will continue to receive his regular salary during 
his absence from active duty. 

‘We are just one big, happy family. You would real- 
ize that had you been with us last Christmas, when we 
moved everything from the floor and put up a big, cheer- 
ful Christmas tree, and the employes donned fantastic 
costumes and just made merry. 

Youngsters Start at Delivery Service 

“We ordinarily start a newcomer as a delivery assistant. 
In delivering parcels, the young employe gets acquainted 
with the trade and begins to realize the requirements of 
each customer. The next step is to assign him to the 
telephone order desk. This duty affords him an excellent 
opportunity to learn the location of our stocks. Hurry 
calls come in for a wide variety of items, and he is con- 
stantly on his toes finding out where the items are kept, 


ARTICLE 





sonal groups. Here we enter orders already placed with 
supply sources. For instance, if an order has been placed 
for a hundred of one item during January, May or Sep- 
tember, that figure is written in the first column. Orders 
placed in February, June or October are noted in the 
second column. For orders placed during March, July or 
November, entries are made in the third column, and for 
April, August or December, in the fourth column. In 
the next column the article is briefly described. 
How the Stock Record Is Kept 

“The previous year’s stock balance is entered in the 
column noted as ‘Stock Forward.’ This is followed by a 
wide space, in which the stock clerk enters stock deduc- 
tions from the balance on hand. Here is the way that 
works out. Suppose the stock balance is 100. An order 
is filled for five. Therefore 95 is noted in the ‘Deductions’ 
column. Another order for five brings the balance in the 
‘Deductions’ column to 90, and so on. Each time a ship- 
ment is received the balance is automatically increased. 

“Now, at the end of the year the last balance in the 
‘Deductions’ space is noted in the subsequent column 
headed ‘Stock End of Year.’ This figure is then trans- 
ferred to the ‘Stock Forward’ column for the next year, 


STOCK 
DEOUCTIONS ENO OF LISTs DISCOUNTS 


NET 
YEAR eee 


Style of Stock Card Used by C. W. Marwedel 


in what amounts they are stocked, and the quickest way 
of gathering the material together for shipment. 

‘Right then and there he receives his lesson in accu- 
racy. Each order filled by him is carefully checked by 
another employe. No one man in particular checks these 
orders. Now we will assign one man to check them, but 
next week someone else will look after this detail. The 
reason for this arrangement is obvious. The employe 
assigned to the checking of telephone orders does so in 
a careful, painstaking manner, not as a routine duty to 
be easily skimmed over during the rush of business. 

“On the duplicate order slips we keep a record of errors, 
and these are brought to the attention of the new men at 
the end of the month, when the salesmen get together for 
their regular sales conference. We realize that every 
time a mistake occurs in filling an order it affects the 
accuracy of the stock inventory, and unless such errors 
are rigidly checked every day, our stock keeping system 
would not operate efficiently. 

“After the orders have been filled and checked, the 
duplicate sales slips are immediately referred to the 
stock keeping department. There the information is en- 
tered on the stock cards, which are filed according to 
item numbers. 

“Maximums and minimums of stock are noted on the 
card. You will observe that in one column the figure 
represents the limit at which an item is to be stocked at 
one time. You will also note that in four columns to the 
left we have listed the months of the year, in four sea- 


from which deductions are made as orders are filled from 
stock. 

“In other columns notations are made of parcel post 
shipments, lists, discounts, and net amount, which latter 
constitutes the total of stock on hand. The record is 
continued on the other side of the card. 

“We carry stocks of fast-moving items on the main 
floor, arranged in rows of bin drawers reaching from 
floor to ceiling. The size of the bin varies with the 
amount of stock that is usually carried in it. Just as 
soon as a supply has been exhausted from current stock, 
the order clerk reverses the position of the bin. This is 
noticed by the stock clerk as he makes his regular rounds 
of the floor, and the bin is again filled.” 

The experience of the Marwedel house has demon- 
strated that to encourage employes to give proper atten- 
tion to stock, some sort of special financial remuneration 
may well be established. This is easily taken care of by 
the premium plan introduced by Mr. Heitmuller some 
time ago, establishing a series of three prizes. 

In filling orders, employes are required to make out 
“short tags’ for such bins as are low in stock. These 
tags are the danger signals to the stockman; without 
them he would be hampered in his work. The first prize, 
therefore, goes to the employe who has placed the great- 
est number of “short tags,” and the two other prizes 
are awarded for the second and third best efforts in this 
direction. In distributing the prizes, ample considera- 

(Continued on Page 91) 
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“Tt has quite likely been your experience 

in discussing the relative merits of drills, 

reamers and cutters to have them invariably 
referred to as—“‘as fine as Hercules.” 


This recognition of the sterling quality of Hercules 
drills, reamers and cutters is ample proof that where the best 
is an on will find ““W-B-D” trademark on these tools. 
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Alvan T. Simonds 


A Manufacturer’s View of 


The Money Rate 


Situation 


He Discusses the Statement of the 
Federal Reserve Board on Specula- 
tive Credit, and Gives His Views as 
to the Effects of the High Cost of 
Money and the Outlook for Business 


ALVAN T. SIMONDS 
President, Simonds Saw and Steel Co., Fitchburg, Mass. 


On February 6th, the federal reserve board issued a 
formal statement calling attention to the threatened 
falling off in business because of the increasing cost of 
commercial credit. We all know that this increasing 
cost is due to the demands of inflated speculation and 
not to the demands of increasing business. The federal 
reserve board in its statement said: 

“The effect of the great and growing volume of spec- 
ulative credit has 


The Bank of England had been discounting commer- 
cial paper at 4% percent. This rate was increased on 
February 7th to 5% percent—“the most drastic change 
of the sort since the crisis of 1920 was coming into 
sight.” Before the increase was announced Montagu 
Norman, governor of the Bank of England, came to 
America and saw Secretary Mellon and members of the 
federal reserve board. This may give some idea of the 
seriousness of the 
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detrimental effects 
on business, and may impair its future.” 

Here is a reference to the fact that since January Ist, 
1928, the rate for commercial credit had increased from 
4 percent to 514 percent—an increase of 371% percent 
in the cost of borrowing money for business purposes. 
We called attention to this in the January, 1929, issue 
of Looking Ahead. In the November Ist, 1928, issue 
we charted our long-time and short-time forecasters, 
both of which showed a threatened turn-down of business 
because of increasing commercial paper rates. The 
“strain” on business in the United States has not as yet 
been severe enough to cause a turn down in the line rep- 
resenting industrial production, for normally this line 
moves upward from January Ist to April lst. But the 
increase in the cost of commercial credit in the United 
States has caused a regrettable increase in the cost of 
such credit in England. 





says: “This prob- 
ably means higher money throughout Europe, and 
perhaps the ending of the outside world’s easy 
money period. For this result the American stock 
speculation is plainly enough responsible. As to how 
the slow and painful recovery in British trade will be 
affected it is more difficult to predict.” 

It is generally agreed that our prosperity in time of 
peace is greater when other nations are prosperous. 
Hard times in Europe will reduce our prosperity. So 
far as general welfare is concerned, the time is fast com- 
ing when the world must be considered as a single 
variable. Stock speculation in the United States in- 
creases the cost in England of money borrowed for car- 
rying on business. The increased cost there causes in- 
creased cost in continental Europe, and so on. 

Is it not time we ceased to damn the one who early 
gives the alarm of threatened danger to our prosperity? 
(Continued on Page 95) 
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Efficiency measures power economy 


Efficiency and dependability must be considered when 
figuring lowest cost power drive equipment, for no 
equipment is better than the service it gives. 


22 a ate a eR 


5 Heavy Head Shaft 
Hanger with 
Bearing 


“Smith” Type Hill : 
Friction Clutch. - : Split Pulley 


{4 arm type) 


Post Hanger Floor Stand 
with Bearing with Bearing 


“Hill Tubular” 
Agitator 


“Steelarm"™ Automatic 
Belt Tightener 


“Cleveland"’ Type 
eavy Duty 
Oil Film Bearing “Cleveland” Type Rigid 
Oil Film Bearing 


Hill Clutch power equipment for all industries is designed 
and built on the most advanced engineering principles, 
proven by practical tests to provide the most economical and, 
efficient distribution of power in every phase. 


Hill Clutch offers an engineering service to Industry, 
whereby a separate study of your needs is made and the 
most efficient equipment possible for your particular pur- 
pose is recommended. Before making any proposed change, 
replacement, expansion or new installation of power equip- 
ment in your plant, get the benefit of Hill Clutch experience, 


Write for our attractive dealer proposition. 


CLUTCH 


“MACHINE & FOUNDRY CO. 


6405 Breakwater Ave.,Cleveland, Ohio. 
TRANSMITTING ENGINEERS 


When writing to Advertisers please mention Mitt Suppiies 
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Power ‘Transmission Association in 


First 1929 Regional Meeting 


Two Engineers Speak at Chicago Session—Main Efforts of Year 
to be Directed Toward Distributor 


The first regional meeting for distributors and man- 
ufacturers of power transmission equipment in 1929, 
and the third since the series was started last year, 
was held Thursday evening, February 14th, at the Ham- 
ilton club, Chicago, under the auspices of the merchan- 
dising advisory committee of the Power Transmission 


Association. The meeting was well attended by manu- 
facturers and distributors. A dinner preceded the 
meeting. 


The speakers of the evening were David C. Turnbull, 
chief engineer, Dodge Manufacturing Corporation, Mish- 
awaka, Ind., and Robert W. Drake, electrical engineer, 
McCormick Works, International Harvester Co., Chi- 
cago, who is also a member of the board of advisory 
engineers of the Power Transmission Association. Ar- 











DAVID C. TURNBULL 


rangements for the meeting were in charge of Edward 
H. Ball, president, Chicago Belting Company, and a 
member of the association’s board of directors. 

W. H. Fisher, vice-president, T. B. Wood’s Sons Com- 
pany, Chambersburg, Pa., president of the Power Trans- 
mission Association, was toastmaster. 

Directing Efforts Toward Distributor 

In opening the meeting, Mr. Fisher stated that this 
event marked the opening of the 1929 activities of the 
association. The first year of the association’s existence 
had been devoted to organization, and the second to 
publicity for the association. He felt that a good at- 
mosphere had been created by the widespread publicity 
secured in 1928, and the association hoped to secure 
even more publicity in 1929. The main efforts of the 
association during 1929 will be directed toward tying 
in the work of the association with that of the dis- 
tributor. It is through the distributor that members 
of the association market their products, and the asso- 
ciation feels it must do all it can in the way of working 
with him, Mr. Fisher stated. Data is now being gathered 
for a textbook and sales manual, and by the end of the 


year the association hopes to have some very valuable 
information in the hands of distributors. 

President Fisher announced that several regional meet- 
ings will be held this year. Part of an afternoon dur- 
ing the triple mill supply convention in Atlantic City in 
May will be given over to the Power Transmission As- 
sociation for a meeting with distributors. The Amer- 
ican Society of Mechanical Engineers, which will meet 
in Rochester the following week, has granted the Power 
Transmission Association a morning session for the 
presentation of papers. The New England regional meet- 
ing will be held in Boston in June. A regional meeting 
of the association is also to be held in Cleveland in Sep- 
tember at the same time as the machine tool show there. 
This will give members of the association opportunity to 
meet with manufacturers of machine tools. 


Speaker Discusses Belts and Pulleys 

Mr. Turnbull was scheduled to discuss ‘The Relation- 
ship of Belting and Power Transmission,” but he dealt 
with pulleys and belts in particular. Mr. Turnbull called 
attention to the changes going on all the time. During 
the last few years wonderful changes have been made 
in transportation, he said. Wagons have largely given 
way to motor trucks, horses to tractors and buggies to 
automobiles. When it comes to power transmission, 
where are the Corliss compound engines of former years, 
he asked. Where are the rope drives? Manufacturers of 
pulleys and belting and other transmission equipment 
must keep abreast of the changing times if the industry 
is to survive, he declared. 

The speaker said he doesn’t believe the manufacturers 
of belts and pulleys have realized the capacities of these 
products. They should know more about their products 
than they do today. Of all people in the mechanical 
power transmission field, these two should get together, 
find out all there is to know about their products, and 
then approach the user with a uniform programme and 
uniform recommendations. 

One of the big jobs of the Power Transmission Asso- 
ciation, he said, should be to get the pulley and belting 
manufacturers together, eliminate opinions previously 
formed and get down to fundamentals in order that belt 
drives may hold their own. If this is done, all will get 
a good share of the business. Not any one will get 
all of it, he said, and not any one should. Great quan- 
tities of pulleys and belting are soid when the seller has 
no idea where or how they are to be used, and then man- 
ufacturers wonder why there are troubles in the use of 
these products. One of the first things for the Power 
Transmission Association to do—and the association 
can do it—is to make a study of belt drive problems 
and make such recommendations for individual cases 
that the proper pulleys and belting will be used in in- 
stallations, he said. 

Mr. Turnbull said that manufacturers of these prod- 
ucts have depended too much on data and recorded ex- 
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More Jobbers Who Know That Their Salesmen’s Time is Valuable 


WHo Wastes 


Your Salesmen’s Time? 


You can add an hour a day to the effective working 
time of each of your salesmen by providing them with 


the most mportant of their working tools—an up-to-date 
catalogue. 


Does it take your salesmen one minute, or ten, to locate 


information for a buyer? And what about the time 
when your salesmen are not there? 


May we tell you how easily and economically you can 
have such catalogue representation? 


R. R. DONNELLEY & SONS COMPANY : CHICAGO 


Builders of Mill Supply Catalogues Since 1904 


When writing to Advertisers please mention Mitt Suppires 
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periences handed down to them from the past. A piece 
of belting is no different from a piece of wire rope or 
detachable chain, in that every piece has a definite limit 
of capacity. As it is now, the user is informed that a 
leather belt has so many pounds effective tension per 
inch. Nothing is said of the kind of pulley to be used 
or the co-efficient of friction under which the belt is to 
work. Practically all of the horsepower tables the 
speaker had examined were based on the average iron 
pulley, and for use under conditions where the pulley 
had a coefficient mainly around twenty-five. 

He believes it is possible, through the Power Trans- 
mission Association, to get the facts that will result in 
99 percent efficiency in application of belt drives. A 
catalogue can be gotten up in tabular form from which 
an individual can select a belt or pulley to meet the re- 
quirements of any application satisfactorily, he said. 


In closing, Mr. Turnbull called attention to the fact 
that it is no longer a question of selling goods; it is a 
question of service, and that he believes it is possible 
to provide data on belting and pulleys for distributors, 
salesmen and users so that they may quickly determine 
the right product for the individual application. 

President Fisher then stated that the officers had spent 
an entire afternoon discussing the proposition of co- 
ordinating the efforts of manufacturers of belting and 
power transmission equipment, and that it had been 
decided to form an engineering committee, composed of 
shop engineers from the plants of manufacturers of 
equipment and belting of various types. The purpose 
of this committee will be to develop the basic data needed 
in order that it may be passed on down to the distributor 
and user. 

The subject of Mr. Drake’s talk was, “Belting Practice 
from the Maintenance and Production Angle.” 

Little Time to Interview Salesmen 

He discussed his subject from the angle of an engineer 
of a company making great changes in its plant layout 
end methods. Whenever a new model is brought out 
in an automobile plant or some other large industrial 
unit, there are often complete changes in machine tools, 
plant layout and methods. Generally. since the last big 
change. say two or three years before. great strides 
have been made in plant equipment and machines. The 
driving of the new machines to be installed is only a 
small part of the time and effort employed. During 
the period of changing the plant to meet the require- 
ments of manufacturing the new model, there is great 
pressure, and it is utterly impossible for the plant 
engineer to interview all of the salesmen of belting and 
power transmission equipment who might call upon 
him. As a result, the manufacturer of belting or power 
transmission equipment who has such data available in 
printed form that the engineer can design his drives 
without interviewing sales representatives, will get a 
disproportionately large share of the business, he said. 

If a machine to be installed in the plant is not stand- 
ard—which is often the case—the engineer sometimes 
has the choice of four types of drive—belt, gearing, 
silent chain or roller chain—but seldom of more than 
two of them. It is in the detail of the drive, however, 
where the engineer is most troubled. 

As an example of the lack of available data in the 
mechanical power transmission field, Mr. Drake declared 
there isn’t much good information available by means of 
which a junior engineer can make an intelligent appli- 
cation of the idler pulley. Very often, if such informa- 


tion cannot be secured quickly, the belt drive is elimi- 
nated from consideration. 


He believed complete data 








on the idler pulley could be shown by the manufacturer 
on one or three pages, depending upon the form of pre- 
sentation used. This would enable the engineer to make 
up his mind in fifteen minutes. 

Mr. Drake brought out the fact that another factor 
which sometimes causes belt drives to lose out is in- 
ability of the plant engineer to secure quick delivery on 
goods required. Sometimes, he said, the design of drives 
is not carried very far until the new machine tools and 
other items are practically ready. Then the information 
on drives, and stocks of the items selected must be 
quickly available, for the plant wants immediate ac- 
tion. The speaker said he believed that if the manufac- 
turers of belting and power transmission equipment had 
data available so that the plant engineer or a capable 
junior engineer could pick out what he needed, the in- 
crease in business would be such that larger stocks could 
be carried in various centers and the quantity of pro- 
duction increased, with a resulting decrease in cost of 
production. He said there had been a tremendous im- 
provement during the last year in data available on 
belting and power transmission equipment, but much 
more was needed. 

The speaker concluded his talk with a discussion of the 
line start motor and the problems it offers to the trans- 
mission engineer. He said he believed it would be worth 
while for the association to give some publicity to the 
belts that must be used with these motors. 

In answer to a question, Mr. Drake said he believed 
that from 15 to 20 percent of the large motors pur- 
chased now are for use as line starters, and that he 
saw no reason, if the proper data is made available by 
the mechanical power transmission industry, why that 
percentage couldn’t be increased to seventy within the 
next five years. 

President Fisher had found it necessary to leave before 
the meeting was over, so the session was closed by 
W. W. French, Dodge Manufacturing Corporation. He 
said that the association fully realized the lack of avail- 
able data on mechanical power transmission equipment, 
and that it is now at work compiling the information, 
for the purpose of making it available to distributors and 
users of transmission equipment. He then traced very 
briefly the work of the association, and said that in the 
past transmission equipment has been regarded largely 
as shelf goods, but that it must be sold as a drive unit, 
with the proper relation established between the various 
units. He closed by urging distributors and all mem- 
bers of the association to contribute something in the 
way of suggestions or material on which the association 
could profitably work. 








Information Wanted 

The publishers of MILL SUPPLIES receive many in- 
quiries from distributors concerning unusual items, 
where the names of the manufacturers are not known to 
the inquirer and the items are not commonly found in 
the supply house stock room. Such a request was re- 
ceived recently, the article desired being a melting pot, 
without a lip and with lugs at the top that fit into a 
cradle. The diameter of the pot is 23 inches, and the 
distance from end of lug to end of lug, 25 inches. MILL 
SUPPLIES will appreciate receiving from any reader 
familiar with this type of melting pot the name and 
address of the manufacturer. This particular melting 
pot is not listed in any of the catalogues available to 
MILL SUPPLIES, nor is it known to any of the supply 
houses specializing in such products at which inquiry 
has been made. 
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Their development keeps pace 
with increasing pressures an 
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HENRY VOGT MACHINE CO. 
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LOUISVILLE, KY. 
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anufacturers of: Oil Refinery Equipment, Drop Forged Steel 
alves and Fittings, Water Tube and Horizontal Return Tub- 
ular Boilers, lce Making and Refrigerating Machinery. 


— 


oa 
as 
ep 

, 
ita 

¢ 


Drop Forged Steel 
VALVES & 


FITTINGS 

















































: 
: 
; 








© 


FPR 


oe 
Ge 


SI EE 
ake 








March, 1929 


MULL QuPpPLUEss 





Would We See Ourselves as Others 
See Us, and Profit Thereby? 


Isn’t It True That Advice From Outsiders Is Generally Appre- 
ciated Only When It Is What We Like? 


Speaking of free advice, the man who asks for it often 
doesn’t want it, the man who gets it often doesn’t take it, 
and the man who gives it never misses it. 
be more lightly valued than advice that is volunteered 
by an acquaintance or asked in mere idle curiosity? 


often give more heed to the breeze 
that blows than to the advice prof- 
fered by someone outside of our 
corps of professional advisers. Some- 
times we have even ignored good ad- 
vice when so doing has cost us good 
money. It is unfortunate for a busi- 
ness man when he has a tempera- 
ment that causes him to reject advice 
because he doesn’t like it. 

Some people will go to the doctor 
and pay him for a prescription, and 
then, after taking the medicine 
home, throw it out because they do 
not like the taste of it. It would 
almost seem that these advice rejec- 
tors are somewhat like the man in 
the story. “When I am sick,” said 
he, “I go to the doctor and pay him 
for a prescription for medicine. The 
doctor has to live. And then I take 
the prescription to the druggist and 
get the medicine from him. The 
druggist has to live. And then I 
carry the medicine home, and, in- 
stead of taking it, I throw it into 
the sink. I have to live.” 

The big colleges sometimes provide 
for distribution among the incoming 
freshmen a little book of rules, in- 
formation and suggestions. In one 
of these books I recently saw the fol- 
lowing statement: “If you don’t 
know, ask. Curious freshmen make 
wise sophomores.” Sometimes I 
think that if every freshman in busi- 
ness, every beginner, every young 
executive, even if he thinks he is as 
wise as the freshman at college often 


thinks himself, could be given a similar snappy little 
volume that he would recognize as authoritative, there 
But the value of the book would 
all depend upon the young man’s willingness to accept 
some of the advice contained therein. 
Those Who Heed Rules Will Benefit 

I don’t know what proportion of college freshman 
heed such rules as are given them on arrival on the 
campus for the first time, but I do know that those who 
heed the rules find themselves getting along a great deal 
better than those who think rules are made only because 


would be less failures. 


it is somebody’s job to invent them. 


FRED COUNTERMAN 


What could 


We 





ADVICE OR APPROVAL? 

How often have we asked for 
advice, when 
have only sought commenda- 
tion or approval. If the man 
who offers advice, or from 
whom we seek it, is candid and 
says things we don’t like to 
| hear, how often have we felt 
| hot under the collar, and 
resentful toward the individ- 
ual in question. 

Yet, if we were to learn to 
accept advice in the way it is 
intended, or at least to con- 
sider it in an unbiased way, 
we might often do ourselves 
and our businesses a world of 
good. It is a peculiar trait 
of many people that causes 
them to resent just and above- 
board criticisms and sugges- 
tions, and in many cases it is 
fatal to them so far as their 
| businesses are concerned. 
| As Mr. Counterman states, 
the man who gives advice 
never misses it, and there is a 
lot of so-called advice given 





out by those who love to dis- | 


| 
| pense it, that is not even 
| worth consideration. But the 
| man who is at all discriminat- 
| ing can easily separate the 
| chaff from the wheat, and 
give thought to that which 
| deserves it. 





in reality we | 








Business books and magazines are filled with matter 
intended to make the way easier for the inexperienced. 
The only reason why more men do not profit by such 
assistance—call it advice, if you like—is that they do 
not heed it, often because they don’t think they need it. 


“T don’t read the business mag- 
azines,” a business man told me. 
“What do those fellows know who 
write the stuff that is printed? 
They’re just theorists. They wouldn’t 
know a ball bearing from a socket 
wrench.” , 

That man’s business office looks 
like the office of a small town garage. 
It is the office of a rule-of-thumb 
man who works everything out in 
detail for himself and accepts his 
own conclusions. I did not argue 
with him. I did not even pause to 
remind him that the best business 
literature must be written by men 
who have succeeded in business and 
who are acknowledged authorities, 
or who have supplied the informa- 
tion on which the literature is based. 
I did not even suggest that nothing 
can be more practical than a sound 
theory. It would have sounded as if 
I were offering him some of my ad- 
vice, and advice is the one thing he 
does not want, though he needs it 
badly enough. 

The duke of Wurtemburg once 
said: “Three things one cannot ad- 
vise upon, one way or another— 
marriage, war and a pilgrimage to 
the Holy Land. They may all begin 
well and end badly.”’ What he doubt- 
less meant was that a man was a fool 
for his pains if he offered or was in- 
duced to give advice in the instances 
named. The duke might easily have 
expanded the number of instances 


by several items without going very far wrong on them. 
Opinions of Others Often Valuable 

Yet the opinion of the other fellow regarding what we 

seek to accomplish is often valuable and worthy of our 


consideration. If he is an outsider, his opinion may be 


especially valuable on that very account. He will in many 
cases be a better judge of the causes of failure than the 
man on the “inside.” 

The golf player who has developed a bad hook or slice 
will find that some observer of his play can tell him 
things about his stroke that he could never discover for 


himself. We may get mad if our partner or opponent on 
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Mill Supply Distributors 











THE Graton & Knight Company calls your attention to the com- 
plete line of Leather Belting, Rubber Belting and Specialties which 
it can furnish Mill Supply Distributors. 


All of these products carry our guarantee of strictly high quality. 


This line offers the Mill Supply Distributor a real opportunity for 
volume and allows a fine margin of profit. 


These products include: 


Flat Leather Transmission Rubber Goods, Leather Pick- 
Belting ers, Lug Straps, and other 
Link “V” Leather Belting Loom Straps 


Round Leather Belting Woven Textile Lug Straps 


Automobile Fan Belts 

Leather Cups “U” and Flange 
Packings 

Leather Washers, Discs and 


other miscellaneous 
A complete line of Mechanical products 


Lace Leathers 
Belt Cements and Dressings 


Transmission, Conveyor and 
Elevator Rubber Belting 


We shall be glad to send additional information to jobbers who are 


interested in handling these products. 











Graton & Knight Company 


WORCESTER, MASS. 
Tanners 


Leather Products 
Leather and Rubber Belting 


GRATON * 























When writing to Advertisers please mention Mitt Suppvies 


March, 1929 MULL SUPPILUES 89 





the links tries to tell us what we are doing that is wrong, | 
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and yet that fellow can observe us better than we can | 


observe ourselves. 

You and I know certain men in the mill supply busi- 
ness are doing things that are fatal to their success. 
We can see why they are losing their hold on the trade. 
But these men would never ask for our opinions, and if 
we volunteered them, they would receive no consideration. 
Such men would reject our suggestions without trying 
to find out whether or not they were good. 

We cannot very well criticize that attitude with any 


consistency because it is our own attitude in many cases. | 


We may see the mistake someone else makes in not lis- 
tening to advice about his affairs, perhaps in not asking 
for advice, yet we turn right around and behave the 
same way ourselves. Once in a while there is a business 
man who seeks and tries to profit by all the ideas obtain- 
able from other business men, but such men are still 
scarce. 

We go so far at times as to wonder what others think 
about our business and the methods of conducting it, 
but generally take it for granted that people think we 


are fine business men, and view our methods with ap- | 


proval. If we go so far as to ask for opinions, it is often 
because we want to be praised. We like to be patted on 
the back even though it makes us round-shouldered. We 
frequently seek others’ opinions of us because we think 
we are going to like those opinions. 
Don’t Like Attention Called to Mistakes 

“O, wad some power the giftie gie us to see oursels 
as ithers see us,” sang “Bobby” Burns, and we think of 
that as something we would like, but we generally are 
only kidding ourselves. 


takes, some of which we will not admit we possess and 
others of which we prefer not to have mentioned, even 
though we know they are there. 

It would, however, do most of us a world of good to 
see our business practices as the public sees them. We 
cannot get at the facts without letting the other fellow 
tell them, and the chances are he would be afraid to tell 
them truthfully. He would, if he is a friend, hate to 
tell the truth as much as we would hate to hear it. 

Be sure that just as there are people who are talking 
about your personal affairs, there are people talking sim- 
ilarly about your business. People are going around with 
their eyes open and their tongues wagging, and you and 
I must expect to be the subjects of their comments and 
criticisms. Blinding our eyes and closing our ears to 
such things will not stop them. 


We would not like it aud do | 
not want it, because others see our faults and our mis- | 


If this little article seems to have the disagreeable | 


flavor of advice beneath its thin sugar coating, its ac- 
ceptance at its face value with direct application to your 
own case may be the proof of your ability to take an 
outsider’s viewpoint and criticism in the friendly way 
it is often intended. 


4—4—» 
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The Rubber Institute 
(Continued from Page 65) 





law of supply and demand, and we therefore need have | 


but little concern with this phase of our problem. 
Institute Should Strengthen Jobber’s Position 
The distribution factor is the one in which we are 
vitally interested. If the Rubber Institute has been 
formed to promote the general welfare of the rubber 


goods industry, we may feel sure it will intelligently and | 
constructively handle the question of distribution through | 
the jobber. The jobber of mechanical rubber goods must | 
be considered a part of the rubber goods industry. The | 
jobber, who performs an economic function, is a neces- | 





are ‘Easy’ to sell 


because 
(1) They are made of the 


finest virgin metals by an 
‘exclusive process.” 


(2) They have been well ad- 
vertised and widely used for 
many years. 


(3) They are available in a 
wide variety of sizes, both 
solid and cored. 


(4) They are available for 
very prompt shipment, due to 
the large 














stock which we 
always keep on hand. 











There’s a big field for 
Replacement Bearings 


American Non-Gran Bronze 
Corporation 


Berwyn (Philadelphia District) 


Penna. 


“Use Coupon Below” 


American Non-Gran Bronze Corp. 


Berwyn (Philadelphia District), Pa. 


Gentlemen: Send me Distributor’s Proposi- 
tion, Data and Literature. 
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Announcement 


The Joseph Dixon Crucible Company, established more than a century 
ago, and fer more than 65 years identified as a leader in the manufacture 
of graphite paints, announce the addition of two new paints— 








DIXON’S a DIXON’S 
UTILITY n MAINTENANCE 
PAINTS d FLOOR PAINTS 





These additions come only as a result of many demands and strong pres- 
sure brought to bear on the part of industrial and railroad consumers or 
users of Dixon’s Paints and dealers from all parts of the country. The 
finished products have been brought up to the Dixon standard of quality 
through intensive laboratory research work extending over a period of 
many months. These paints have been prepared to particularly meet the 
present-day requirements ef industrial buyers. 









Dixon’s Utility Paints 


Made in Four Standard Colors 






Utility Red Standard Gray 
Bronze Green Standard Brown 












This paint is made consistent with our best quality efforts and is waterproof and 
weatherproof to a high degree, giving from two to four years wear under normal 
exposure. 







Dixon’s Utility Paints may be strongly recommended for the best of results on 
exterior metal and wood surfaces. 






Dixon’s Maintenance Floor Paints 


Made in Eight Standard Colors 






Light Gray Standard Green Oak Mahogany Red 
Dark Gray Rich Brown Dust-proof Special Tan 












This paint has been developed for the protection of wood, composition, cement, 
and concrete floors and meets the need for a high grade line of paints for floors, 
steps, etc., of office buildings, factories, hospitals, hotels, homes, ete. 







Dixon’s Maintenance Floor Paints, in their application to concrete floors, will 
effectually withstand ‘‘dusting”’ and the disintegrating effect of alkali. 






Dixon’s Industrial Paints 


Made in Fourteen Colors 






The present line of Dixon’s Industrial Paints—known for more than 65 years as 
Dixon’s Silica-Graphite Paints—has been extended to fourteen standard colors, 
including a Straight Aluminum paint and a Standard Red Oxide paint. This 
provides a complete line of paints for the protection of all industrial structures 
and equipment and is highly recommended as the most protective of paints at 
lowest cost per gallon, judged by years of service. 








Because of the reputation of this Company—built up over a period of 102 
years—the name “*DIXON” meets with ready acceptance on the part of 
buyers and insures the salability of products bearing this name. 







Details of an unusually profitable distributor proposition with co-operative 
merchandising features may now be obtained. Ask for Special Paint 


Deal No. 71-B. 






Paint Sales Division 


J oseph Dixon Crucible Company 


JERSEY CITY Oe NEW JERSEY 
Established 1827 
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sary adjunct, and the institute should be vitally in- 
interested in his welfare. The institute no doubt will 
recognize that the manufacturer who maintains branch 
stores and warehouses for the distribution of products 
to the consuming trade must class these branch organiza- 
tions as jobbing units, and should see that they function 
as jobbing units. For what else are these branch ware- 
houses and sales offices selling the consuming trade, but 
jobbers? They should be operated as jobbing units on 
the same basis as the manufacturer classes other job- 
bers. 

The institute will no doubt clarify the jobbers’ posi- 
tion in the eyes of the manufacturer, and should lessen 
the tendency of manufacturers to sell the consumer at 
prices with which the jobber cannot compete. This should 
be done not solely for the jobbers’ benefit, but to bring 
home to the manufacturer the fundamental truth that 
he cannot merchandise as economically to the consumer as 
to the jobber. When the manufacturer awakens to the 
fact that only through the jobber can he maintain satis- 
factory distribution, and that in endeavoring to market 
his products without the jobber he has seriously affected 
the welfare of his industry, then and not until then, in 
the humble opinion of the writer, will this vital distribu- 
tion condition be corrected. 

It is the writer’s firm belief that the formation and 
functioning of the Rubber Institute will vastly strengthen 
the position of the mechanical rubber goods jobber. 

Ot 
A Dealer Discusses ‘‘ What Price Mili Supplies?’’ 
(Continued from Page 67) 
will furnish dealers with resale prices or discounts, and 
then expect them to quote discounts beyond these prices. 
Is this stabilizing the industry? 

On the other hand, we find a number of manufacturers 
establishing resale prices, and if a dealer cuts under 
them, these manufacturers refuse to sell him. This plan 
of set resale prices is working out successfully for many 
supply houses, and is certainly acting as a stabilizer. 

Is it not up to the associations representing both sides 





of this question to continue more earnestly their work | 


together in an endeavor to secure not only the general 
establishment by manufacturers of resale prices, but 


maintenance by them of the prices established? The | 
sooner this has been accomplished, the sooner will our | 


business become sound and satisfactory. 
——_~+0+ 
A San Francisco House Where System Reigns 
(Continued from Page 79) 


tion is given to the salesman who spends a great deal of | 


his time on the outside, and therefore has less oppor- 
tunity to keep in constant touch with stock conditions. 


He is given a certain allowance, previously decided upon | 


by the management. 
Accurate Cost Figures Maintained 
Much stress is also laid upon the importance of main- 
taining accurate cost figures. Mr. Heitmuller points out 


that the cost department, developed by the firm at con- | 
siderable expense, is very efficient. One of the ideas | 
worked out in the cost department is to figure the cost | 
of an item in relation to its turnover. It is taken for | 


granted that an article with slow turnover, which never- 


theless must be stocked, represents a higher selling ex- | 


pense than an item which moves more rapidly from the 
shelves. That difference must be taken into considera- 
tion when figuring the selling price. 


Instead of figuring a higher selling price, some may | 


























































































OXY-ACETYLENE 
Welding and Cutting 
Equipment 


Hundreds of thousands of dollars are 
being saved in factories, foundries and 
metal working plants through the use 
of Imperial Welding and Cutting 
Equipment. 

Broken parts—from the smallest to 
the largest—are repaired at a fraction 
of the cost of new parts. Imperfect 
castings are saved from the scrap heap. 
Gates and risers are cut from castings 
at lower cost and greater speed than 
by any other method. 

And more and more, Imperial Oxy- 
Acetylene Welding and Cutting 
Torches—now durably chromium 
plated—are being used in production 
operations, increasing output and re- 
ducing costs. 

Surely there are operations in your plant 
that could be done better, quicker and more 
economically with Imperial Welding or Cutting 
Equipment than by the method you are now 
using. Our engineers are not merely welding 
experts—they know production and mainte- 
nanceas well. Let them tell you frankly whether 
or not you can profitably use Imperial Equip- 
ment. A letter to us entails no obligation. 





Send for New Complete 
Catalog 


The Imperial Brass Mfg. Co. 


511 South Racine Ave., Chicago 























Advertised to 
the world’s largest 


Month after month, American Machin- 
ist, Machinery and Mill e° Factory 
carry Thompson advertising to buyers 
of hack (and band) saw blades. It tells 
them of the increased efficiency and 
economy to be obtained through 
correct use of these tools, tying descrip- 
tions of right methods ingeniously to 
Milford and MilFlex. No wonder the 


sale of Thompson Blades increases 


life. Soft back for flexibility. 8”, 10’, 
12” lengths. 

32 teeth WAVY SET for thin tubing, 
sheet metals, light BX, wiremold. 

24 teeth WAVY SET for brass, iron 





Hard teeth for fast cutting and long 


When writing to Advertisers please mention Mitt SuppLigs 


“Watch the Pres- 
sure, Especially at 
the Start” is the 
caution in our cur- 
rent advertising 
which contains 
meat for both seller 
and user. Read it. 


hack saw buying market 


How closely are you allying yourself 
with us in our efforts to enlarge your 
hack (and band) saw business? The 
arguments used in our advertising 
should prove helpful to your salesmen 
in their endeavor to persuade non- 
Thompson users to standardize on the 
Thompson Line. Interlock your efforts 
with ours... increase today’s sales and 
insure bigger business for tomorrow. 


Mil Flex 


The Wavy Set Blade in Hand Frame Sizes Only. A speedy, unbreak- 
able hack saw blade for mechanics, plumbers, electricians, sheet 
metal workers and radio workers. 


Tungsten Alloy Steel 


pipe, heavy tubing. The finest blade 
made for electricians, plumbers, garage 
mechanics. 


18 and 14 teeth Straight Set for cast 
iron, bronze, tool steel and small 
solids. Sell the right blade* for the job. 


Standardize on; the Thompson Line and simplify your selling. 


THE HENRY G. THOMPSON & SON CO. 
Established 1876 NEW HAVEN, CONN., U.S. A. Incorporated 1898 


*Thompon’s MilFlex 
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ask, why not buy the slow turning item in smaller quan- 
tities? This is not always practical. The price differ- 
ence of quantity and small lot purchases may be consid- 
erable. The price of a half gross of an item may be way 
out of proportion to the price of the same quantity in a 
purchase of several gross. So it is ordinarily more prof- 
itable to buy in larger quantities, and figure the element 
of slow turnover in the selling price. 

That can be worked out only with the aid of an effi- 
cient stock keeping system, such as has been developed 
by the Marwedel house. With such a system, the rate of 
turnover of each item can be figured from experience 
over a period of several years, and the purchases held 
down as closely as possible to actual demand. 

A big problem faced by the Marwedel organization 
was to provide the maximum display and stock keeping 
space in somewhat limited quarters. One move was to 
stock metal in a separate warehouse, located a short dis- 
tance from the main building. Approximately a million 
pounds of metal is stored there. In the main building, 
the various other items handled by the company are kept 
in systematic arrangement on five floors, the sixth floor 
being used for the general offices. 

Stocking and Displaying Lines 

Take the main floor, where the greatest possible use is 
made of available space for stocking and displaying lines. 
Here you will see a large assortment of tools displayed 
on wall panels, which open up to reveal numerous stock- 
ing bins. There are show cases, too, and under them 
bins and drawers, so that every inch of what would other- 
wise be surplus space is used. The walls are covered 
from floor to ceiling with hundreds of small drawers ar- 
ranged in a way to facilitate the gathering of items to 
fill an order in the shortest possible time. 

Mr. Heitmuller stepped behind one of the show cases to 
illustrate how small items are stocked in small bottom 
drawers. In one of the drawers the writer saw a variety 
of screws. Each size was kept in a separate metal box, 
which was properly labeled with number and size. 

“When a customer is interested in such a small item,” 
explained Mr. Heitmuller, “the salesman will take him 
behind the show cases, open up the drawer and display 
the entire assortment, from which the customer may 
make his choice. It certainly is a great time saver, for 
the salesman is spared a lot of footwork going to and 
from stock shelves which may be located in remote sec- 
tions of the stockroom. The customer also appreciates 
the convenience.” 

Bulk quantities of tools, equipment and supplies are 
stored on the second floor. From this stock the bins 
located on the main floor are replenished daily, or as 
often as required. 

Heavier material, such as emery wheels and power 
transmission equipment, is stored on the other floors. 
Especially attractive is the manner of stocking emery 
wheels. For this purpose a number of shelves have been 
constructed, the lower shelves being deeper than the ones 
above, and containing the larger sizes. 

Gears are likewise stored on shelves, and are easily 
removed from the spikes which protrude from the wall. 
This system is far superior to the practice of displaying 
gears on floors, for they can be handled more quickly and 
with less exertion. 

Chains are wound on drums, and can be unwound easily 
and quickly. The drums are placed in such a position that 
the stock clerk does not have to stoop down or lift the 
chain. 

Everything is arranged for the convenience of em- 
ployes. Cleanliness, order and accessibility are the fac- 
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“FAIRBANKS” 


The Name and the Sign 
which for years has 
represented 
“Standard for Quality 
and Service’’ 








A646 Contractors 


Valves 
Trucks 
Barrows 
for 
Every 
Purpose 


No. 01 Globe 





Boston 


Fig. Q2183 Grocery 


The FAIRBANKS Company 


New York 


Factories: 


Pittsburgh 


Valves—Binghamton, N. Y. 
Trucks and Barrows—Rome, Ga. 


Distribution in All Principal Cities 
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The Thread Manufacturer 
Needs Cocheco— ¥ 


“‘The Power From dainty stitches sewn with finest thread in a piece of 
Behind the exquisite handiwork to the broad strong leather belt that 
Product’ carries the Cocheco label — is a long way. A way marked 
with the sign posts of modern production — carefully organized 
manufacturing methods, highly specialized machines and — as 

usual, delivering the power — Cocheco Belting. 

























The thread manufacturer is no exception to the rule of modern 
industry by which leaders in every field are on the list of , 
Cocheco users. The reputation for quality and service makes * 
Cocheco the choice wherever leather belting may be used. ; 
Our ‘‘Book on Belts’’—the detailed story of Cocheco tl 
Leather Belting—mailed on request. ¢] 
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tors that permit rapid filling of orders, and make it pos- | 
sible to maintain an accurate perpetual inventory of 
stock. 


a 


Pittsburgh Gage Elects 

At the annual meeting of stockholders of the Pitts- 

burgh Gage & Supply Company, Pittsburgh, the follow- | 

ing directors were elected for the ensuing year: C. E. 

: Beeson, J. W. Henry, Mark R. Craig, Henry W. Heedy, 
8 John F. Kraft, Sherman C. Parker, D. M. Bryar and 
C. B. Barton. Ofiicers were elected as follows: C. E. Bee- 
son, president; C. B. Barton, vice-president and general 
manager; D. M. Bryar, vice-president; W. H. McBride, 
' secretary; J. G. Reuter, treasurer. Charles E. Beeson 
succeeds the late W. L. Rodgers as president. Mr. Rod- 
gers died December 2nd. Mr. Beeson has also become 
president of the Gainaday Electric Co., which is affiliated 
with the Pittsburgh Gage & Supply Company, and of 
which Mr. Rodgers was also president. Mr. Beeson is a 
director of the Pittsburgh Steel Co., and vice-president | 
in charge of operations of its subsidiary, the Monessen | 
Coal & Coke Co. 





Cold Fact and the 
Cold-Drawn Socket 


Your buyers buy with the big majority, 
in buying ALLEN Screws. Sales records 
like performance records—prove the 
superior service of cold-drawn sockets. 


A Manufacturer’s View of the Money Rate Situation 

(Continued from Page 81) 
Is there not a time when confidence that all is going 
well in business and is to continue going well should 
be undermined? Isn’t that what the federal reserve 
board statement has done? Let us ask ourselves an- | 
other question: Why was it not done earlier, before | 
the situation had become so serious? Not since 1919- | 
1920 has there been such a rapid increase in commercial 
rates as that of the first nine months of 1928. From the 
beginning of 1928 this became a “strain” on business 
activity. 


Users of hollow screws well know the 
merits of different sockets, differently 
made. They've tried them all. We advo- 
cate trying ‘em all. 


After testing the theories, the fact remains 
that Allen screws stand up! They not 
only ought to; they do stand up. You 
don’t have to prove it by diagrams. 
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But business leaders seem to believe that business 
recessions or depressions if foreseen should never be 
mentioned for fear of undermining confidence. No one | 
loves a pessimist, and whoever sees and announces loss | 
or danger ahead, in the careless language of the un- 
thinking, is a pessimist. No one has ever suggested a | 
monument to the inventor of the alarm clock. Sut 
now when lack of confidence will prove much more 
costly, the alarm is given. Why not give it as in the 
case of tuberculosis, kidney disease or cancer, at the | 
earliest possible moment? 

What Does Future Hold in Store? 

The chart shows what will happen to the trend of busi- 
ness in 1929 and 1930 if changing cost for borrowed 
money is to affect it as it invariably has since the war. 
It has been showing this since January Ist, 1928. | 

The deplorable situation in the stock market, with | 
the serious consequences that may follow, is blamed 
: chiefly upon individuals and corporations that have, in 
E addition to the banks, provided funds for such speculation 
to the amount of $2,615,000,000—an increase of such 
loans in the last year of $1,563,000,000. In the July 
issue of Looking Ahead we intimated that business men 
were short-sighted in making such loans, for they were 
bound to bring about a falling off in business. 

The National City Bank in its February bulletin calls 
attention to the fact that many of the leading corpora- 
tions have “consistently abstained from the call loan 
market,” thus supporting the federal reserve board in 
its efforts to prevent increasing commercial paper rates. | 
The bulletin names as among these, the United States 
Steel Corporation, the American Telephone and Tele- | 


Your “Allen” is strong in theory and it is 
strong in fact—particularly in the fact 
of the cold-drawn socket, surpassing in 
strength any other socket of any design. 


The Allen Mfg. Co. 


139 Sheldon St. Hartford, Conn. 


BRANCH OFFICES: 
W. C. Stauble R. E. Gregory W. J. McRae 
3360 Pasadena Ave. 816 Mulford St. 320 Market St. 
Detroit, Mich. Evanston, Ill. San Francisco, Ca . 
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Built Like An Automobile Motor * 
Parts Ground to Fit e 


That’s how efficiency is secured—It means a small effi- 
cient, noiseless air pump for a job that now requires a 
large machine of the old type. The relative cost to pro- 
duce is greater but increased production holds the cost 


to the user down. 
Leiman Bros 
Patented 
Rotary 


Wherever air is required at a pressure or a vacuum most 
likely these pumps will be found to represent the ultimate 
possibility —the surprise racehorse for the trip. 






































Increased efficiency through mass production and im- 
provements in construction give you this, the latest and 
most up to the minute air pump for vacuum or pressure 
at less cost than you expect—and a smaller, more com- 
pact machine than you expect. 


LEIMAN BROS. tua 


Makers of Good Machinery for 40 Years 
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aff LOS ANGELES—Shaw Palmer Bakewell Co. MINNEAPOLIS—Northern Machinery & Sup. Co. 
Wh e re to CHICAGO—Squire Cogswell Co., Satterlee & Co. 
Channon Co. ST. LOUIS—Brown Machinery Co. : 
INDIANAPOLIS—Vonnegut Machy. Co. Colcord Wright Machy. & Sup. Co. 4 
B Th BALTIMORE-—Kemp Machy. Co. ROCHESTER—Homer Strong & Co. " 
uy em BOSTON—Hayes Pump & Machy. Co. CINCINNATI~—Kinsey Co. i 
TOLEDO— National Supply Co. CLEVELAND—Cleveland Duplex Machy. Co. 
PORTLAND, ORE.—Portland Machy. Co. Pattison Supply Co. ; 
TORONTO—-Williams & Wilson Strong, Carlisle & Hammond Co. é ; 
MONTREAL—Canadian Fairbanks Morse Co. SEATTLE—Cox & Co. 
Williams & Wilson Foreign Fa 
QUEBEC—Williams & Wilson ENGLAND—Thos. Ashton, Ltd., Sheffield ( 





DETROIT —Strelinger Co. JAPAN—Fukagawa Shokai, Tokio 
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graph Company, the General Electric Company, the 
American Radiator Company, General Motors Corpora- 
tion and the National Biscuit Company—“the very aris- 
tocracy of American industry.” 

They without doubt have taken this stand, not be- 
cause of lack of available funds, but because they were 
clear-seeing enough to know that it would help business 
in the end and thus prove more profitable to them. 

The chart does not necessarily indicate that total busi- 
ness fcr 1929 is to be lower than that for 1928. It may 
be greater, as 1926 was greater than 1925. The chart 
only shows that there is ahead of us a turn-down in 
business volume and that the turning point will prob- 
ably come in 1929. Our estimate puts the date at about 
April, 1929; but it may not come until the Fall, as if 
did in 1926. We fear, however, that it will come earlier, 
because of the decided falling off in building contracts 
from the June, 1928, index of 107 to the January, 1929, 
index of 86. 

Peden Company Changes 

Bb. F. Watts, Jr., for the last three years assistant man- 
ager, has been appointed general manager of the Peden 
Iron & Steel Co., Houston, Texas, succeeding in that 
position E. A. Peden, who has been president and man- 
ager of the company for three years, but has relinquished 
the duties of manager. Mr. Peden continues as presi- 
dent. E. D. Peden, secretary and assistant treasurer of 
the company, has also been made assistant to the presi- 
dent, and Ralph B. Galloway has been named sales man- 
ager, succeeding H. M. Stone, who, however, continues 
as a vice-president and director of the company. Mr. 
Galloway was formerly with the Richards & Conover 
Hardware Co., Kansas City, Mo. 
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COATED ABRASIVE PRODUCTS 
Government’s Booklet on Simplified Practice Recom- 
mendation No. 89 Is Now Available 

Instead of 8,000 varieties of coated abrasive products, 
spot stocks will now be limited to 1,976, corresponding 
to an elimination of 


7 Aa 


75.3 percent, the department of | 


commerce announces through its division of simplified | 


practice. According to the department, the printed gov- 
ernment pamphlet is now available for purchase. 

For years the quantity of sizes and varieties of coated 
abrasive products has been increasing at a rapid rate. 
Many thousands of varieties have been stocked and cata- 
logued when actually only a certain portion of them have 
enjoyed a satisfactory turnover. 
of considerable importance in view of the fact that the 
estimated annual output of the industry amounts to about 
$16,000,000. This over-diversification in manufacture 
led to the development of Simplified Practice Recom- 
mendation No. 89, Coated Abrasive Products. The in- 
dustry fixed January Ist, 1929 for absorption of the 
obsolete varieties. The standing committee of the in- 
dustry, which will have in charge the periodical revision 
of the programme, is composed of the following: 

William MacGregor, The Carborundum Company, Ni- 


This became a matter | 


agara Falls, N. Y., representing the Abrasive Paper and 


Cloth Manufacturers’ Exchange, New York 
of committee), 
walk, Conn., representing the manufacturers; George 
A. Fernley, secretary of The National Supply and Ma- 
chinery Distributors’ Association and the National Hard- 
ware Association of the United States, and R. J. Atkin- 
son, Brooklyn, The National Retail Hardware Associa- 
tion, representing distributors of the commodity, and 
G. A. Renard, secretary of the National Association of 


(chairman | 
and E. B. Gallaher, Clover Mfg. Co., Nor- | 
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Get the Right Wheel! 


Particularly, when you order a general all 
purpose wheel for offhand grinding you will 
expect this wheel to grind a variety of work— 
to grind fast, free and yield maximum life. 

Try an Abrasive wheel on one of your 
machines. It will measure up to the standards 
above. Open and porous in structure, these 
wheels of Borolon give a greater freedom of cut, 
while the tough, sharp edged Abrasive grain, 
held in a strong bond, holds up longer. 


Write for Illustrated Folder. 


ABRASIVE COPDPANY 


DIVISION OF SIMONDS SAW AND STEEL. COMPANY 
Tacony and Fraley Sts. 
PHILADELPHIA, PA. 
CHICAGO 


DETROIT 
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THESE TRADE-MARKS ARE YOUR GUIDE TO PULLEY PROFITS 


5 
aun PULLEY. WORKS 


; THE NING: 
O AGS ‘= BROWNIN om 
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Boost Your Transmission Business 
by supplying the pulleys your customers need 













































Bo require pulleys—pulleys require hangers, shaft- £9) © 
ing and couplings. One order leads to another! .. . 
“eae ee Complete 
Co-ordinate your sales. Supply the very best pulleys to Seek 
your customers and they will be better satisfied with — : 
for 
their belt drives. 
, ; ee ‘ ’ nstan 
Cash in on the steadily increasing demand for Paper ; 
a ee . Delivery 
Pulleys, for original and replacement equipment on , 
motors and all kinds of belt-driven machinery. Most Established I 
‘a A 1 
dealers carry a stock, but if your territory does not Resale ; 
warrant this, make use of our factory stocks to give Prices ‘ 
. } 
prompt service to your customers. A complete range of 
sizes from 11%” to 14” diameters always ready for in- Sure tm 
stant delivery. We ship singly or in quantity lots for Profits : 
you, and at wholesale prices. © © i 
i cl 
IN ORDERING, give this information for each pulley wanted: diameter; width of belt g : 
to be used; size of shaft; dimensions of keyway in shaft; and kind of machine on 4 
which to be used ...Why not write today for complete list of stock sizes and price list ? is 
ne 
C 
THE ROCKWOOD MANUFACTURING CO., Indianapolis, Ind. : 
THE OHIO VALLEY PULLEY WORKS, Maysville, Kentucky mm 
a »¢ 
Divisions of General Fibre Products, Inc.~ Belt-Drive Specialists b H. 
q Gx 
“ 3 ra 
; om 
WHEN YOU NEED WOOD-SPLIT PULLEYS, SPECIFY “LIMESTONE” @ 
or; 
of 
dic 
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Purchasing Agents, New York, and W. M. Phillips, Gen- 
eral Motors Corporation, representing users. 

A perusal of the printed booklet on this simplification, 
which may be secured from the superintendent of docu- 
ments, government printing office, Washington, D. C., for 
10 cents a copy, discloses the fact that more than 600 
individual concerns, scattered over an area of forty-four 
states, have accepted the programme. 

E. W. Puckett Retires 

E. W. Puckett, head of the Fort Wayne Pipe & Supply 
Co., Fort Wayne, Ind., since its organization in 1902, 
and a well known figure in the mill supply field, has 
retired from the presidency, and C. J. Stier, who has 
been vice-president and manager of the company, has 
been elected to succeed him. Mr. Stier has been with 
the company for more than twenty-five years. Julius H. 
Schroeder has been named vice-president of the com- 
pany. Mr. Schroeder, who will continue to serve as 
sales manager, has been with the organization for nine- 
teen years, and a director for thirteen. Announcement 
has also been made by the company that F. H. Hageman 
has been added to the sales staff. Mr. Hageman, who 
has been a member of the company’s office staff for the 
last six years, succeeds M. G. White, who has gone to 
Battle Creek, Mich., where he has a position as an auto- 
mobile salesman. 

oe on 
BOLT AND NUT MERGER 
Pittsburgh Screw & Bolt Co. Formed to Take Over 
Activities of Three Organizations 

A new corporation, known as the Pittsburgh Screw & 
Bolt Co., has been organized to take over the businesses 
formerly conducted as the Pittsburgh Screw & Bolt 
Corporation, the Graham Bolt & Nut Co., and the Colona 
Mfg. Co., manufacturer of pipe couplings and fittings; to- 
gether with patent 
rights to new types 
of alloy steel propel- 
ler blades and hubs 
for aeroplanes. The 
Jones & Laughlin 
Steel Corporation 
has had a control- 
ling interest in the 
Graham company 
for the last five 
vears. The Colona 
company has_ been 
controlled by Wil- 
liam G. Costin and 
his associates. 

William G. Costin 
is chairman of the 
new company, and 
Charles R. Fergu- 
son, formerly presi- 
dent of the Pitts- 
burgh Screw and 
Bolt Corporation, is president. John P. Hoelzel, George 
H. Lee, Howard Keally, John M. Yahres and Frank B. 
Gordon, formerly of the Pittsburgh Screw & Bolt Corpo- 
ration, and H. C. Graham and Charles J. Graham, for- 
merly president and vice-president, respectively, of the 
Graham Bolt & Nut Co., are vice-presidents of the new 
organization, and J. M. Auty is secretary. The board 
of directors includes: Henry Lockhart, Jr.; Taylor Aller- 
dice, formerly president of the National Tube Company ; 
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Just “somany 
Bolts and Nuts” 


Whether it’s a keg or a car- Rye 

load, whether it’s bolts, nuts, Te 
screws, or rivets, standard or 

special, there's more to buying 

from Clark than just getting “so many 

bolts or whatever.” 


| There’s Quality 
of workmanship and material—a very valu- 
able quality when it has a chance to show up. 
There’s Uniformity— 
through and through, today, next week, 
next year or ten years from now. 
There’s Prompt Delivery— 
from immense warehouse stocks backed by 
ample factory equipment for handling the big 
orders with dispatch. 
| There’s Intelligent Service— 


understanding, almost anticipating your 
needs. 


Yet Clark products cost no more. 





Let us quote. 






75 Years 
Back of Every Piece 
Produced 


Since °54 


GLARK Bros fort (0 


BLACK AVE. 





MILLDALE, CONN. 


| 
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The Gladiators of old won glory and praise because of their 


Saw Blades. 

VICTOR HIGH SPEED STEEL HACK SAW BLADES 
cut faster, last longer and produce a greater number of cuttings 
in any comparative test. 


VICTOR SAW WORKS, Inc. 


MIDDLETOWN, N. Y. 






















strength, their endurance, their readiness to fight and win on 
the field of battle. Their old spirit still lives. Thus the Victor 
ttademark was selected as a symbol of the quality, the strength 
and the incredible durability that is built into Victor Hack 





Look for the word BADGER, it iden- 
tifiles the best in Car Movers—the 
mover that has zt for car moving and 
sales getting— 


WHY? 


Because—BADGER Movers have 
SPEED, POWER and DURABILITY 
and profitable sales are not built 
around the initial order, but on repeats, 
and our product is so well known and 
liked, that repeat orders are certain to 
follow. 
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ADVANCE SAFETY 
CAR WRENCH 


A safety device for opening hopper 
bottom railway cars—Fits any size 
winding tap and automatically adjusts 
itself. A strong, durable tool, per- 
fectly safe to handle. 


Sole Manufacturers 


ADVANCE CAR MOVER CO., INC., Appleton, Wis. 


Through 






ES a vous 








yea: 


sa a i i ee 


We Sell Only 


The Jobbers 


—- © Fm RF 
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Van Lear P. Shriver and John A. Dillon. Charles J. 


Graham is president of the Bolt, Nut and Rivet Manufac- 


turers’ Association. 

The company has the former Pittsburgh Screw & Bolt 
Corporation plant on Preble avenue, Pittsburgh, N. S., 
and the Graham plant on Neville Island, in the Ohio 
river, near Pittsburgh, together with large capacity in 
the Chicago district in the Gary Screw & Bolt Co., Gary, 
Ind., which a few years ago absorbed another Chicago 
district bolt and nut company. 
Co. plant is at Colona, Pa. 


——— +04 


BONNEY WORKS AIDS AVIATION 
Guggenheim Fund Sends Certificate of Appreciation 
for Airport Arrow on Plant 

Because of the enterprise of the Bonney Forge & Tool 
Works in placing a large airport identification arrow on 
the roof of the Bonney building, Allentown, Pa., has 
been officially listed for airport identification on aviation 


Daniel Guggenheim Fund 
for the Wromotion of Aeronautics 
ye 
Ghis is to Goertify that Clute. 
fas com, olor ted Vhen ork ofc Cert lication br thedervice 
Yi; coreal nen “ga ation Mdbcontlbuting tothe cstalltsiment 
fa nahonM wdesy phen ae hon ty Gy atr’ 


In HGH re: fo MVesadhiweme pete apresentel 
fe nk rel Week 
2 “_ > 
ty Mee dtredord fl te Pande 
a 


Mykfgee — Eldebef 


Certificate from the Guggenheim Fund 


maps by the Daniel Guggenheim Fund for the Promo- 
tion of Aeronautics. 

In recognition of its action, a certificate of appreciation 
bearing the signatures of Harry F. Guggenheim and 
Charles A. Lindbergh of the Guggenheim fund has been 
presented to the Bonney company. The document certi- 
fies that the work of identification for the service of 
aerial navigation has been completed in Allentown, and 
that the record to that effect will be made available for 
the aeronautic industry, the post office department, and 
the department of commerce. 


ee oe 


G. H. Babcock Heads Monarch 

George H. Babcock has been elected president of the 
Monarch Metal Company, Chicago, to succeed the late 
Herbert L. Lemon, who died recently. The other officers 
of the company are J. Lemon, vice-president, and George 
Lemon, secretary. Mr. Babcock, who was formerly vice- 
president of the company, and who is well known in the 
mill supply field, will have active charge of the business. 
He is making plans for a wider distribution of the com- 
pany’s products. 
will give the company an annual capacity of a million 
pounds of metal, according to Mr. Babcock. Floyd V. 
Wile has recently been added to the sales force, and will 
cover Indiana, Ohio, Pennsylvania, New York, 
southern states that were previously covered by Mr. 
cock. Mr. 
from Theodore Geissmann & Co., 
utors of steel products. 


Bab- 


Inc., Chicago, 


New equipment installed in the plant | 





and the | 


Wile went to the Monarch Metal Company | 
distrib- | 


MULL QUPPL 


The former Colona Mfg. | 








An adjustable piercing 


punch and 


with Bristo cap screws 
and set screws. Has 
your product adjust- 
able parts? 


die equipped 








Quick 
positive 
adjustment 





The action which occurs in setting up 
a Bristo cap screw is as positive and 
precise as that of a piercing punch 
perforating sheets of steel. 


The Bristo wrench fits the socket. 
Its dovetailed flutes grip the screw 
and hold it perfectly. Response to 
pressure on the wrench is immediate 
and all the power applied goes into 
the set-up. Likewise, the tightest 
set-up is easily loosened. Extra 
pressure in the haste of making a 
quick adjustment cannot damage 
the dovetailed flute socket. 


Here is the ideal cap screw for places 
that require frequent and positive 
adjustment. Let us tell you more 
about the patented Bristo 
socket. Write 


THE BRISTOL CO. 


Waterbury, Conn. 


Makers of Bristo hollow 
safety set screws. 


Send for your copy of 


Bulle ptin 


821-H; it 


gives complete infor- 


mation. 
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(UNVARIABLE CONTROL 


VARIABLE PRESSURE 


It’s 
the 


control problems. 
in all types and varieties. 
Requires no attention. 

Send for illustrated folder and 


catalog. 


The Regulator Folks 
1190 Adams St. 


Boston, Mass. 
Mason Regulator Co., Ltd., 


686 Notre Dame St. West, 
Montreal, Canada 


Regulator 
to Handle 


Regardless of the pressure of steam 
water, oil, gas, air, vapor, etc., the 
Mason Regulator reduces and main- 
tains an even pressure at all times. 
—Designed by engineers of over 
40 years experience in pressure 


Made of highest quality materials 


MASON REGULATOR CO. 






















What makes Hack Sawing cost so much 
more than it ought to cost? 


THINK OF, IT: More than 50°; of all hack saws break 
before they deliver a fraction of the service they ought 
to give. 
We thought about it and developed TRIPLE-IFES. 
Made of a special alloy steel, TRIPLE IFE Blades are 
so designed and heat-treated that they will do a pro 
digious amount of work without breaking or stripping. 
So faithfully do 
these blades stand 
up that we can 
guarantee them 
with the broadest 
guaranteeever put 
behind a hack saw 


blade. 









TRIPLE-IFE 
HACK SAW 
BLADES 






WE WILL REPLACE EVERY TRIPLE-IFE THAT 
BREAKS IN USE 

No strings to this guarantee—just tell us if you break 
them and WE WILL REPLACE THEM. 

But the unbreakable feature is not the sole claim to 
your patronage, as TRIPLE-IFE Blades will outwear and 
outcut most of the blades on the market. A trial order 
will convince you or we will gladly send you a test 
blade free of charge. 


JOBBERS. Some exclusive territories are still open. Ask us 
about our co-operative sales methods. 


The Arion Steel Company 
Boston, Mass., U. S. A. 
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Random Notes * 


From American Jrade Literature 
CARL W. MILLER 5 


The Bases of Leadership 

Able administrators, skilled workers, professional and 
moral leaders cannot be made by birth or money. They 
cannot be selected by divine right or through bureau- 
cracy. Nor can their ranks be filled from a limited class. 
Our leadership can be found and it will be sympathetic 
to our ideals if we maintain the decency and dignity of 
family life; if we maintain free and universal educa- 
tion; if we maintain for every individual an equality of 
opportunity to attain that position in the community to 
which his character and his ability entitle him. Then 
our supply of leadership will stream forward of its own 
impulse.—Herbert Hoover. 


The Deepest Oil Well 

There seems reason to believe that the future of our 
oil supply lies at depths below present wells. There is 
Spindletop, which, drilled some hundreds of feet deep, 
went through an entire cycle of gushers, big production, 
exhaustion, abandonment. Years later, in the same field, 
wells were drilled several thousand feet deep, struck new 
oil levels, and Spindletop came back to life. A few years 
ago, average new wells were drilled to 2,000 and 2,500 
feet, now the average is about 3,000 feet. A single 
California company is pumping from about 40 wells from 
4,000 to 4,500 feet deep. So it is not idle curiosity which 
leads to the sinking of such holes as the world’s deepest, 
8,255 feet (1.56 miles) down, in west Texas. This is 
undoubtedly the deepest hole of any sort ever made by 
man. It was done with a cable tool rig, driven by two 
25/65 horsepower oil well motors. Its owners plan to 
go deeper yet.—From “Engineering Achievements, 
1928,” published by Westinghouse Electric & Mfg. Co. 





Shafting Alignment Pays 

Everywhere we hear of the attention being given to 
the reduction of wastes in all departments of the tex- 
tile industry. Power wastes can be greatly reduced by 
a general realigning and releveling of shafting, and 
more mills are giving this matter the needed attention. 
Some mills, before the advent of poor business con- 
ditions, employed a night crew of skilled mechanics 
who did nothing but level the transmission lines of 
shafting. These crews worked continuously and _ sys- 
tematically through the plant. Did this work pay? It 
surely did. Numerous cases could be cited where ma- 
chines had to be stopped at times because group-drive 
motors could not carry them all, but after the shafting 
lines had been leveled and aligned, the motors easily car- 
ried the full quota of machinery.—Textile World. 


Making Good Use of Dealer Helps 


The Montana Hardware Company of Butte, Mont., 
(also a distributor of mill and mine supplies) has de- 
veloped the following way of getting results from the 
booklets and other advertising literature which manu- 
facturers distribute as dealer helps. First, all this ma- 
terial is carefully segregated as it comes in and kept 
in neatly labeled horizontal pigeon holes in a corner of 
the store. Then, once a week each department head takes 
as many dealer helps as he will need for six days’ package 
enclosures. In this way, each department has a chance 





to do a good promotion job for itself and distribute the 
literature that is most helpful to it. Third, instead of 
slipping the printed matter in the packages in the usual 
manner they are first carefuly placed in a manila envel- 
ope about 10 inches long, which carries the word “Im- 
portant” in large red letters, and under this the store 
name and address. 

“Few people,” says E. S. Woodland, store manager, 
‘seem to be able to resist the temptation to open an en- 
velope labeled in this manner, and that. is one reason, 
we believe, why these envelopes are usually opened and 
their contents read.” 

This store believes that the direct results they can 
definitely trace to their plan of systematic distribution 
of dealer helps justifies the little time it requires.—Good 
Hardware. 


World’s Largest Gas Holder 

A new gas holder, the largest in the world, has just 
been placed in operation in Chicago. It is of the perman- 
ent rigid structure type, total height 490 feet, and capac- 
ity twenty million cubic feet of gas. It is the first in- 
dustrial structure built in co-operation with aviation 
authorities, to act as a land mark for aviators. A large 
arrow, painted on top, directs to the Chicago Municipal 
Airport. The structure is illuminated by 53 powerful 
lights, operated by an astronomical clock. In addition 
it is fitted with a photo-electric device which automatic- 
ally turns the lights on and off when dense fog turns 
day into night. 

The Value of a Pipe Nipple 

“T know of no better way of impressing upon buyers 
of pipe nipples, their real worth and value, than by re- 
peating the old well-known truism—‘A chain is no 
stronger than its weakest link,’” wrote C. R. Kammerer, 
president, H. C. Atkins Mfg. Co., in a recent issue of 
his company’s house organ. “A pipe-line can be no 
stronger than its weakest nipple. In the past, too little 
attention has been paid to quality in pipe nipples—mate- 
rial and workmanship. Generally speaking, a nipple has 
been a piece of pipe threaded on each end and made of 
any sort of pipe available. Just so it would function to 
the extent of making up the joint seemed to satisfy the 
manufacturer. With the recent adoption of a set of 
standards by the department of commerce at Washington, 
to which our company subscribed, manufacturers and 
buyers have realized that a pipe nipple is just as im- 
portant a link in the lines of an office building, house, or 
any plumbing system, as any other part of the line.” 

Metered Mail System 

The Ohio Brass Company has recently put into opera- 
tion, the ‘Metered Mail System.” This system is being 
used by many of the larger manufacturers, mail order 
houses and other business institutions where there are 
large volumes of mail sent daily. All first class letters 
weighing not in excess of one ounce and not requiring 
more than two cents postage are run through the metered 
mail machine. The adhesive stamps are no longer used 
on this class of mail, as the “impression” made by the 
machine serves in place of the stamp. The impression 
made in the upper right hand corner of the envelope 
shows the license and permit numbers, time and date 
mailed, city and state and cancellation marks. The 
machine, which is similar in appearance to the cancelling 
machine used in city postoffices, is electrically controlled, 
and, although it is quite complicated, its operation is very 
simple. The machine is capable of sealing, stamping, 
postmarking, cancelling and counting two hundred and 
fifty letters per minute. 
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THE INSIDE STORY 


Every blow-torch customer you have knows a 
thing or two about tools. When you tell him the 
C & L inside story—the unseen things which 
Clayton & Lambert have put in a blow-torch for 
better and longer use—he’s sold before you're 
half through. 

Two blow-torches can look like twins—on the 
outside. But what he wants to think of is the 
inside of a torch—the part that does the work. 
And it’s that part which Clayton & Lambert have 
spent years and years improving. There’s the 
patented shut-off valve in Clayton & Lambert 
No. 32. It absolutely prevents the gas orifice 
from ever being enlarged. He can’t ruin No. 32 by 
a careless twist of the wrist. Another exclusive 
Clayton & Lambert improvement is the vapor- 
izing vein system. It produces greater heat—in 
less time—and doesn’t use as much fuel. Still 
another important point to bring out is Clayton 
& Lambert safety. The fittings are built into the 
tank so that they’ll never come out or fall in. 
That patent removes all explosion danger. 

Those improvements mean a lot to users—and 
a great deal more to you. They mean quicker and 
easier blow-torch sales, if you explain them. Proof 
of Clayton & Lambert’s salability lies in the fact 
that they’re the largest selling blow-torches in the 
world. Write for our catalog describing the Clayton 
& Lambert line of blow-torches and firepots. 


Crayton & Lampert 


Manufacturing Co. 
DETROIT, MICH. 
















his BLOWER 
3 Cov 10 DAYS~ 


CLEMENT 
CADILLAC 
BLOWERT 


Keeps motors and other machinery free from destructive 
dust and dirt. Pays for itself quickly in increased efh. 
ciency of electrical and mechanical equipment of all kinds 


Delivers absolutely dry air with force sufficient to 
clean thoroughly, yet without injury to windings or 
any other delicate or intricate equipment. Prevents 

shut-down losses due to shorts and burnouts in 
electric motors. Reduces fire risk. 


f ’ Instantly convertible for suction clean- 
AN ing. Special attachment for spraying. Hun- 
Ws \\ dreds of uses. 


A rapid seller with liberal dise 
counts. Market hasn't been 
scratched. Live dealers wanted for 
territories not already covered. 


Write for descriptive literature and for 
details of this trial offer 
624 Fulton St. 


Clements Mfg. Co. “Chicago. 


Oldest and Largest Manufacturers of Portable 
Electric Blowers 








The SKINNER 


and Drill Press Vise 


% 
“The 


Handy 
Tool” 





ONE GREAT ADVANTAGE of this vise is that 
the edges are at exact right angles to the base. 
After one cpzration has been completed, the vise 
can be turned on its side without loosening the 
work and a second operation completed. The vise 
has a flange on all sides for clamping. 


THE SKINNER CHUCK COMPANY 


NEW BRITAIN,CONN U.S.A. 


New York Chicago Cincinnati San Francisco 
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Sounded Like That 

A summer school teacher kept her 
pupils interested in stories from Greek 
mythology. She told them how the 
mother of Achilles dipped him in the 
Styx, and made him invulnerable. The 
next day she asked the pupils to write 
out what they remembered of the 
stories she had told them. One little 
fellow turned in the following essay: 
“The mother of Achilles dipped him in 
the stinks, and a age intolerable.” 


W white aati Exposed 
From an account of an Oregon wed- 
ding: “The bridegroom’s present to the 
bride was a handsome diamond brooch, 
together with many other beautiful 
things in cut glass.” 
Sure, Take ’Em Along 
The Judge: “Prisoner, the jury find 
that you did not steal the spoons. You 
may go.” 
Prisoner: “Thank ye, sir. And may 
I keep the spoons ? : 
And the aati Left 
Burglar: “If you so much as move 
I’ll squeeze the life out of you.” 
Spinster: “Now don’t forget—that’s 
a promise.”—London Mail. 





Covering Up 
Doctor—“Say, you’re going to 
your stomach drinking that stuff.” 
Old Soak—’Sall right, Doc, ’sall 
right, it won’t show with my coat but- 
toned.” 


ruin 


Fit for That Job 
Foreman: “Hey, Murphy, 
carrying some more bricks?” 
Murphy: “I ain’t feeling well, 
I’m trembling all over.” 
Foreman: “Well, then, 
with the sieve.’ 


how about 
Boss, 


lend a hand 


A Little ins ‘Scotch 
Dentist (to Scotchman)—“It will cost 
you $38 to have this tooth extracted.” 
Scotchman—“‘How much will it cost 
to have it loosened a little?” 
They Didn’t Speak 
“Pat, what’s that piece of blank 
paper you have in your hand?” asked 
one Irishman of another. 
“Oh, that’s a letter from my wife.” 
“How do you mean a letter from your 
wife? Sure, there’s no writing on it.” 
“Of course not. The missus and my- 
self are not on speaking terms.” 





How to Start the Day Wrong 


: : : : By BRIGGS 











You BID A CHEERY Good 
MORNING. To THE OFFICE 
HELO 


it's , A PLE ASORE 
To WORK FoR | 






















NOTHING CAN DISTURB You 
30 YoU MAGNANIMOUSLY 
ORDER Tee Gor To SHOW IN 
THe STRANGER AT YOUR GATE 


a — 


In Jimmie 
\ ‘SALLE RIGHT 


-AND ONE OF THESE KIND 
BStows Iw 


HELLO ARTHUR, ) ye 
a me ee 
x 
P 









HE SAYS 
\T 

Pot SENAL 
\ MATTER 


















(VE BEEN IN HARD LUCK | 
RAISE A LITTLE COIN itL \ 
SERVICE To You 





Soo BE ABLE TO PAY (T | 
| Back 1 JusT WANT IT Rese 
| AS A Bose N - You KNOW ™ 
\ not 4€ — or A GU 
\ \T. 











Mixed His Cases 

In a certain little town in the west- 
ern part of the country the justice of 
the peace, as well as having to hear and 
judge cases, has also to perform mar- 
riage ceremonies. One day a couple 
came to him and asked to be married. 

“Do you take this man to be your 
husband?” he said to the bride. 

The woman nodded eagerly. 

“And you,” he continued, 
mindedly, addressing the 
“what have you to say 
fense?” 


absent- 
bridegroom, 
in your de- 


* 


One Defunct Mathematician 

She: “How dare you stumble into 
your home at this time of night? What 
time is it?” 

He: “My love, its quarter of twelve.” 

She: “Liar, it struck three as you 
fumbled with your key.” 

He: “Well, ain’t three a quarter of 
twelve? Hey, there, what you doing 
with that shotgun?” 

The Coroner: “It’s evident this wo- 
man let go with both barrels at close 
range.” 

* ok * 
Glass Is Transparent 

People who live in glass 

shouldn’t throw parties. 


houses 


aaa OLD BoY You'RE ONG 

~ OF GOD'S NOBLEMEN 

THATS ALL AND IF 1 CAN \ To Do THts AND SOME DAY ILL 
BE INA RoSITION To SE OF 


Gi hago oa 
Be Dou 





AND You REAUZE - You've 
FALLEN FoR ANOTHER TOUCH 
YouR DAY 1S ComPLETELY 

ee ae ~ 


1 HATE 


bAn'T ALWAYS 


ine stiee! a, He BLAMES 




















And Left Them Dazed 

A college student arose from the 
table in a fashionable dining room and 
walked toward the door. He was pass- 
ing the house detective at the entrance 
when a silver sugar bowl dropped from 
his bulging coat. 

The guest glanced calmly at the of- 
ficer, then turned with an expression of 
polite annoyance toward the occupants 
of the room. 

“Ruffians,” he said. 
that?” and walked out. 


* %* * 


“Who threw 


A Perfect Understanding 

Two gentlemen riding on a train 
were both very much intoxicated. 

First Gent—‘What time is it?” 

Second Gent (after extracting a 
match box from his pocket with much 
exertion and gazing at it intently)— 
“Thursday.” 

First Gent—‘My heavens, I’ve got to 
get off here.” 

* % * 
A Darn Good Reason 

Famous Surgeon—“I have been treat- 
ing men for ten years and have never 
heard a complaint. What does that 
mean?” 

Voice from rear—“Dead men tell no 
tales.” 
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Standard -in. and %y-in. Heavy Duty a o 3 and 5 < 3 sp rng —_ pe 
Drills. Drills made in various sizes up to . E. or x 
1%-in. capacity. General Electric ~~ Bad S. x. F. Aly 1! . 
Universal Motors used. Ball Bearings. Ball lh og 
Established THE STANDARD ELECTRICAL TOOL Cco., Write for bie mee ‘ 
—_ Cincinnati, Ohio ee Se 











—IMICO UNIONS 


(Note the Brass Ring) 


Made of refined malleable iron with brass seat inserted 
in place by powerful pressure so that it cannot become 
detached. 


Approved by Underwriters Laboratories 


ILLINOIS MALLEABLE IRON CO. 


CHICAGO, ILL. 
Manufacturers Full Line Iron Pipe Fittings 








{ A Policy The Trap Of Traps 


that Favors 
Distributors 


The Dayton Safety Ladder is 
a profit-maker for distributors 
not only because of its many 


Nason 
strong selling points, but be- 


Steam 
cause the following sales poli- eS FS. 
cies are behind it: Traps 


1. Complete Protection for Distrib- 
utors. 





Genuine 








and other specialties 
have led since 1841 


2. Maintenance of price which gives 
a fair profit. 
3. Sales Cooperation. 


4. Steady advertising. 








Some good territory for distributors Class C, 20 to 70 Ibs. 
still open 


DAYTON 


Safety Ladder 


Bulletin on request. 





‘Nason Manufacturing 





(Patented) Company 
The Dayton Safety Ladder Co. Steam Specialty Specialists 
121-123 W. Third St. Cincinnati, O. Sidelug, 40 to 150 Ibs. 71 Fulton - New York 
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New PRODUC 


ana IMPROVEMENTS 9 : 








Exhauster Equipment for Grinders 


The Hisey-Wolf Machine Co., Cole- 
rain and Marshall avenues, Camp 
Washington, Cincinnati, Ohio, states 


the all ball bearing motor driven type 








of exhauster equipment illustrated 
herewith can be supplied for Hisey 
grinders of 10, 12 and 14-inch wheel 


capacity, and for Hisey buffing and 


polishing machines of 8, 10, 12 and 
14-inch wheel capacity. The same au- 
tomatic motor starter simultaneously 


controls both motors. 
Motor-Driven Trolley 
The Yale & Towne Manufacturing 
Company, Stamford, Conn., has brought 
out a motor-driven trolley designed to 
carry capacity loads from 1 to 3 tons, 
which can be adjusted to fit all stand- 


ard I-beams from 8 to 18 inches in 
depth. It is arranged for either man- 
ual or push button control, and is 


equipped with a % h.p. A. C. or D. C. 

















motor and an enclosed spur-gear reduc- 
tion, which operates in a bath of oil. 
Power is transmitted from the motor 
pinion, through the gear reduction, di- 
rectly onto two wheels of the trolley. 
The design provides for ready attach- 
ment of a Yale electric chain hoist or 
a Yale chain block of the hand type. 
The trolley is equipped with current 
collectors, and has a horizontal speed 


of approximately 150 feet per minute. 
Low head room can be obtained, the 
combination distance from the under 
side of the I-beam to the load hook 
being only 29 inches on the 1-ton elec- 
tric chain hoist and 35 inches on the 
2-ton electric chain hoist. The trolley 
can negotiate a 6-foot curve. The de- 


sign provides for a high factor of 
safety, the trolley side plates being cut 
from %-inch hot rolled steel plate. 


Where quick stopping is necessary, the 
driving motor can be provided with a 
solenoid electric brake, which operates 
directly on the motor-driven shaft, and 
which is released or applied immedi- 
ately when power is applied or cut off. 
Spring Winding Machine 

The Shaler Company, Milwaukee, 
has placed on the market the new 
Shaler spring winder. When this de- 
vice is' used, the process of spring mak- 
ing consists of inserting the wire and 
turning the handle of the machine until 
the desired length is secured. The de- 
vice will make pull or compression 
springs from the smallest size to 1%- 
inch diameter, in any size wire from 
the smallest up to and including 5/32 





inch. 


of an Compression springs, ac- 
curately spaced, with both’ ends 
squared, can be duplicated over and 
over again because of the positive space 
adjustment, which can be regulated up 
to and including % of an inch. The 
device is regularly provided with five 
arbors (the diameters most commonly 
used) and three rolls of wire, of .041, 
.055 and .082-inch diameters. Accord- 
ing to the company, the winder, which 
is simple in design, enables the user to 
turn out his own springs in any diam- 
eter or length in two minutes. 
New Home Water Systems 

The F. E. Myers & Bro. Co., Ashland, 
Ohio, has brought out two new home 
water systems. One is for cisterns or 
shallow wells down to 22 feet in depth, 
and capacities of 250 or 300 gallons 
per hour may be secured. It is self- 
oiling, has complete automatic control, 
and is designed for operation from any 
kind of city current or from farm 
lighting and power systems. This well 
has a floor space of 25 inches by 29 
inches, and is 52 inches high. Opera- 
tion is controlled by an electric switch 





which automatically starts the pump 
when the pressure in the tank falls 
to 20 pounds, and stops the pump when 
the pressure reaches 40 pounds. The 


Mi 





maximum pressure can be raised as 
high as 50 pounds if desired. The air 
supply in the tank is controlled by the 
automatic air volume control. The 
other new product is a deep well water 
system for wells over 24 feet in depth. 
This is also automatically controlled, 
self-oiling, is belt driven and has a 
6-inch stroke. Cylinders are available 
in four sizes, with diameters ranging 
from 113/16 inches to 3 inches, and 
capacities ranging from 2.5 to 7 gallons 
per minute. Wells up to 35 feet are 


operated by a 1-3 h.p. motor, with 
larger size motors being used for 


deeper wells. The maximum motor is 
1 h.p. This deep well system is made 
up of the Myers self-oiling working 
head with motor mounted on gear case, 
connected to a 42-gallon galvanized 
tank. The deep well outfit is illustrated 
herewith. 
New Six-Inch Grinder 

The United States Electrical Tool 
Co., 2498 West Sixth street, Cincinnati, 
announces 
a new six- 
inch grind- 
er, It ts 
, equipped 
with ball 
bearings, 
heavy nick- 
el steel 
spindle, a 
% h.p. mo- 
load speed, a fine 





or of 38,450 r.p.m. 
and a coarse wheel, 6 inches by % inch 
by % inch; adjustable tool rests and 


complete electrical connections. This 
grinder is furnished regularly for 110- 
volt, 60-cycle current from light socket, 
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Sales Credited to 
Our Distributors 


At our booth during the Power Show in 
Chicago last month, many sales were 
made and inquiries received. Every 
sale was credited and every inquiry 
referred to our Distributor in the cus- 
tomer’s territory. It is our fixed policy 
to protect our Distributors 100%. 


Write for Sales Plan 
MONARCH METAL COMPANY 


Established 1895 


119 South Lincoln Street Chicago 


Manufacturers of MONARCH BALL, the “Steel Process Babbitt,” 
and QUAKER METAL, the ‘“‘Ladle Bronze.” 
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The Valve with the Reversible Disc & Seat 


Seat and disc of Nicu- 
lanium—a hard, tough, close- 
grained nickel alloy—resists 
effectively the cutting, wear- 
ing action of high tempera- 
tures and pressures, that is 
one factor in the economy of 
Reverso Valves. 


To this is added the re- 
versible feature. When one 
side wears both disc and seat 
reverse and you have the life 
of another valve with no 
extra expense. 


‘th, q 
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But this is not all of Reverso’s 
vitality as disc and seat are easily 
regrindable. 


Reverso is a valve unexcelled 
on steam, water, oil, air or gas. 
For other features, types, sizes 
and prices, ask for new bulletin 


No. 17 
REVERSO:—Bronze body for 
200 lbs. pressure. Total tempera- 
ture 550 deg. F 
IROVERSO:—Iron body for 


8 150 lbs. pressure. Total tempera- 
No. 780 ture 450 deg. F 


THE D. T. WILLIAMS VALVE CO. 
CINCINNATI, OHIO 
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Everyone who uses 
or sells tools and 
vises for pipe, bolt, 
rod, or tubing should 
have a copy of this 
NEW Handy Sized 
Catalog. 

Everything is con- 
densed into short, 
clearly defined sen- 
tences and tabula- 
tions. Prices and 
sizes can be deter- 
mined at a glance 
for all 


GENUINE 
ARMSTRONG 
PIPE TOOLS 


Send the coupon below 
for a copy (or extra 
copies) and our worth- 
while sales helps. No 
charge ... No obligation. 


The Armstrong Mfg. Co. 


of Bridgeport, Conn. 


Founded 1869 





THE ARMSTRONG MFG. CO., 321 Knowlton St., Bridgeport, Conn. 
Please Send Us Copy of the NEW HANDY CATALOG. 
} Check here if you desire additional copies for your trade and our 
series of sales helps. 


M.S.3 — 
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Uniform 
Hardness 
Precision 
Quality 
Prompt 
Delivery 





American Swiss File & Tool Co. 
410-416 Trumbull St. Elizabeth, N. J. 


American Swiss 
Files... Knurls ...Tools 
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but can also be furnished in 220-volt, 
2 and 3-phase, and in 110 and 220-volt 
direct current. 
Cog Belt Drive 

The Webster Mfg. Company, 1856 
North Kostner avenue, Chicago, is now 
manufacturing the Webster cog belt 
drive for the transmission of power, 
which also acts as a speed reducer. It 
consists of a grooved driving pulley, in 
the grooves of which is run a belt of 
trapezodial cross section. Each pulley 
groove is shaped like the letter “V,” 





either coming to a sharp point at the 
bottom, or being cut off just above this 
point to give a small flat base to the 
groove. The transmission of power is 
accomplished by the wedging action of 
the belt section between and against 
the sides of the pulley groove. The belt 
is designed so as to ride between the 
sides of the groove, and not touch the 
bottom or base of the groove. The 
shocks of power suddenly applied are 
absorbed through the seating action of 
the belts in the grooves. 
Socket Wrench Sets 

Blackhawk Manufacturing Company, 
148 Broadway, Milwaukee, has recently 
introduced several de luxe sets of socket 
wrenches, in addition to its regular 
line. These new sets do not replace 
present sets or regular 
black enamel company 


tools in the 
finish. 


The 





states the new sets reflect the utmost 
in refinement of finish and excellence 
of design and workmanship. They are 
of chrome vanadium steel, chromium 
plated. They have double hexagon 
sockets, and lock-on sockets, which may 
be used as detachable, or securely 
locked on the handle. The sets have 
special metal cases of heavy gauge 
steel with two-tone crackle finish, black 
mottled over red. One of the new sets 
is illustrated herewith. 
Pick-Up Hand Truck 

Pollard Bros. Mfg. Co., Inc., 4037 
North Tripp avenue, Chicago, has 
added to its line of factory and shop 
equipment a new type of hand truck, 
known as a pick-up truck, for moving 
stacks of cartons, barrels and sacks. 


The truck is pushed under the article 
to be moved, the handle is pressed down, 
and the goods are ready for transport. 
The wheels are six inches in diameter, 
are mounted in steel forks and equipped 
with roller bearings. They can be fur- 
nished with semi-steel or rubber tires. 





The lifting platform is 14 by 16 inches, 
and is made of a heavy steel plate, bev- 
eled at one end. The handles are made 
of angle steel, formed at a comfortable 
angle for operation. 
New Skip Hoist 

Stephens-Adamson Mfg. Co., Aurora, 
Ill., is manufacturing a_ skip hoist 
known as type SD, which was included 
in equipment recently installed in the 
power plant of the city of St. Louis. 
The illustration shows a view of the 
type used for this installation. It is 





When a 


control. 
button is pushed, the skip bucket hoists 


semi-automatic in 


to the top, dumps and returns. The 
complete equipment is mounted on a 
single cast iron pedestal. The gears 
are totally enclosed in a housing which 
is also made of cast iron, designed so 
that the housing may be easily re- 
moved when it is desired to inspect or 
clean the gears. The skip bucket is 
rated for 1 cubic yard at 75 feet per 
minute, while the capacity of the hoist- 
ing machine is 1% cubic yards. The 
driving motor is a Westinghouse 7% 
h.p., 750 r.p.m., elevator type motor. It 
is fully equipped with magnetic brakes, 
slack cable release, geared limit switch, 
direct control mechanisms and a control 
panel. 
New Lines of Paint 

Joseph Dixon Crucible Company, Jer- 
sey City, N. J., announces the addition 
of two new lines of paint to its prod- 
ucts: “Dixon’s Utility Paints” and 
“Dixon’s Maintenance Floor Paints,” 
which have been prepared particularly 
to meet the present-day requirements 
of industrial buyers, according to the 


company. “Dixon’s Utility Paints” are 
made in four standard colors: Utility 
red, bronze green, standard gray and 
standard brown. These paints are rec- 
ommended particularly for use on ex- 


terior metal and wood — surfaces. 
“Dixon’s Maintenance Floor Paints” 
are made in eight standard colors: 


Light gray, dark gray, standard green, 
rich brown, oak, dust-proof, mahogany 
red and special tan. This line has been 
developed for the protection of wood, 
composition, cement and concrete floors, 
and is designed primarily for use on 
floors, steps, etc., of office buildings, 
factories, hospitals, hotels, homes and 
other structures. The company also 
states that its present line of industrial 
paints, known as “Dixon’s_ Silica- 
Graphite Paints,” has been extended to 
fourteen standard colors, including a 
straight aluminum paint and a stand- 
ard red oxide paint, providing a com- 
plete line of paints for the protection 
of industrial structures and equipment. 
New Line of Air Compressors 

Curtis Pneumatic Machinery Com- 
pany, 1928 Kienlen avenue, St. Louis, 
has placed on the market a new line 
of air compressors, known as the 75th 
Anniversary line of Timken bearing 
compressors. The line is so named be- 
cause its announcement coincides with 
the seventy-fifth anniversary of the 
founding of the company in 1854. The 
individual compressors making up the 
line incorporate several novel features 
in design and construction. They are 
intended primarily for use in garages 
and service stations, to supply com- 
sressed air for tire inflation, car wash- 
ing equipment, paint sprayers and 


' = 














various kinds of air tools, such as 
drills, riveters, etc. They are also suit- 
able for use in industrial plants where 
a supply of compressed air for inter- 
mittent service is required, for air 
hoists, industrial spray painting, pneu- 
matic water systems and other applica- 
tions. The complete line includes eleven 
models of various types and sizes, rang- 
ing from \% to 5 h. p., and 150 to 200 
pounds pressure. The company also 
builds a large number of unit equip- 
ments embodying these compressors, 
both stationary and _ portable, with 
tanks and without. The compressors 
alone can be furnished for installation 
in connection with existing line shaft, 
electric motor or gasoline engine drives. 
There are three general classes of 
compressors making up the complete 
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Bar and Pipe Truck 




















Write for Catalog No. 300 





THE CHASE FOUNDRY & MFG. CO. 


Columbus, Ohio 





a or a a ee ee SCANDINAVIAN WESTERN IMPORTING COMPANY Ltd. 


; 107-109 Lafayette St., New York, N. Y. 
Cars of All Kinds for All Purposes 


Minneapolis, Minn. Seattle, Wash. Montreal, Can. 























FRICTIONLESS on Bearing Metal means To Dealers in Mill, Mine and 
just what STERLING does on Silver—an Rastune Seale 
absolute guarantee actory ppies 


There is a lot of advertising being used on: 
Mechanical VS Electrical Motor Drives 
Group VS Individual Drives 


ate ||| The Moore & White Co.. pioneers in the Friction Clutch 
TRADE MARK 2 pl rs in Uh ‘ 

vi Industry, build a complete line of Friction Clutches best 
suited for every power application in use today. 








**It Has Stood the Test Since 1891’’ 


The standard “M&W” Friction Clutch, with its long- 
familiar and much-copied design, is still in demand for 
moderate speeds and ordinary working conditions . . . 
but for high speed installations, Mechanical or Electrical 
NICKEL GENUINE Drives, a different type of “M&W” Friction Clutch is 


recommended. 


GENUINE BABBITT When it is desired to make an installation requiring 
lubrication only once or twice a year, one point adjustment, 


COPPER HARDENED a De Luxe type of “M&W” Friction Clutch is recommended. 


All types of “M&W” Friction Clutches are guaranteed 
to be trouble-free, and are sold on a user-be-satisfied basis. 


We also make 


All of these Babbitt Metals are made from highly You know the conditions in your territory ... talk up 
refined raw materials, perfectly amalgamated — Moore & White Friction Clutches . .. we'll back you to 

: . : the limit, and get in line for your share of the profits that 
thus insuring satisfied customers and repeat orders. can be had by selling the “M&W” Friction Clutches . . . 
the fastest selling and most dependable Friction Clutches 
sold today. 


Krictionless Metal Company 


1458-60 Collins Street ‘aia —— a 
SAINT LOUIS, MO. THE MOORE & WHITE CO. 


2711 to 41 No. 15th. St., zs Philadelphia, Pa. 


CATALOGS “C” UPON REQUEST 
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line: The single cylinder, single stage; 
two cylinder, single stage, known as 
the duplex, and the two stage. A single 
cylinder compressor is illustrated here- 
with. 








‘Trade Literature f 




















Standard Pressed Steel Co., Jenkin- 
town, Pa., has recently issued a new 
bulletin on its power transmitting ap- 
pliances. This is a 16-page, illustrated 
booklet. It contains brief descriptions 
of the company’s various transmission 
appliances, and price and specification 
tables. A portion of one page is also 
devoted to illustrations of some of the 
company’s other products, such as steel 
industrial furniture, trucks and cap 
and set screws. 

Jenkins Bros., 80 White street, New 
York, has issued a_ six-page folder, 
known as Form 132, descriptive of 
the company’s “Fire Underwriters’ ” 


valves. Particular attention is devoted 
to “FM” special all-bronze, double- 
check valves, which are used with Jen- 
kins iron body underwriters’ gate 
valves on cross connections between 
public water and secondary supply 
from rivers, ponds or canals. The 
folder is illustrated and contains prices. 


Chas. A. Schieren Company, 42 
Ferry street, New York, tanner and 
manufacturer of leather belting, has 
issued a booklet on “Power Belt Rat- 
ings Under Unusual Operating Condi- 
tions,” by Roy C. Moore, M. E., which 
is No. 6 in a series, “The Seven Factors 
of Belting Economy,” published by the 
company. The booklet has 16 pages and 
contains illustrations in the way of 
photographs, diagrams and tables. 

The Parker Appliance 
10320 Berea road, Cleveland, 
issued an_ eighteen-page, 
booklet on “Parker Tube Couplings for 
Power Plants.” It describes the Parker 
tube coupling and the various pipe and 
tube fittings with which it is combined. 
It also covers in an interesting way the 
demand for a means of joining pipes 
and tubes in power plants, locomotives, 
airships, steamships and_ industrial 
plants of all kinds, that will withstand 
the stresses and strains, high pressures 
and temperatures of modern require- 
ments. 

The Aristrong Mfg. Co., 284 Knowl- 
ton street, Bridgeport, Conn., has is- 
sued a circular which contains a series 
of tabulations showing the complete 
and wide variety of dies for every pur- 


Company, 
Ohio, has 
illustrated 


pose which can be used with Arm- 
strong adjustable stocks. List prices 


are given. The circular also contains 
other information concerning Arm- 
strong adjustable dies. The .company 
states that dealer imprints can be had 
by dealers carrying pipe tools for sale, 
and that editions for foreign use will 
soon be released, 








Curtis Pneumatic Machinery Com- 
pany, 1928 Kienlen avenue, St. Louis, 
has issued a performance data bulle- 
tin on Curtis air hoists, cranes, trol- 
leys and compressors, and a special de- 
tailed survey on several applications 
of Curtis hoists in a foundry and ma- 
chine company plant. The performance 
data bulletin consists of eight pages 
and is illustrated. It records the ex- 
periences of several different types of 
plants in using Curtis products. The 
special survey, which also consists of 
eight pages and is 


illustrated, goes 
into considerable detail and includes 
information concerning investment, 


production, fixed charges, 
and labor costs. 

Samuel C. Rogers & Co., 191-205 
Dutton avenue, Buffalo, has issued a 
circular discussing features of the new 
Rogers 12 and 14-inch segment wheel 
chucks, which are designed for use on 
vertical and universal grinders and 
various makes of machine knife grind- 
ers. The circular also contains prices. 

Morse Twist Drill & Machine Co., 
163 Pleasant street, New Bedford, 
Mass., has issued a four-page illus- 
trated circular, containing an open 
letter, which discusses briefly the Morse 
line and and illustrations 
of some of the company’s products. 


(Obituary > 


Herbert L. 

Herbert L. Lemon, president of the 
Monarch Metal Company, Chicago, died 
in his home 
in Chicago, 
January 
30th, fol- 
lowing a 
sudden _at- 
tack of 
pneumonia. 
Mr. Lemon 
was. born 
in Meta- 
mora, TIIl., 
August 
17th, 1864, 
and had 
lived in 
Chicago 
since 1866. He entered business life in 
the employ of Conrad Fuerst, who con- 


depreciation 








H. L. LEMON | 


ducted the Machinists’ Supply Com- 
pany, Chicago, from 1874 to 1894. 
Later he became a salesman of bear- 


ing metals, and in 1891 organized the 
Monarch Metal Company, of which he 
was president until his death. Mr. Le- 
mon is survived by his widow; a sister, 
Mrs. Warren Baker, Glencoe, IIl., and 
a brother, George Lemon, who is gen- 
eral western manager for the Scovill 
Mfg. Co. 


W. D. B. Alexander 
William David Brown Alexander, 
president, The National Screw & Manu- 
facturing Co., Cleveland, died January 
23rd, in Mount Sinai hospital, Cleve- 
land, following a three weeks’ illness, 


Mr. Alexander, who was 70 years of 
age at the time of his death, was born 
in Cleveland, August 21st, 1858. After 
graduation from the public schools, he 
became a telegraph operator, then a 
bookkeeper for the Union Steel Screw 
Co. In 1889, backed by a few friends, 
he founded the National Screw & Tack 
Co., now The National Screw & Manu- 
facturing Co. For three years he 
served as secretary, and then became 
president. Within ten years of the or- 
ganization of that company, it had 
absorbed the Union Steel Screw Co., 
which Mr. Alexander had served as 
a bookkeeper. Mr. Alexander started 
the original National Acme Co. a few 
years later, and was its president until! 
1918. More than twenty-five years ago 
he founded the Prudential bank, which 
was later merged with the Cleveland 
Trust Co. Mr. Alexander had also been 
president of the Cleveland Bolt & Man- 
ufacturing Co., Cleveland Motorcycle 
Manufacturing Co., Drake Lock Nut 
Co., and Adams-Bagnall Electric Co. 

Deceased was a director of St. Luke’s 
hospital, a trustee of the Case School 
of Applied Science and the Calvary 
Presbyterian church, and a guarantor 
of Cleveland college. He was a member 
of the Union, Mid-Day and Mayfield 
Country clubs and other organizations 
in Cleveland and New York. 

Mr. Alexander is survived by his 
widow, Mrs. Lida J. Alexander, and 
two sons, Harold Graham Alexander 
and William Brownlie Alexander, both 
associated with The National Screw & 
Manufacturing Co. 


R. E. Steele 

R. E. Steele, president and manager 
of the Industrial Belting & Supply Co., 
San Fran- 
cisco, died 
in a hospi- 
tal in San 
Francisco, 
January 
23rd, fol- 
lowing an 
attack of 
pneumonia. 
He was 
taken ill 
December 
Ziet. Mae. 
Steele 
started in 
the supply 
business 
abo wu t 
thirty years ago with a New Orleans 
company. Later he was with Fair- 
banks, Morse & Co. in Denver for 
several years. For thirteen years prior 
to the organization of the Industrial 
Belting & Supply Co., Mr. Steele was 
with the Pacific Mill & Mine Supply 
Co., also of San Francisco, which he 
served as manager. Mr. Steele, Tom 
A. Williams, vice-president, and H. W. 
McCann, secretary-treasurer, organized 
the Industrial Belting & Supply Co. 
in 1924. Deceased is survived by his 
widow, 
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Simonds Files Guarantee 
Customer Satisfaction 


Mr. SALESMAN—When you call on the trade 
you can sell more files if you mention 
SIMONDS, because these files are known and 
used in industries of all kinds by men who 
demand quality tools for more efficient work. 
When you sell one order of SIMONDS FILES 
it means future business, because these files 
guarantee customer satisfaction and incidently 
more profit to the supply dealer. 


Tell your customers about Simonds 
Files and that you sell them. 


Simonds Saw and Steel Co. 
“The Saw Makers” 


ESTABLISHED 1832—FITCHBURG, MASS. 


Chicago, Ill Lockport, N. Y Portland, Ore. Montreal, Que. 
Boston, Mass Memphis, Tenn. San Francisco, Cal Toronto, Ont. 
Detroit, Mich Atlanta, Ga. Los Angeles, Cal. Vancouver, B. C. 
New York City London, England Seattle, Wash St. John, N. B. 


New Orleans, La 


SIMONDS 
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Tue Mitt Suprty SatesMAN Was Founded by Ernest H. Smith in 1922, and Dedicated to the Practical Application of Correct Sales Principles in the 


Distributicn of Mill Supplies. 








The Pitcher Must Have Good Support 


And He Must Be Sure, too, That He Always Does All He Can to 
“Play Ball’ with the Other Members of the Team 


All of us who attend baseball 
games are often disgusted with the 
way some of those games go. On 
many occasions, if we are witnessing 
contests outside of the big leagues, 
we see a team lose despite good 
pitching, and just because’ the 
pitcher received poor support. The 
fielders may not make many errors, 
but they are far from giving the 
pitcher the support to which he is 
entitled. They just do not try hard 
enough. This may be due to a per- 
sonal feeling against the pitcher or 
the manager. It may be due to a dis- 
ruption of team spirit, or sheer lazi- 
ness. In any case, the result is the 
same—a weak defense, a _ poorly 
played game of ball. But that kind 
of thing is so conspicuous when it 
happens in the big leagues that no 
player with anything at stake will 
take the chance of “laying down on 
the pitcher.” It is a bush league 
trick. 

Not long ago I went to see a new 
play that had been announced with 
a great fanfaronade. The leading 
parts were taken by players of great 
reputation, and they did their best 
to come up to expectations. The play 
was a failure because the supporting 
cast was too weak. The supporting 
cast, I believe, did the best it could, 
but it did not have the ability to 
play up to such leads. 

Didn’t Know of Advertisement 

I went into a men’s wear shop, 
drawn there by an advertisement in 
the newspapers, calling attention to 
a special value in hosiery. The ad- 
vertisement was very enthusiastic in 
its praise of the goods, and appar- 
ently, to judge from reading it, the 


FRANK FARRINGTON 


manager of the store felt he had sel- 
dom offered such a bargain in men’s 
socks. 

When I found a salesman at lib- 
erty, I inquired, “What about those 
special sixty-eight cent socks I saw 








FRANK FARRINGTON 


advertised in the newspaper this 
morning? Can I see some of them?” 

The salesman rather hesitatingly 
replied, ‘“Why—er—yes, certainly. 
You say they were a sixty-eight cent 


line? I hadn’t happened to see that 
advertisement.” (To a fellow sales- 


ep 


man) sill, which are those sixty- 
eight cent socks, special this morn- 
ing?” 

Bill, busily serving another cus- 
tomer, replied over his shoulder, 
“Look in those two drawers right 
behind you. They may be in there. 


I think those are the ones. 
hasn’t got ’em out yet.” 

‘First, I lost my belief that the 
store people were enthusiastic in 
their faith in the exceptional value 
offered on these socks. Second, I lost 
my faith in the honesty of the store’s 
advertising. Third, I lost my faith 
in the store as a good place to trade. 
Fourth, and last, I lost all interest in 
buying any of the socks, and walked 
out without even saying “Good-bye.” 

Happens Time and Again 

If anyone is disposed to comment 
that such a thing couldn’t happen, I 
can only reply that it has happened 
time and again in such or similar 
Ways within my shopping experience, 
and within the shopping experiences 
of most mill supply salesmen. It will 
happen in stores where the sales 
people are not interested enough in 
what is being done to read the com- 
pany’s advertisements in the news- 
papers. It will happen in other 
stores where the manager does not 
see to it that his force gives the ad- 
vertising the support to which it is 
entitled. Most of us have even found 
stores in which the sales force could 
not give the window displays support 
because they did not know what 
these displays were. 

There are probably few salesmen 
representing manufacturers or dis- 
tributors of mill supplies and allied 
lines who are of the type unwilling 
to give, or not interested in giving 
the company the support it should 
receive. A man unwilling to support 
his company with the efforts it has a 
right to expect from him will not re- 
main long in one position, nor will 
he find many new positions open to 
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him. He will 
lower level of work. 

But, willing or not, there are some 
salesmen who are not giving the 
company the support they ought to 
give it. If this is due to failure to 
make sufficient effort, all they need 
do is to make more effort. If it is 
due to the failure of the manage- 
ment to supply all the necessary in- 
formation, the management must rec- 
tify its ways or the salesmen must 
make it their business to get the in- 
formation on their own initiative. 

Not only is the company a loser by 
the failure of the sales force to give 
proper support; members of the 
sales force are also losers. No mill 
supply salesman can call on his trade 
and be found lacking in knowledge 
of the advertising his house has sent 
out, without losing prestige for him- 
self. 

Advertising Must Receive Support 

One of the important reasons why 
advertising does not pay—when it 
does not pay—is that it does not re- 
ceive the support it should receive 
from the men on the selling line. The 
mill supply distributor may spend as 
much money as he likes on adver- 
tising to his actual and prospective 
customers, but without support from 
his salesmen, the advertising cannot 
be expected to produce in anything 
like the degree it should. 

Advertising does not often of it- 
self bring the buyer fully to a deci- 
sion to buy. Once in a long time it 
sells him so completely that all the 
salesman has to do is to send in his 
card, but such instances are rare. Ad- 
vertising sets the prospect thinking 
about certain products. It may in- 
cline him favorably toward their 
purchase. It may arouse his curios- 
ity, and make him willing or pos- 
sibly anxious to listen to what the 
salesman has to 


soon gravitate to a 


say. It may give 
him information he has been want- 
ing and has not troubled himself to 
request. 

The better the advertising and the 
more frequent its appeal, the more 
it will do to help sales, but, save in 
instances where mail orders are de- 
liberately sought, it does not usually 
deals. It is taking the lead, 
but it must have support or no busi- 
ness will 


( lose 


result, and when no busi- 
from advertising, the 
advertising may be considered a fail- 
ure, an unprofitable expense. 

Some Salesmen 


ness results 


Are Curious 
Some mill supply salesmen allow 

themselves to 

regarding 


show some curiosity 


what their company is 
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going to do in the advertising line, 
as well as in what it has done and 
is doing. They make it their busi- 
ness, every time they are in the home 
office, to find out about the plans for 
future advertising. 

Obviously, it is wise management 
for the advertising or sales manager 
to see that the salesmen know all 
about the advertising that is being 
done, giving them information at 
least a little in advance of the de- 
livery of the advertising into the 
hands of the trade. Many salesmen, 
however, know of times when the 
first they heard about an advertising 
announcement was when it was 
brought to their attention by some 
customer upon whom they called. 

This condition would suggest that 
there are times when support is lack- 
ing at the other end. We have seen 
times when the pitcher did not seem 
to be supporting the team as well as 
he might. Support is essential on 
both ends or there can be no great 
success. 

Bad to Criticize Company 

A mill supply house needs support 
on the part of its salesmen in other 
matters than those connected with 
advertising. The policies of the com- 
pany need support in the field, and 
that is something they do not always 
receive. Any buyer will tell you that 
an occasional salesman seeks to 
curry favor with him by siding with 
him in a complaint about the policies 
of the company. 

“T can’t fix that advance dating for 
you,” says the salesman, “because 
it’s against the rule of the company. 
They ought to make some exceptions 
in cases like yours, where a man is 
a good buyer and has bought from 
us for a good many years. I’ve told 
"em so, but they can’t see it.” 

With some buyers that kind of 
thing may register, but the wise 
buyer knows that, regardless of what 
the salesman may say, his first alle- 
giance is going to be to his job, and 
that when he passes out that kind of 
talk, it generally means nothing. He 
may talk that way to make the buyer 
feel good, but he will not take the 
chance of differing seriously with 
the management back home. 

What the salesman may not realize 
is that he is injuring the standing 
of the company and making buyers 
dissatisfied with its policy when he 
criticizes it. ‘‘Why,” declares one 
buyer to others, “‘their own salesmen 
say they aren’t right on that.” It’s 
an ill bird that fouls its own nest, 
says the old adage, and yet aren’t 


salesmen doing something like that 
when they criticize the policies of 
their firm in the presence of buyers, 
even though they do it in the hope 
that it may result in an order? 

The company and the salesmen 
have a right to look for one hundred 
percent support from one another. 
Anything less than that is not part 
of a high class performance. 


Keeping Posted on Lines 


Salesmen Will Gain by Studying Man- 
ufacturers’ Literature 


The majority of manufacturers of 
lines carried by mill supply houses 
are consistent advertisers. This ad- 
vertising appears in three forms, 
generally speaking: First, publica- 
tion advertising; second, direct mail 
literature, such as circulars, booklets 
and catalogues, and, finally, informa- 
tive and follow-up letters. 

Such advertising, if properly pre- 
pared, contains well conceived mes- 
sages, and the salesman for the mill 
supply house who is interested in 
garnering all the information he can 
about the manufacturers whose lines 
he handles, and the lines themselves, 
should literally devour every bit of 
the advertising and sales material 
put out by these manufacturers. 

No one with sense would suggest 
that the salesman put in every min- 
ute of his spare time studying up on 
the lines he sells. The salesman, like 
anyone else, must have time for rest 
and recreation. Otherwise he will 
become stale, as does the athlete who 
“goes too strong” for a considerable 
period. But almost every day will 
provide a little time which the sales- 
man can spend in “polishing off,” so 
to speak. 

The prime necessity for success in 
salesmanship is knowledge. Without 
it, the salesman is as helpless as a 
small boat in a storm at sea without 
an engine, sail or oars. “Bluff” and 
superficial knowledge will not go far 
in these days of keen competition 
and keen buying. The man who suc- 
ceeds is the man who is willing to do 
a little more than the ordinary 
fellow. 


Are You An Authority? 


Salesmen Should Have Wide Knowl- 
edge of Customers 


The mill supply salesman, after 
covering a territory for a reasonable 
time, should become an authority on 
customers and prospective custom- 
ers in that territory. In order that 
he may become such an authority, he 
must be awake to every opportunity 
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to secure information on the plants 
his house numbers among its clien- 
tele, and on other plants which are 
possible customers. 

The salesman must know thor- 
oughly the products manufactured 
by these various plants, and some- 
thing of the processes employed. 
Naturally, he should know the re- 
quirements of these plants for indus- 
trial equipment, tools and supplies. 
His. store-house of information 
should include knowledge of indi- 
viduals in the plants, their duties 
and authority, as well as a good un- 
derstanding of the credit position of 
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customers and prospective customers. 

Such information is not only val- 
uable to the salesman in his own 
efforts. It is of great value in an- 
swering questions asked in his own 
office. It probably would be well, too, 
for the salesman to compile a note 
book containing information on all 
these customers and prospects for 
the guidance of his substitute in 
case he becomes ill, goes on vacation 
or is unable to cover his territory for 
any other reason. Such a note book 
would also be of great value to a new 
man breaking in on the territory in 
case the old salesman is transferred. 


The House Is The Thing 


And Right Will Triumph Eventually Even Though 
Some of the “‘Breaks’’ May Seem All Wrong 


It is seldom there is friction be- 
tween members of the sales force of 
the Milner Supply Co. This is due 
in part to the fact that the salesmen 
are impressed from the beginning 
with the idea that “the house is the 
thing,’’ and that co-operation among 
all selling representatives will bring 
success to the company, and result- 
ing benefits to the individual. It is 
also due in part to the steadying 
hand of old John Rosey, sales super- 
visor, who understands human na- 
ture, particularly the nature of sales- 
men, and who has the faculty of in- 
spiring his force with loyalty to the 
company and himself. 

But not long ago friction did break 
out between two of the salesmen. It 
was mainly the quiet type of fric- 
tion, which is perhaps the most 
harmful. Following one outburst 
between the two men, nothing more 
was said openly, but they sulked 
when in one another’s presence, and 
serious harm was threatened to the 
company’s sales structure, for both 
were highly efficient representatives, 
covered extremely good territories, 
and their efficiency was impaired 
while they were in this mood. 

The trouble arose over a big order 
from a manufacturing organization 
which had just moved into a new 
plant in the territory of one of the 
salesmen. Such a satisfactory ar- 
rangement had been made that it 
appeared this company would become 
a permanent customer. This indus- 
trial plant had formerly been in the 
other salesman’s territory, and he 
had been working on them for 
months, calling regularly, doing ey- 


erything within his power to add 
them to Milner’s customer list. He 
had frequently been assured that the 
Milner company was receiving every 
consideration, and on several occa- 
sions he had thought he had the 
prospect on the point of buying, only 
to lose out finally on sales. 


Bill Starts Something 
The salesman who had finally se- 
cured the order naturally was elated. 


coore RA Ton 





“The House Is the Thing” 


He had returned with it late in the 
afternoon, when no one was in the 
office except the salesman who had 
formerly covered the buyer in ques- 
tion and an office boy. Being in a 
jovial mood, he had twitted the other 
salesman good-naturedly. 

“Well, I sold Morgan-Brown to- 
day, Harry,” he said. ‘Got an order 
for $5,000 worth of stuff. What do 
you think of that? And here these 
people have been in your territory 
for years. Oh, oh.” 

Now, Harry was not in the same 
jovial mood as his co-worker. Faced 
time and again in his efforts to sell 
Morgan-Brown with apparent vic- 


tory, only to have to taste the bitter 
dregs in the cup of defeat, and then 
seeing the other man sell them very 
shortly after they had moved into 
his territory, he lost all control of 
himself. 

“Pretty soft,” he sneered. “I 
work on them for months, and get 
them in a mood to buy, and then you 
cop the gravy. Don’t be too cocky, 
old boy. Remember, Rome wasn’t 
built in a day.” 

Harry’s answer ruffled Bill decid- 
edly, and he retorted with a remark 
that reduced the relations of the two 
to mere speaking terms. 

The office boy didn’t tell John 
Rosey about the argument. John 
himself noticed the coolness between 
the two salesmen. He said nothing, 
but studied the situation, and came 
to the conclusion that there must 
have been some clash over a business 
matter, for he knew there had been 
no ill feeling of a personal nature be- 
tween the two men. Suddenly he re- 
called the Morgan-Brown order, and 
how that company had moved from 
an old plant in Harry’s territory to 
a new one in Bill’s. 

Disposing of the Commission 

A few days later he called Bill into 
the office. “On that Morgan-Brown 
order, I’m going to give Harry the 
entire commission if it’s all right 
with you, Bill,” he said. 

Bill’s face took on an expression 
of blank amazement. 

“Why, why, I sold the order,” he 
stammered. I—” 

“Yes, I know all about it,” replied 
John smilingly. “And you’ve got 
them for a regular customer, haven’t 
you?” 

“Yes, and—” 

“Now listen, Bill,” said old John, 
firmly, “you know I’m right. I knew 
there was bad blood between you 
two fellows, and it was foolish. 
Harry shouldn’t have flared up at 
you, as I know he must have, but you 
must realize that he worked long and 
hard on that account. I had felt 
even before I knew you boys were at 
outs, that you had had the ‘break,’ 
but I wanted to convince myself, 
after I saw how you felt toward one 
another, so I went out to see the 
buyer at Morgan-Brown’s myself, os- 
tensibly to express our company’s 
appreciation for the initial order. I 
finally got him to talking about our 
sales efforts, and he made the state- 
ment that Harry had sold him on our 
house and lines some time ago, but 
that he didn’t want to make any 
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Every plant 


isa prospect — : 
... for one or more = aS 


DREADNAUGHTS = 






ARE your salesmen taking the blow torch too much for 
granted? Do they realize that every plant they contact uses 
torches for soldering, burning paint, heating small parts, 
burning out babbitt, releasing frozen shafts, taking temper out 
of broken tools and dozens of other uses? 

DREADNAUGHT Blow Torches are ideally adapted to 
every industrial use. They are of steel, with all connections 
brazed—not soldered—and are safe, long lasting, efficient and 
economical. 


Make DREADNAUGHTS that extra tool your salesmen 
want to see on every customer’s order. They carry a good 
margin! 






Reputable supply houses 
everywhere are selling them 
and building good will. Write 
for details. 


Will Not 
Blow Out! 


A sixteen-inch electric 
fan running full blast 
will not extinguish a 
DREADNAUGHT Blow 
Torch. 


This test will sell a 
DREADNAUGHT to any 
man who has had experi- 
ence with old-style blow- 
torches. 


It proves correct burner 
design which insures con- 


tinuous operation in windy 
zero weather. 


P. WALL MFG. SUPPLY CO. 


3126-66 Preble Avenue - Pittsburgh, Pa. 
Since 1864 


(aD 














DREADNAUGHT 


SERVICE WITH SAFETY 


BLOW TORCHES 


and FURNACES 











change in his source of supply until 
the new plant was occupied.” 

Bill flushed deeply, and John con- 
tinued: 

“From now on, all commissions on 
orders from Morgan-Brown will be 
yours, but, honestly, Bill, don’t you 
think Harry deserves that first com- 


| mission?” 





And Bill admitted he did. 

Next, John called Harry in and ad- 
vised him that he was to receive the 
entire commission on the initial 
order from Morgan-Brown, and 
Harry’s expression plainly showed 
his bewilderment. 

Wherein Harry Is Surprised 

“Under ordinary circumstances, I 
would divide the commission between 
you, but Bill will have Morgan- 
Brown in his territory from now on, 
and I can’t keep on dividing com- 
missions, so I decided to give you 
the whole thing on this first order. 
And I want to tell you, Harry, that 
Bill agrees you are fully entitled to 
nm.” 

Harry gulped, and grasped John’s 
hand. 

“TIs—is Bill around?” he asked. 

“Yes, he is,” said John. “TI’ll call 
him in.” 

When the two men had met and 
smiled and grasped hands, John 
asked them to sit down, and passed 
the cigars. 

“Now, boys—’ he began, but 
Harry interrupted him. 

“John, I don’t want Bill to think 
I was so concerned over the com- 


| mission on that order,” he said. “I 





was just down in my boots because 
I thought I wasn’t getting credit for 
all the work I’d done on Morgan- 
Brown.” 
Good Always Will Out 

“That’s just where you made a 
mistake, Harry,” said John. “Don’t 
ever think that a man’s efforts go 
unnoticed, except under the most ex- 
traordinary conditions or when the 
boss is an exceptional fool. Some- 
times it seems to the fellow who is 
working hard and loyally that he 
isn’t getting the ‘breaks,’ but, mark 
my words, good will out practically 
every time. Time and again in my 
business experience I’ve seen some 
‘surface workers,’ blessed with the 
gift of gab and temporary good for- 
tune, appear to get away with mur- 
der, while some more efficient worker 
seemed to get nowhere. But a piece of 
furniture with a mahogany veneer is 
never as lasting or valuable as one of 
solid mahogany. In the end, justice 
usually rules. Oftentimes, too, the 
boss apparently is not noting things 
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as they really are, when in fact he 
is watching everything and just 
biding his time. 

“Finally, boys, let’s remember our 
inside slogan—‘The House Is the 
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Thing.’ You can’t go wrong if you 
bear that in mind always. It is im- 
possible for you to serve the Milner 
Supply Co. loyally and unselfishly 
without profiting in the end.” 


Thrills Out Of Selling 


They'll Help Your Work, and if You Aren’t Getting 
Them Now, Perhaps You Can Create Them 


FRANK H. WILLIAMS 


When the operation of a business 
gives a thrill to the man engaged in 
that business, the enterprise usually 
prospers. It is generally only when 
the man operating a business loses 
interest in it and finds his daily 
tasks a distinct burden, that the 
business withers and dies. 

Since this is the case, then, it is 
evidently worth while for the mill 
supply salesman to get as much of 
a thrill as possible out of his selling. 
If he can secure a thrill from solicit- 
ing business, then he may be said 
to be sitting pretty, and it is fairly 
certain that his profit from his work 
will be entirely satisfactory. 

But how get a thrill from the sup- 
posedly prosaic task of selling mill 
supplies? Some mill supply sales- 
men get thrills from their work, and 
interviews with them bring to light 
some of the methods they pursue in 
so doing. 

One Salesman’s Methods 

“Sure, I get a great kick out of 
selling mill supplies,” declared a ma- 
ture salesman who has made a splen- 
did showing in recent years. “I en- 
joy my job. I'd rather be selling 
mill supplies than doing anything 
else in the world. I guess that’s why 
I’m doing so well all the time. 

“The way I get a kick out of sell- 
ing is by playing a game with my- 
self. I mean that I make all my 
work a game, so I’m always either 
winning the game with myself, or 
losing it. Of course, the game is a 
reasonable proposition where I can 
win if I work hard at it. 

“For instance, suppose I average 
a certain amount of business for 
every call I make. I make a game 
out of it by betting against myself 
that I can increase the average busi- 
ness per call by a definite amount. 
That gives me a new interest in my 
selling, and makes me pep up all my 
efforts. And I surely get one grand 
thrill out of it when I win at this 
game, 


“Again, I play the game of beat- 
ing past records. That is, I find out 
my greatest single day’s business, 
and then on some propitious day I 
try to beat that record. That kind 
of thing always stirs me, it brings 
in a surprisingly large amount of 
business, and it is amazing how 
many times I’ve been able to beat 
my former good records when I have 
started out so to do. 

After Monthly Records 

“Another way I try to break rec- 
ords is by attempting to bring in a 
greater volume of business in any 
month than I ever before brought 
in during the corresponding month 
in past years. That’s a regular game 
I play all the time, and it is the most 


BEAT YOUR YESTERDAYS 


~~ TODAY! 
son 





Play a Game With Yourself 


stirring of all, because it gives me 
definite goals to shoot at in a definite 
period of time, and because it often 
seems as though I couldn’t possibly 
do better than I’ve done in some of 
my very good months in the past. 
3ut I always work hard to try to 
put the proposition over. And when 
I do beat former records, man, what 
a thrill I get out of it!” 
Unquestionably the proposition of 
trying to beat past sales records, or 
that of setting up a quota for each 
month and then trying to beat it, is 
one of the most frequently played 
of all mill supply selling games, and 
it is one of the most effective meth- 


ods of getting a thrill out of selling. 

Another interesting method of 
getting a thrill out of selling was 
told by a live wire salesman in this 
way: 

“The biggest thrill I get out of 
selling mill supplies is when I land 
a particularly good order, or put 
across an especially difficult sale. 
And as thrills always make me feel 
good and pep me up, I’m trying all 
the time to get such thrills from my 
selling—and do get a lot of them, 
believe me. 

Preparation Is Important 

“In doing all this, I make it a 
point to try hard for these two kinds 
of thrills each week. Every week I 
try to make a whopping big sale to 
some company, and also seek to put 
across some sales which for various 
reasons may be particularly hard for 
me. All this calls for a great deal of 
thought and constructive work be- 


. fore tackling the job. Personally, I 


believe anything which will make a 
salesman do careful thinking about 
sales methods before stepping out to 
actually tackle prospects, is bound to 
make him more successful. My chief 
fault is that I often start out solicit- 
ing on a hit or miss basis, without 
any preliminary work at all. As a 
result, I frequently bump into sit- 
uations which stump me for a time, 
and sometimes kill sales, and which 
might have been foreseen and 
guarded against if I’d only done 
some careful studying before start- 
ing out. Perhaps there are other 
mill supply salesmen who find their 
chief fault is also too great haste.” 

Still another slant on this thing of 
getting thrills out of selling mill 
supplies was given by a younger 
salesman in these words: 

“T wouldn’t stay in this business 
a minute if it was never anything 
more than dull routine. It’s the 
thrills and excitement of selling that 
make it interesting to me. My big 
thrills come when I beat my com- 
petitors. I don’t mean by this that 
I ever put anything over unethical 
on my competitors. I mean I get a 
real thrill when I legitimately beat 
them to it in selling efforts where all 
have an equal chance. Again, sup- 
pose there are some hard sales I’ve 
tried time and again to put across 
without success, or some new ac- 
count I’ve tried to open without luck. 
Often in such cases I spend a lot of 
time studying the situation and 
working out successful methods. 

“T have to keep constantly alert to 
avoid getting into a rut.” 
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E MANUFACTURE Brass and 

Bronze Cap Screws, U. S. S. and 
S. A. E. Nuts, Washers, Cap Nuts, 
Threaded Rod, Set Screws, Studs, Ma- 
chine Bolts, Carriage Bolts, etc. Also 
Turnbuckles, Eye Bolts and Screen Door 
Braces. 





Pop ular items carried in A Welding Operation in the Manufacture of 
stock for immediate shipment TAYLOR-MADE CHAIN } 


The Men who make Taylor-Made Chain are master crafts- 
men who understand every essential of perfect chain making. 























The best material, careful workmanshi and proof testin 
Th e H, M. Ha rp er Co m Pp a ny make ‘TaylorMade Chain a aie’ eantaise Send i 
atalog. 
2 
en eee S. G. TAYLOR CHAIN CO. 
Chicago, Illinois P. O. Box 117-A Est. 1873 Hammond, Ind. 
New York St. Louis Los Angeles ——! 

















“PROTECTION” | 
Safety Non-Explosive Cans Quaker Hose 


Approved || Built for Hard Work 


These cans are used for storing and properly handling 
gasoline, naphtha, alcohol and all volatile, explosive 
liquids. Non-explosive, non-destructible, fool-proof. 

An automatic valve makes the spout air tight, pre- 
venting evaporation. If exposed to extreme heat, the 
valve opens and closes when the pressure is relieved. 
Approved by Underwriters Laboratories, Inc. 





“Protection” Safety Cans enjoy a wide sale because 
| of their high quality and their reputation for reliability. 
Ask for catalogue. 


| There i ker H t t d of lant 
GEO. W. DIFNER MFG. CO. | gee i genet phage sy “erat ye” oat 


oils, chemicals and fire protection requirements. 


400-420 N. Mont‘cello Ave. — 


Quaker Hose is quality hose only. Its reputation comes 
Chicago, Ill, - U.S.A. 4 from delivering a thoroughly satisfactory service to 

fs industry. It is noted for the toughness of its covering and 
the stability and endurance of its tube. 





Whatever the kind of service, Quaker Hose will suc- 
cessfully meet every demand upon it. Made in styles and 
sizés for usual demands. 


SEND FOR SAMPLES AND FULL INFORMATION 


QUAKER CITY RUBBER CO. 


Manufacturers of Mechanical Rubber Goods 
WISSINOMING, PHILADELPHIA 


| Branches: New York, Chicago, Pittsburgh, San Francisco 
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Personals 





Robert D. Black, advertising man- 
ager of The Black & Decker Mfg. 
Co., Towson, Maryland, sailed on 
February 9th on the steamship Ma- 





BLACK 


ROBERT D. 


jestic to spend several weeks at the 
plant of Black & Decker, Ltd., 
Slough, Bucks, England, and to call 
on Black & Decker distributors in 
England, Scotland and continental 
countries. Mr. Black’s itinerary will 
include England, Scotland, France, 
Germany, Czecho-Slovakia, Austria, 
Switzerland, Belgium and Holland. 
This itinerary is so arranged that he 
will be in Leipzig, Germany, during 
the Leipzig fair, where his company 
will have a very comprehensive ex- 
hibit of its complete line. Mr. Black 
stated that the demand for portable 
electric tools abroad is increasing 
very rapidly, and in spite of the fact 
that his company enjoyed a 119 
percent increase in this field during 
the past year, all indications are 
that 1929 will hang up a new record 
in sales. 

Robert W. Gillispie, vice-president 
and general manager of the Jeffrey 
Mfg. Co., Columbus, Ohio, since Oc- 
tober, 1927, was recently made presi- 
dent and general manager of the 


Galion Iron Works & Mfg. Co., 
Galion, Ohio, recently acquired by 
the Jeffrey company. Other officers 
of the Galion company are: Chair- 
man of the board, D. C. Boyd; vice- 
president, J. S. Boyd; secretary- 
treasurer, F. W. Faber. 

C. M. Bunnell, with the sales de- 
partment of the Pyrene Mfg. Co., 
Newark, N. J., for the past five 
years, has been made general sales 
manager. Before joining the Pyrene 
company, Mr. Bunnell was for nearly 
thirteen years with the General Elec- 
tric Co. J. P. Maloney, who has 
been with the Pyrene organization 
for eighteen years in various sales 
capacities, and recently as general 
field sales manager, has been ad- 
vanced to the position of assistant 
general sales manager. 

F. R. Quigley, for a number of 
years with the sales organization of 
the Shepard Electric Crane & Hoist 
Co., in the New York and Birming- 
ham offices, and later in business for 
himself as a manufacturers’ agent in 
Baltimore, has been appointed New 
York district manager of the Mil- 
waukee Electric Crane & Hoist Cor- 
poration, Milwaukee, and will have 
headquarters at 50 Church street, 
New York. 

F. E. Bauer, Jr., has been ap- 
pointed export sales manager of the 
American Hoist & Derrick Co., St. 
Paul, Minn., with headquarters at 50 
Church street, New York. Mr. 
Bauer has represented this company 
in foreign fields for many years and 
possesses a wide knowledge of busi- 
ness conditions in Asia and the 
Orient. 

Charles J. Stilwell was recently 
elected vice-president and a director 
of The Warner & Swasey Co., Cleve- 
land. Mr. Stilwell has been with this 
company since his graduation from 
Denison University in 1910, when he 
began as a salesman. From 1912 to 
1914, he was manager of the New 
York sales office. The following two 
years he served in the company’s 
interest abroad, returning in 1916 
to become assistant to the vice- 
president. After the war he re- 
turned to Europe as manager of the 


company’s foreign branch, and in 
1923, when he came back to Cleve- 
land, he was made sales manager, 
which position he has held to date. 
Walter R. Breeler, research metal- 
lurgist of Atlas Steel Company, 
Dunkirk, N. Y., has joined the Whit- 





WALTER R. BREELER 


man Barnes-Detroit Corp., Detroit, 
and will be in charge of the chemical 
and metallurgical departments. Mr. 
Breeler was born and reared in 
Cleveland, attended Cleveland public 
schools, and in 1921 was graduated 
from Case School of Applied Science 
with the degree of Bachelor of Sci- 
ence in Chemical Engineering. Fol- 
lowing graduation he was chief 
chemist and assistant metallurgist 
of Thompson Products Company, 
Cleveland. In 1924, Mr. Breeler be- 
came associated with the Whitman 
Barnes Manufacturing Company, 
Akron, Ohio, as metallurgist and 
chemist and remained until early in 
1926, when he went to Atlas Steel 
Company as research metallurgist. 
In this capacity he specialized in the 
study of heat resisting stainless and 
special tool steels. At the last con- 
vention of the American Society of 
Steel Treating, held in Philadelphia, 
he presented a paper on “An Investi- 
gation of the Physical Properties 
of Certain Chromium-Aluminum 
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MYERS CYLINDERS 
Boi | RCE eter 


Regardless of the type of pump 
you employ to obtain your 
water supply, the location, size, 
depth of your well, the cylinder 
of your pumping unit must 
function in harmony or your 
water service is unsatisfactory. 
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Wood Split 
PULLEY 
from Stock! 


“What are the sizes, 
regardless of what 
quantities, you want 
shipped TODAY? 
{Wire them—’phone them—they’ll go off our ware- 
house racks and on the cars in a jiffy. 

"You can always get them from stock and for a fair 
price, at ‘‘Medart’s’’. 

YMR. SUPPLY DEALER—We have been engaged in the Pulley 
business for 45 years, and we know a great deal more about making 
good puileys than many other concerns. 

GOUR POLICY in building Wood Split Pulleys is: Cheapness 
is suicidal: products must be the best in their class. We wouldn't 
think of running the slightest risk of impairing the value of our 
most valued asset-—Our Good Will. 


Get the “MEDART” WOOD SPLIT PULLEY from 


stock! 
THE MEDART COMPANY 


(Formerly Medart Patent Pulley Co.) 
General Offices and Works: St. Louis, U. S. A. 
Office and beta = =y CINCINNATI 
ices 
CHICAGO, PHILADEPHIA, NEW YORK, SEATTLE, PITTSBURGH 


Shafting, Couplings, Collars, Hangers, Bearings, Bearing Supports, Friction 
Clutches, Iron Pulleys, Steel Rim Pulleys, Gearing, Sprockets, Chain, Rope 
Sheaves, Rope Drives, Belt Tighteners, etc. 


[UNUSUAL 


Myers Cylinders and Power 
Working Barrels have been de- 
signed by pump experts of 
long experience. They are 
built ip a pump factory of 
modern methods and equip- 
mept, and are used by leading 
pump men and engineers the 
world over. They stand ready 
to demonstrate their high 
quality in service rendered. 


MT 









Brass Lined or Polished 
Styles with glass, brass, or iron 
seats—Power Working Bar- 
rels of brass or brass lined with 
quick closing pop-spool or 
ball valves—mechanically cor- 
rect and of the best material 
throughout — moderately 
priced in all standard sizes for 
every type or make of pump— 
insist on the cylinder of your 
next deep well pump installa- 
tion being a MYERS. Litera- 
ture and complete information 
on request. 


THE 
F.E.MYERS 
& BRO. CO. 
ASHLAND, OHIO 


Pumps— Waler Systems— 
Hay Tools— Door Hangers 














































Sold on 10 Days’ Trial 


No Stock to Carry—Liberal Dealers’ Discount 











LG OO ie =—= 
Gen ais Every In- 
dustrial | eacih ; 
Ooha we sence / 

Plant I's we | you a copy of 

Good Pros- | “The Story of \\ 

pect for the Wolves of \ 

This Port- Lenox 


able Blower 


Let your salesmen hunt 
for business with these 
packs of Lenox Wolves! 


OVER 4000 IN USE 


Think of the manufacturing plants you are calling on regularly that have 


motors, generators, switchboards, wood-working machinery, looms, knit- ; Strong—rugged—long-lasting hack saw blades 
ting machines, and other equipment where dirt, dust and lint quickly | named for the famous old Wolves of Lenox. Used 
injure the delicate working parts. You can’t remove this dust efficiently in all shops where hack saw quality is essential. 

by using rags, a broom or a duster. : 


Stock Lenox blades and weil see that they're 

introduced to your trade—that repeat orders come | 
in regularly. Attractively packaged—well adver- | 
| tised—priced for welcome profits. 
Today—get the details of our dealer sales plan. 


“The Toots in Lhe Plaid Bor” 


The ‘‘Marvel’’ Portable Blower 


forces DRY air into every nook and corner. 
Dust and dirt cannot accumulate if you 
use “‘The Marvel.” It will keep your cus- 
tomers’ machinery free from dust. Manu- 
facturers immediately recognize the value 
of this equipment. It is easy to sell for we 
will ship a ‘“‘Marvel” Portable Blower on 
10 days’ Free Trial. Simply demonstrate 
it. The machine sells itself. You have no 
stock to carry. 








Write at Once for Discount 
This is a SELLING proposition, NOT an 
ORDER taking one. YOU won’t get the 
business UNLESS YOUR salesmen put 


| AMERICAN SAW & MFG. COMPANY 








this 10 DAY TRIAL offer up to the | 
plant superintendent. SPRINGFIELD, MASS. 
ELECTRIC BLOWER Co. ge ating vente ny mo 
352 Atlantic Avenue Hatiacekun Chiles wees taste 
Boston 9, Mass., U.S. A. aa Fire Nesera. enitines 
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Steels,” prepared in collaboration 
with Frank B. Lounsberry, vice- 
president of the Atlas Steel Com- 
pany. His thesis received most fa- 
vorable comment, attracting nation- 
wide attention in the profession. 


R. F. Crego, formerly sales man- 
ager of the L. C. Smith Bearing Co., 
Chicago, has recently joined the sales 
organization of Foote Bros. Gear & 
Machine Co., Chicago. He will take 
care of customers located in the loop 
territory of Chicago. 

John E. Wells was recently made 
assistant sales manager of the Ex- 
Cell-O Tool Company, Detroit, and 
placed in charge of advertising. 

W. P. Arms and J. S. Sprott have 
retired from the board of directors 
of The General Fireproofing Co., 
Youngstown, Ohio. Avery C. Adams, 
assistant to the president of the com- 
pany; C. F. Smith, and Norman 
Emery have been elected members of 
the board. 


D. W. Macomber, who during the 
past two years has represented Ames 
Shovel & Tool Co., North Easton, 
Mass., in the Southwestern and Mis- 
souri River territory, has recently 
joined the sales force of The Lufkin 
Rule Co., Saginaw, Mich., and will 
cover the Southeastern States. He 
will make his headquarters in At- 
lanta, Ga. 

John C. Spence, formerly works 
manager of the machine division of 
Norton Co., Worcester, Mass., has 
bought an interest in the Universal 
3oring Machine Co., Hudson, Mass., 
and will be works manager of the 
latter company. 

W. S. Rogers, president of the 
Bantam Ball Bearing Co., Bantam, 
Conn., has sold his interest in that 
company and has retired from active 
business. Mr. Rogers began the 
manufacture of bearings more than 
thirty years ago. 

H. P. Ackerman, for five years 
eastern district sales manager for 
the Homestead Valve Mfg. Co., Inc., 
Coraopolis, Pa., has established a 
manufacturers’ agency known as the 
Steam Specialty Sales Co., with head- 
quarters at 908 West Trade street, 
Charlotte, N. C., and will cover the 
territory of North and South Caro- 
lina and a portion of Georgia. 

A. W. Corrigan, manufacturers’ 
agent with headquarters at 31 South 
Desplaines street, Chicago, was re- 
cently appointed Chicago manager 
for the Rowell Mfg. Co., Appleton, 
Wis. Mr. Corrigan is well known 
in the industrial field, having been 
connected for many years with lead- 
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ing firms. He will continue his 
manufacturers’ agency business, rep- 
resenting various manufacturers of 
industrial equipment and supplies. 

T. W. Cahill, until recently man- 
ager of the Marlin Firearms Com- 
pany, New Haven, Conn., is now as- 
sociated with the Kilburn & Bishop 
Company, also located in New Haven, 
manufacturer of tools and drop forg- 
ings. 

R. W. Conroy, formerly assistant 
manager of the San Francisco 
branch of The Russell Mfg. Co., 
Middletown, Conn., has been made 
aero sales manager of the replace- 
ment department, with headquarters 
at Middletown. 

Charles E. Van Norman, president 
of the Van Norman Machine Tool 
Co., Springfield, Mass., has been ap- 
pointed to succeed the late Frank H. 
Page as treasurer of that company. 

Howard R. Peckins has joined the 
sales staff of the Otto Bernz Co., 
Inc., 17 Ashland street, Newark, 
N. J. He was formerly connected 
with the Utica Drop Forge & Tool 
Co., Utica, N. Y., and with Peck, 
Stow & Wilcox Co., Southington, 
Conn. 


W. A. Scott was recently made 
manager of sales for the McKinney 
Manufacturing Company, Pitts- 
burgh. He has been with the Mc- 
Kinney company for ten years. 

C. M. Taylor, vice president and 
factory manager of the Lincoln Elec- 
tric Co., Cleveland, has been ap- 
pointed sales manager. He has been 
with the Lincoln company since his 
graduation from Western Reserve 
University in 1916, except for two 
years during the War, when he was 
an aviator in the U. S. Army Air 
Corps. In 1923 Mr. Taylor was made 
factory manager, and in 1925 was ap- 
pointed vice president. 

Clifford Hubbell has been made a 
director of the Lumen Bearing Co., 
Buffalo, manufacturer of brass and 
bronze castings. He succeeds the 
late Samuel Ellis. 


Fred J. Connor, superintendent of 
the Morgan Works, Wickwire- 
Spencer Steel Co., has been made 
general superintendent in the east- 
ern territory with headquarters at 
Worcester, Mass. He will have 
supervision over the Goddard, 
Spencer, Clinton and Morgan plants. 
Mr. Connor first entered the wire in- 
dustry with the American Steel & 
Wire Co., Worcester, Mass., as a ma- 
chinist. He later became affiliated 
with the Spencer Wire Co. as master 
mechanic, and was then made super- 
intendent of the Morgan works of 


the Wickwire-Spencer Steel Co., at 
Worcester. 





Field Notes 





James Clark, Jr., Co., 20 West 
Main street, Louisville, Ky., manu- 
facturer of electric tools, has been 
purchased by the Lake States Gen- 
eral Electric Co., Columbus, Ohio, 
and will become a division of the 
latter company. Wilbur S. Ball, for- 
merly manager of the Clark com- 
pany, will be manager of the new 
division. 

General Fittings Co.,95 Hathaway 
street, Providence, R. I., has recently 
been organized to manufacture pipe 
fittings, specializing in iron and 
brass pipe unions for plumbing and 
railroad work. The company will 
have space in the plant previously 
occupied by D. & W. Fuse Co. Stan- 
ley G. Cady, formerly treasurer and 
general manager of the Rhode Island 
Fittings Co., is president and gen- 
éral manager of the new organiza- 
tion. 

Scott Valve Mfg. Co., Detroit, re- 
cently was reorganized and facili- 
ties for the manufacture of valves 
have been increased. Alexander P. 
Gow, who has been connected with the 
company for thirty-four. years, is 
president; A. De Long Thomas, sec- 
retary of the former company, re- 
tains that position with the reorgan- 


_ized company, and Guy C. Powell, 


who has been the chief auditor, is 
now treasurer. 

The Woodrow Nipple Mfg. Co. and 
the National Nipple Mfg. Corp., both 
of Chicago, have reorganized and 
will conduct business under the new 
corporate name of the Woodrow- 
National Corporation, with capital 
of $110,000. Max Levin, former 
president of the Woodrow Nipple 
Mfg. Co., will continue as president 
of the new corporation. E. L. Cook, 
former secretary-treasurer of the 
National Nipple Mfg. Corp., will be 
the treasurer, and W. J. Walther, 
former sales manager of the Wood- 
row Nipple Mfg. Co., will be secre- 
tary. General offices and main fac- 
tory is located at 816-24 North 
Spaulding avenue, Chicago. In addi- 
tion to steel and iron nipples and cut 
pipe, there will be added the manu- 
facture of perforated extension bars 
and hangers. 

The Schlangen Manufacturing 
Company, Chicago, until recently 
known as the Schlangen Brothers 
Company, has purchased a site 100 
by 270 feet on the south side of 
Irving Park boulevard, approxi- 
mately 600 feet west of California 
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Swartwout offers a 
complete line of 
efficient steam 


Ask for 


products. 


complete catalog. 


THE SWARTWOUT CO. 
18511 Euclid Avenue 
| Cleveland, Ohio 
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WOOD WORKING 
MACHINES 


Crescent dealers enjoy 
clear consciences as well 
as good profits, for a 
Crescent machine never 
fails to benefit the user. 
There are many sources 
of satisfaction in handling 
Crescent Wood Working 
Machines. 








Extra efforts devoted to 
the sales of Crescent ma- 
chines pay handsomely 
all through the year. 


— 


The CRESCENT MACHINE Co. 
96 COLUMBIA ST. LEETONIA, OHIO 














Will hold all the steel that can be piled on 
—10to15tons. Just the thing for keeping 
stock in good order. Get our latest catalog, 
giving complete information and prices. 
Also illustrating complete line of other 
factory furniture. 


POLLAR 


POLLARD BROS. MFG. CO. 
4037 N. Tripp Ave., Chicago, II. 
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Distributors — 


BABBITRITE is profitable because 


it sells easily to large plants. It 
makes're-babbiting easier and cheap- 
er. ‘Ask for our dealer distribution 
plan. 


PRODUCTS MFG. CO. Milwaukee, Wis. 


A plastic material 








for retaining molten 
metal. Used in- 
stead of putty or 
clay. Packed in 5, 
15, 30, and 50-lb. 


cans. 
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avenue. The firm contemplates the 
construction of a six-story factory 
building to cost about $225,000. Prod- 
ucts of the company are builders’ 
hardware, miscellaneous brass goods, 
barrel filling machinery and a num- 
ber of patented specialties. N. A. 
Schlangen is president; Carl Schlan- 
gen, treasurer, and Elmer C. Roos, 
secretary. 

National Rivet & Mfg. Co., Mil- 
waukee, has recently been incorpo- 
rated and will manufacture brass, 
copper, aluminum and steel rivets, 
solid, semi-tubular, tubular and split 
types. This company absorbed the 
U. S. Rivet & Mfg. Co., Mishawaka, 
and will add to its equipment. P. H. 
Dorr has been elected president and 
William Fleming, Jr., secretary and 
treasurer. 

Schauer Machine Co., Cincinnati, 
a recently organized company, has 
purchased the assets of the Neil & 
Smith Electric Tool Co. L. Lee 
Schauer is president and treasurer. 
For the past two years Mr. Schauer 
has been connected with the Lodge & 
Shipley Machine Tool Co., Cincin- 
nati, and for the previous eighteen 
years, he was with the Cincinnati 
Bickford Tool Company. W. J. Byrne 
is vice-president of the new com- 
pany, and L. C. Christopher is sec- 
retary. 

Brown & Sharpe Mfg. Co., Provi- 
dence, R. I., has moved its Philadel- 
phia office to 1102 Elverson building, 
3road and Callowhill streets. 


Federal Screw Works, Detroit, has 
completed negotiations for the acqui- 
sition of the Michigan Screw Co., 
Lansing, Mich. 


Trimont Mfg. Co., Roxbury, Bos- 
ton, Mass., recently purchased the 
Stillson wrench business of the 
Moore Drop Forging Co., Springfield, 
Mass., and will continue the man- 
ufacture of both types of wrenches 
manufactured by this company. The 
Morco original pattern Stillson un- 
der Trimont manufacture will be 
known as “Sando,” and the Morco 
popular will hereafter be known as 
“Moroco.” 


The Fred Pabst Co., Milwaukee, 
manufacturer of pipe nipples and 
other plumbers’ supplies, has been 
purchased by Frank M. Wiedeman 
Co., which was recently incorporated 
with a capital stock of $150,000 and 
1,000 shares of no par value. 


The Binks Manufacturing Co. has 
been formed to take over the busi- 
ness of the Binks Spray Equipment 
Co., Chicago, manufacturer of paint 
spraying machines and water cooling 


systems. Neil C. Hurley, formerly 
chairman of the board of the Hurley 
Machine Company, Chicago, is presi- 
dent of The Binks Manufacturing 
Co., M. S. Sullivan is vice-president 
and J. F. Roche, formerly vice- 
president of the Apex Electrical 
Manufacturing Co., Cleveland, is 
secretary-treasurer. 

The New York office of The Oster 
Mfg. Co. has been moved to larger 
quarters at 147 Fourth avenue. 


The Blake Specialty Co., Rock 
Island, Ill., has transferred the 
branch it maintained at Waterloo, 
Iowa, to its Rock Island factory. The 
Waterloo branch was formerly the 
Q & S Sanitary Manufacturing Co. 
before it was merged with the Blake 
concern three years ago. 

Phoenix Brass Fittings Corp., Irv- 
ington, N. J., has been organized to 
succeed the Phoenix Brass Foundry. 
The new corporation plans to im- 
prove plant facilities and add to its 
lines of brass products. 

The Imperial Brass Mfg. Co., Chi- 
cago, recently opened an office at 55 
West 42d street, New York, in 
charge of J. M. Donohue as district 
sales manager. This company also 
opened a Milwaukee office at 114 
Wisconsin avenue, with W. E. St. 
Bernard as district sales manager. 





New Factories and Additions 





Morrison Steel Products Co., Inc., 
201 Urban street, Buffalo, plans to 
erect a two-story addition, at a cost 
of about $45,000. 

Pioneer Instrument Co., Inc., 754 
Lexington avenue, Brooklyn, manu- 
facturer of aeronautical instru- 
ments, has awarded contract for a 
two-story addition, including im- 
provements in present plant, to cost 
about $60,000. 

Rogers Brothers Galvanizing 
Works, Rockford, Ill, will build a 
one-story plant unit at Blue Island, 
Ill., to cost about $45,000 with equip- 
ment. 


E. & T. Fairbanks Co., Fourteenth 
avenue and Eleventh street, East 
Moline, Ill., will erect two additions 
to plant, to be ready for occupancy 
April Ist. 

Wright & Corson Co., Milford, 
Conn., manufacturer of rivets, studs, 
etc., has acquired tract of 15 acres 
and plans additional units to cost 
over $400,000 with equipment. 

Arrow Electric Co., Hawthorn 
street, Hartford, Conn., manufac- 
turer of electric switches and kin- 


dred equipment, has plans for a two- 
story addition, 200x300 feet, and 
180x200 feet, to cost more than 
$100,000 with equipment. 


Everlastone Products Corporation, 
1400 Moreland avenue, Baltimore, 
manufacturer of artificial stone spe- 
cialties, plans to build a one-story 
addition, 100x200 feet, to cost about 
$40,000. 

Landis Machine Co., Waynesboro, 
Pa., manufacturer of pipe-cutting 
and threading machines, will take 
bids in about 60 days for a one-story 
addition, to cost approximately 
$40,000. 

Reading, Pa., Reading Terminal, 
Philadelphia, plans to erect a new 
unit at shops at Reading, Pa., to cost 
more than $500,000 with equipment. 
Portion of structure will be used for 
equipment storage and distribution, 
and mechanical handling equipment 
will be installed. 


Northern Blower Co., West Sixty- 
fifth street, and Barberton avenue, 
Cleveland, manufacturer of dust col- 
lecting equipment, is enlarging its 
plant by an addition, 75x125 feet. 

Pipe Machine Co., 930 East Sev- 
entieth street, Cleveland, will build 
a one and two-story addition, 35x50 
feet and 40x48 feet, to cost about 
$45,000. 

Ric-Wil Co., Union Trust building, 
Cleveland, manufacturer of heat in- 
sulating products, has awarded con- 
tract for a one-story addition to 
plant at Barberton, Ohio, 80x85 feet, 
to cost approximately $35,000 with 
equipment. 

Ohio Piston Co., 5337 St. Clair 
avenue, Cleveland, is considering a 
two-story addition, to cost more than 
$45,000 with equipment. 


Lake Erie Metal Products Co., 
Dunham road, Cleveland, will build 
a one and two-story addition, 75x100 
feet, to cost about $55,000 with 
equipment. 


Jaeger Machine Co., 518 Dublin 
road, Columbus, Ohio, has awarded 
contract for a one and two-story ad- 
dition, to cost about $50,000 with 
equipment. 


St. James Ventilating Co., St. 
James, Minn., manufacturer of ven- 
tilating and air-conditioning equip- 
ment, is contemplating erection of a 
one-story addition to plant at Monti- 
cello, Iowa, to cost about $35,000 
with equipment. 


Ritchie Mfg. Co., Marshalltown, 
Iowa, recently formed by Thomas 
Ritchie, Marshalltown, and associ- 
ates, with capital of $100,000, to 
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LIMESTONE 


Wood Split Pulleys 





Prompt Shipment Always, from Maysville 
Stock 





For Forty Y ears—the Best 
The Ohio Valley Pulley Works, Inc. 


DIVISION GENERAL FIBRE PRODUCTS, INC. 


Maysville, Ky., U. S. A. 























HD Belt Fasteners , 


These well known fasteners stop trouble with elevator and 
tight butt conveyor joints. They have far more strength than 
needed and the pull is equalized on both sides of the belt insur- 
ing long service. Note recessed plates which embed in and 
compress the belt instead of pulling against the bolt holes. 
Now stocked by many of the Mill Supply Jobbers. 


Flexible Steel Lacing Company 
4633 Lexington Street Chicago, !linoi 
Recommended by leading helting manufacturers 








on U.S. PATENT 
FA, 1.382.799 





Conveyor 
Belts 


i sale 











JRAHERN PUMPS 
Have Innumerable Uses 
In the Field You Serve 


We couldn’t tell you all the uses for Trahern 
Pumps. Each day brings us requests for pumps 
for duties which are new to us. This broad field 
for sales coupled with the long life, high effi- 
ciency and low price of Trahern Fumps makes it 
a profitable line for you to handle. The line is 
simplified so that a few models will serve prac- 
tically every pumping need. 

Below is a Trahern pumping gasoline into cleaning machines 
at dry cleaning establishment. 


WRITE FOR NEW CATALOG 


GEO. D. ROPER CORP. 


ROCKFORD, ILL. 














5,000 


Copper Floats 
in Stock 


We do not try to sell Mill Supply Distributors 
a stock of floats. There are too many sizes 
and pressures. Instead, we carry a large 
stock of Copper Ball Floats, in diameters 
from 4 to 12 inches, for open tank and 
pressures to 150 pounds. Consider this your 
stock and send us your orders. Delivery will 
be prompt. Specify pressure desired. Special 


floats made to order in copper and other 
metals. 


Send for Stock List for your file. 


Arthur Harris é& Co. 


Established 1884 
210-218 N. CURTIS ST. 
Chicago, I11. 
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manufacture valves, hydrants and 
kindred products, has plans for a 
one-story factory, 60x120 feet, to 
cost about $40,000 with equipment. 


Avey Drilling Machine Co., 35 
East Third street, Covington, Ky., 
will build a four-story factory, 63x89 
feet. 


National Twist Drill & Tool Co., 26 
South Jefferson street, Chicago, will 
soon begin work on a two-story addi- 
tion, 25x100 feet, to cost about 
$25,000, part of the structure to be 
used for storage and distribution. 


Muncie Gear Works, Muncie, Ind., 
is reported planning to erect a one- 
story addition, to cost about $45,000. 


3rown Paper Mill Co., Monroe, 
La., expects to ask bids soon on a 
one-story addition, to cost $100,000 
including equipment. 


Clarksdale Machinery Co., Clarks- 
dale, Miss., plans to build a one-story 
addition, to cost about $35,000 with 
equipment. 


Hoyt-Wood Mfg. Co., 2146 East 
Twenty-fifth street, Los Angeles, 
manufacturer of water heaters, etc., 
will build a two-story addition, 
60x150 feet, part of structure to be 
equipped for assembling, to cost 
about $40,000. 


Black-Clawson Co., Second and 
Vine streets, Hamilton, Ohio, manu- 
facturer of paper mill machinery 
and parts, is reported planning to 
erect a one-story addition, to cost 
more than $45,000 with equipment. 

Latrobe Electric Steel Co., La- 
trobe, Pa., manufacturer of castings, 
etc., is considering a one-story addi- 
tion, to cost about $60,000 with 
equipment. 

Prest Metals Co., Marysville, Mich., 
plans to build a two-story unit, 
50x68 feet, for production of pressed 
metal goods, to cost about $30,000. 

Upton Machine Co., St. Louis, 
Mich., has work under way on a one- 
story addition, 60x100 feet, to cost 
about $40,000. 


South Bend Tool & Die Co., South 
Bend, Ind., recently organized to 
manufacture die tools and _ special 
machinery, has begun construction 
of factory at 1900 South Main 
street, to cost approximately $100,000. 

Klieber-Dawson Machine Co., 316 
North State street, Indianapolis, will 
soon begin superstructure for one- 
story machine shop, to cost about 
$25,000 with equipment. 


South Bend Forge Co., South 
Bend, Ind., has awarded general con- 


tract for a one-story plant on West- 
more street, 60x200 feet, to cost 
about $50,000. 


McDonald Tractor Equipment Co., 
Orlando, Fla., plans to build a one- 
story storage and distributing plant, 
60x130 feet, with repair facilities, to 
cost about $30,000. 

Wagner Electric Co., 6400 Plym- 
outh avenue, St. Louis, manufac- 
turer of motors and parts, has 
awarded contract for a one and five- 
story addition, 102x400 feet, to cost 
more than $200,000 with equipment. 

Western Electric Co., 195 Broad- 
way, New York, has awarded con- 
tract to Austin Co., for six-story and 
one-story additions to plant at 
Kearny, N. J., to cost over $1,000,000 
with equipment. 


Leonard-Rooke Co., 486 Broad 
street, Providence, R. I., valve manu- 
facturer, will build an addition to 
plant at Cranston, R. I. 


Hart Mfg. Co., Hartford, Conn., 
manufacturer of electric switches 
and other electrical apparatus, has 
awarded contract for a one-story ad- 
dition, 60x125 feet, to cost about 
$50,000. 


Crane Co., 836 South Michigan 
avenue, Chicago, plans to build a 
one-story branch and distributing 
plant, with pipe shop, at Flint, 
Mich., to cost about $50,000. 


Smooth-On Mfg. Co., 572 Com- 
munipaw avenue, Jersey City, N. J., 
manufacturer of cement, etc., plans 
to build a three-story addition to 
cost about $55,000 with equipment. 


Atlas Fence Co., 35-49 Verona ave- 
nue, Newark, N. J., manufacturer of 
iron fencing, will build a one-story 
addition, to cost about $25,000 with 
equipment. 


East St. Louis Casting Co., Six- 
teenth and Kansas streets, East St. 
Louis, Ill., will erect a one-story 
foundry, 110x240 feet, at an esti- 
mated cost of $85,000 with equip- 
ment. 


J. B. Klein Iron & Foundry Co., 
Oklahoma City, Okla., will soon be- 
gin construction of a one-story ma- 
chine shop and foundry unit at St. 
Louis, which will cost about $60,000. 


Hartford Special Machine Co., 287 
Homestead avenue, Hartford, Conn., 
manufacturer of machinery and 
parts, plans to build a one and two- 
story addition, to cost more than 
$40,000 with equipment. 


Star Machine & Novelty Co., Inc., 
Bloomfield, N. J., manufacturer of 
hardware specialties for radios and 


talking machines, is completing a 
one-story plant on site 35x340 feet, 
at Hillside, near Newark, and will 
remove to new location. 

Johnson & Meier Co., 646 North 
Michigan avenue, Chicago, manufac- 
turer of wrought iron products, will 
build a one- and two-story plant, 
which will cost about $40,000. 

United Illuminating Co., New Ha- 
ven, Conn., is taking bids on a four- 
story power plant addition, 150x160 
feet, to cost $1,000,000. 


Buffalo Nipple & Machine Co., 
Glenwood and duPont avenues, Buf- 
falo, is reported planning a one-story 
plant on Northland avenue, to cost 
more than $40,000. 


Rundle Mfg. Co., Cleveland ave- 
nue, Milwaukee, manufacturer of 
plumbing equipment and _ supplies, 
will build a branch plant at Camden, 
N. J., to cost about $1,000,000 with 
machinery. 

Gates Rubber Co., 999 South 
3roadway, Denver, will build a new 
unit, 85x125 feet, to cost more than 
$80,000 with equipment. 

Illinois Electric Co., 314 West 
Madison street, Chicago, will soon 
begin superstructure for a_ four- 
story and basement storage and dis- 
tributing plant, to cost about 
$400,000. 


Arrow, Hartman, Hegeman Co., 
103. Hawthorne street, Hartford, 
Conn., plans to build a two-story ad- 
dition, 100x250 feet. 


Crucible Steel Casting Co., 1330 
Fifteenth avenue, Milwaukee, plans 
to build a one-story shop addition, 
40x122 feet. 


Manufacturers’ Brush Co., 1950 
West 14th street, Cleveland, will 
build a one-story unit, 75x235 feet, 
to cost about $70,000. 


American Metal Products Co., 
1348 Burnham street, Milwaukee, is 


planning to start work March Ist on. 


a brick and steel rolling mill addi- 
tion, 50x120 feet. 


Prentice-Wabers Mfg. Co., Wiscon- 
sin Rapids, Wis., will build a one- 
story factory addition, 50x150 feet. 


Pittsburgh Carbon Brush Co., 127 
Fancourt street, Pittsburgh, manu- 
facturer of electrical products, plans 
to erect a one-story addition, 75x80 
feet, to cost about $35,000. 


Bendix Brake Co., South Bend, 
Ind., manufacturer of brakes for 
automobiles, is completing plans for 
a two-story factory branch, service 
and repair plant at Philadelphia, to 
cost about $120,000 with equipment. 
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Always ready 
for hard work 





nine Ne a hy are some firms remembered 
we Went Nii ibaba 


a on orders, and others forgotten? 


When selecting firms to which orders 
go, buyers are identical. 

They remember the ones which have 
impressed them—and forget the ones 
which haven’t. 

It’s surprising to note how big a 
point a business card is when it comes 





ee Rage oe and to remembering. 

Profit by knowing For the salesman’s cards that th 

; Se hat kind of busi- adres 

You sell complete satistaction ce bese pa save must preach the gospel of 
¢ ae. prestige. A request uality, prestige, and fitness long aft 

with the rugged Parker Vise. from you will bring - thes vi mae 


the salesman has departed. Doing this, 
they point to the firms most entitled to 
\ y ' : confidence and orders. 

Ss in construction. Such is the reward of prestige! 


The John B. Wiggins Company 


( Established 1857) 
Xs k K ¥Y = 1143 Fullerton Ave.. Chicago 
P RKER | v1 A. es WIGGINS 


Peerless Book’ Form 
CARDS 


samples. 


Perfect in design and stronger 











Send today for latest cat- 
alog showing Hisey Elec- 








ESTABLISHED 1874 CLEVELAND, OHIO tric Drills, Grinders and 
Buffers. These complete 
Specialists for more than fifty years in the self-contained units are 


manufacture of all kinds of brushes for the known everywhere for their 
industrial trade. unequaled efficiency and 
reliability. 


It’s high grade if Hisey made. 
E-W ELECTRIC 7 
e riisey- Wo 
WIRE DRILLS Machine Company 
BUFFING BRUSHES Ri x D ERS 
This is one of our lines B U FF E RS 


of Wire Wheel Brushes. 
This type is made from 
4 to 8inchin diameter 
and for economical and 
efficient service is with- 
out equal for use on 
flexible shaft and port- 
able buffingequipment. 
Perfect satisfaction is “ 


guaranteed. ICHuUcKS| 
1862 


We invite your inquiries and are eager to demonstrate just what 
HEROLD SERVICE means in satisfying your requirements for mi New type 
brushes of all kinds. 4 Jaw Independer: Type 


‘The Incomparable" 
= ws _ 


THE HEROLD BROTHERS CO. Fa a Sit Comerng 


- 2 Jaw Lathe Chucks\— 





Cincinnati, Ohio 














ESTABLISHED 1874 Face ct Pare og 
“The Hartford” Dri uc 
th St. Cleveland, O. C h Ch F C , : ' 
1104 West 9t8 S US man uc | tae ie our LATEST ener 


HARTFOR D, CONN. Self-Centering. Independent, Eccentric 
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CLASSIFIED 
ADVERTISEMENTS 
Classified Line Advertisements under 
heads «f Wanted, For Sale, etc., will be 


published in this "Depar tment at a rate of 
20 cents a line, each insertion. Cownt six 
words to a line, 








SITUATIONS WANTED 





Have you proper representation in 
Chicago and environs? Have been with 


my present employer four years, sell- 


ing the factory or industrial trade. 
Well acquainted, aggressive and reli- 
able. “ze 42 years. Have a car. Ad- 
dress o. 974, care MILL SUPPLIES, 537 
South Cearborn street, Chicago. 


Man with thirty years mill supply 
experic ce, ten years on road, twenty 
years manager of mill supply houses, 
wants position as manager or buyer, or 
a traveling position with manufac- 
turers making mill supply lines. Pref- 
erably Southern territory. Best refer- 


ences gladly furnished. Address No. 
973, care MILL SUPPLIES, 537 South 


Dearborn street, Chicago. 


St. Louis 
record, 
rience 


representative, successful 
technical education and expe- 
and long established, wishes ex- 
clusive representation of major adver- 
tised quality product on commission 
basis in this district. Address P. O. 
Box 1491, St. Louis. 


Well informed mill, factory and con- 
tractors’ supply executive with broad 
knowledge of the business and familiar 
with all working details, particularly 
experienced in buying and sales man- 
agement, wishes to make connection 
where his services can be used to best 
advantage. Address No. 970, care 
Mitt SuppuLies, 537 South Dearborn 
street, Chicago. 


Mill Supply Executive, 
ence in management, sales, purchasing 
and advertising, would like to become 
associated with a mill supply house 
where part of his salary could be taken 
out in payment for stock or an interest 
in the business. If you can use a live, 
energetic, trustworthy and experienced 
man, communicate with No. 976, care 
of Minti Suppuies, 537 South Dear- 
born Street, Chicago, Illinois. 


with experi- 


Mill Supply Man, with 25 years’ ex- 
perience in sales, purchasing and man- 
agement desires to become associated 
with manufacturer selling his product 
through Mill Supply Houses. Address 
No. 977, care of MILL SUPPLIES, 537 
So. Dearborn St., Chicago, Illinois. 


Sales Manager with 20 years’ ex- 
perience handling sales, purchasing and 
store management, desires to make a 
change. If you need a live, honest 
and experienced man with these quali- 
fications address No. 978, care of 
MILL SUPPLIES, 537 S. Dearborn St., 
Chicago, Il. 


Sales Manager, 
Spanish and 
years’ 


American, speaks 
Portuguese, with twelve 
experience in domestic and for- 


eign markets. Thorough knowledge of 
hardware, mill supply, automotive and 
industrial field. Prefers connection with 
manufacturer. Opportunity as im- 
portant as salary. Address No. 963, 
care MILL SUPPLIES, 537 South Dear- 
born street, Chicago. 

Saneneiidl mechanical velies eit 
salesman, well known among jobbers 
would like to make a change. Can fur- 
nish best of references. Address No. 
966, care MILL SupPpPLIES, 537 South 
Dearborn street, Chicago. 

Due to firm Radiation, aise 
mill supply salesman open for place. 
Executive ability proven. Age 33. Best 
of reference. Prefers west coast or 
southern trade. Address No. 965, care 
MILL Suppuies, 537 South Dearborn 
street, Chicago. 








SALESMEN WANTED 





Young man for telephone sales so- 
licitation in mill and hardware store. 
Must have technical knowledge of mill 
supplies as a whole, both as to mer- 
chandise and sales experience. Located 
in southeastern Wisconsin. All appli- 
cations treated confidentially. Address 
No. 964, care of MILL SUPPLIES, 537 
South Dearborn street, Chicago. 


Manufacturer of highest quality files 
and hack saw blades desires repre- 
sentation in various territories in Mid- 
dle West, West and South. Both of 
these lines are sold on quality basis, 
are profitable and continually repeat 
themselves. Can be handled as a side 
line for salesmen calling on industrial 
and mill supply houses. For full par- 
ticulars address No. 972, care MILL 
SUPPLIES, 537 South Dearborn street, 
Chicago. 





W Salesmen to sell brushes to 
industrial plants, jobbers, dealers, etc. 
Exclusive or as side line. Good propo- 
sition. The Toledo Brush Co., Toledo, 
Ohio. 


Wanted—High grade salesman free 
for extensive travel and quick trans- 
fers, to sell patented line of Safety 
Set Screws and Hollow Head Cap 
Screws. Must have experience in re- 
tail or wholesale mill supply trade and 
equipped with practical knowledge of 
application of set screws and cap 
screws to machinery and tools. High- 
est character reference required. Young 


man preferred. Necessary to prove 
real creative and constructive sales 


ability to secure one of these unusual 
opportunities. Write describing expe- 
rience and other qualifications and cer- 
tifying eagerness for a traveling job. 
Address No. 971, care MILL SUPPLIES, 
537 South Dearborn street, Chicago. 


Wanted—Ambitious young man who 
has had some conveyor equipment ex- 
perience. Must also be draftsman and 
capable of making layouts. Salary and 
commission basis. Wanted by old estab- 
lished leather belting firm located in 


western New York, who is developing 
conveyor branch of business. State all 


qualifications. Address No. 969, care 
MILL SUPPLIES, 537 South Dearborn 
street, Chicago. 





We want to get in touch with three 
men having some Mill Supply experi- 
ence. One in the Chattanooga district; 
one in Texas, and one in Philadelphia. 
Our proposition should prove very at- 
tractive to the right men. Address No. 
975, care MILL SUPPLIES, 537 South 
Dearborn Street, Chicago. 

Experienced belting salesmen for 
Chicago and Middle West territory to 
represent large manufacturer of textile 
belts. Prefer salesmen who have sold 
rubber belting. Excellent opportunity 
for advancement. Give full particu- 
lars. Replies treated confidentially. 
Address No. 944, care Mitt SuppPLigs, 
537 South Dearborn street, Chicago. 








Salesmen calling on Supply houses to 
sell high grade cored and solid bronze 
bars as a side line. Address No. 946, 
care MILL SUPPLIES, 537 South Dear- 
born St., Chicago. 





Salesman for complete line of ball 
bearings—radial, thrust and transmis- 
sion. Also line of roller bearings. Sell 
to bearing users in every industry. Re- 
plies confidential. Fisher Bearing Cor- 
poration of America, 1901 Avenue F. 
Birmingham, Ala. 








ADLETS 


CLANCY “SURE GRIP" Steel Hose Clamps— 
Complete line, 94 sizes, for garden, hydrant and 
steam hose. Send for list of sizes, prices. and 
distributors’ discounts.—J. R. CLANCY, INC., 
Syracuse, N. Y 








MARTIN PORTABLE VISE STAND and Pipe 
Bender — For cutting 
threading and _ bending 
pipe. Portable, with 
no bolts, screws or 
braces to remove, and 
needs no attachment to 
floor, walls or ceiling. 
Will not tilt, upset or 
skid. Small and large 
sizes, with capacity up 
to 4%” pipe. H. P. 
MARTIN & SONS, 625 &. 


2nd St., Owensboro, Ky. 





THAWING TORCHES, CONCRETE HEATERS, 
Snow Melters, ‘‘Smokeless’’ Salamanders, Water 
Heaters for Winter Construction Jobs. Send for 
Bulletin No. 72-M for prices and full informa- 
tion. AEROIL BURNER COMPANY, West New 
York, N. J. 





PORTASLD WHITNEY LEVER METAL 
PUNCHES — Widest 
known. Most universally 
used on market. Bight 
sizes and types. Over 
; 40,000 in use. Write for 
circulars and jobbing quotations. W. A. WHIT- 
NEY MFG. CO., 636 Race St., Rockford, Il. 








“AIR SPRING’ COMPRESSED 
AIR GREASE CUPS—Automatically 
maintain film of grease on bear- 
ings with greatest efficiency and 
utmost economy. Four sizes, plain 
and polished steel. We alse make 
the ‘‘Shurflo’’ wick feed oil cup. 
Folder on _ request. HUNTER 
PRESSED STEEL CO., Lansdale, Pa. 





JOSLIN STEEL STAMPS AND DIES—Any de- 
sign or type of characters accurately carried 
out. We guarantee quality and service. Send 
today for catalog and distributors’ prices. A. D. 
JOSTLIN MFG, Co., 123 Arthur St,, Manistee, Mick, 
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Luther Tool Grinders 








jh e. “Mechanics’ 
Ci 2 ial” 
as Noes sd & USED Special 





Oil Producers 
Forest Service 
Schools 
Garages 
Mechanics 











Sell the QUALITY GRINDER Line 


A heavy duty grinder made especially for shop use— 
the highest quality obtainable in hand grinders—made 
for general all-around grinding in garages, factories, 
mines, ships, wherever a dependable tool grinder is 
needed by mechanics or carpenters. 


One piece case design, with special end thrust ball 
bearing adjustment; basket-type helical machine cut 
gear, helical cut wheel shaft ground to size; steel clamp 


screw; adjustable work rest, vitrified DIMO GRIT wheel. 


Four Sizes 


Number 14 15 _ 16 17 
Wheel size 4xIxl 5xIxI 6xIx1 7x1 14xl 
Weight, lbs. 914 12 16 25 


LUTHER GRINDER MFG. CO. 
283 South Water St. Milwaukee, Wis. 








for the 
SWITCH ENGINE 


Use a 


WELLER CAR PULLER 


SIZES TO MOVE FROM 1 TO 30 CARS 
Send for Circular No. 1028 


WE ALSO MAKE 


MALLEABLE CHAIN 
STEEI. CHAIN 
SPROCKETS 


BELT CONVEYORS 
CHAIN CONVEYORS 
SPIRAL CONVEYORS 
BUCKET ELEVATORS GEARS 
ELEVATOR BUCKETS SKIP HOISTS 
POWER TRANSMITTING MACHINERY 


WELLER MFG. CO. 
1820 N. Kostner Ave. 
CHICAGO, ILL. 














Tanners of 


Mechanical Leathers 





fee SELECTED" cut, Lael 





Lace Leather Sides and Cut Lacing 


in 
Mechanical Rawhide, Indian Tan 
and Krome (Chrome tanned) 


Krome Belt Leather 
in Butt Bends, Centers and Sides 


Chrome Hydraulic Leather 
in Butts and Sides 


Krome-Retan Hydraulic Butts 





THE CHICAGO RAWHIDE MFG. CO. 
1285 Elston Avenue, CHICAGO 


109 Broad St., New York 209 Broad St., Boston 
66 N. 4th St., Philadelphia 530 W. Congress St., Detroit 

















LIBBEY 


High Pressure Gauge Glass 
High Pressure Red Line Gauge Glass 
Standard Pressure Gauge Glass 
Lubricator Giasses 
Oil Cup Glasses 


AMERICA’S STANDARD 
and 
Made in U. S. A. 


Write for booklet 


The Libbey Glass Mfg. Co. 


Mfrs. of Railroad and Industrial Glassware 
Toledo, Ohio 
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BUY ADVERTISED PRODUCTS 


A Classified Index to the Products of Advertisers in This Issue 


Index te Advertisements on Last Page 


trav tVaxsvenl 


ve v. 





ABRASIVES 
Abrasive Company 
ANVILS 
Columbus Anvil & Forging Co. 
Yost Mfg. Co. 
APRONS, LEATHER 
Chicago Rawhide Mfg. Co. 
ARBORS 
Morse Twist Drill & Machine Co. 
The Skinner Chuck Co. 
BABBITT METALS 
Dodge Manufacturing Corp. 
Frictionless Metal Company 
The Medart Company 
Monarch Metal Co. 
BABBIT RETAINER 
Products Mfg. Co. 
BARRELS, TUMBLING 
Royersford Foundry & Machine Co. 
BARROWS 
The Fairbanks Company 

BEARINGS, BALL AND ROLL«2R 

S K F Industries, Incorporated. 

BEARINGS, BRONZE 
American Non-Gran Bronze Corp. 
The Bunting Brass & Bronze Co. 
Arthur Harris & Co. 

BEARINGS, SHAFT, BABBITTED 
Bond Foundry & Machine Co. 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co. 
The Medart Company 
Royersford Foundry & Machine Co. 
T. B. Wood’s Sons Co. 

BEARINGS, SHAFT, BALL 
Chicago Pulley & Shafting Co. 

S K F Industries, Incorporated 
T. B. Wood's Sons Co. 

BEARINGS, SHAFT, OIL FILM 
Hill-Clutch Machine & Foundry Co. 

BEARINGS, SHAFT, OILLESS 
Arguto Oilless Bearing Co. 

BEARINGS, SHAFT, ROLLER 
Bond Foundry & Machinery Co. 
Dodge Manufacturing Corporation 
The Medart Company 
“The Reeves’’—Reeves Pulley Co. 
Royersford Foundry & Machine Co. 
S K F Industries, Incorporated. 

BELT DRESSING 
Atlantic Manufacturing Co. 
Chicago Rawhide Mfg. Co. 
Joseph Dixon Crucible Co. 
The Mechanical Rubber Co. 
Geo. Rahmann & Co. 
Richmond Belt Dressing Mfg. Co., Inc. 
Chas. A. Schieren Co. 
Victor Balata & Textile Belting Co 
BELT FASTENERS 
The Bristol Company 
Clipper Belt Lacer Company 
Flexible Steel Lacing Co 

BELT L ACINGS, LEATHER 
Chicago Rawhide Mfg. Co. 
“Cocheco’’—I. B. Williams & Sons 
Geo. Rahmann & Co. 

Chas. A. Schieren Co. 

BELT LACINGS, METALLIC 
Clipper Belt Lacer Company 
Flexible Steel Lacing Co. 

The Bristol Company 
BELT SHIFTERS 

T. B. Wood's Sons Co. 

BELT TIGHTENERS 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co. 
The Medart Company 
T. B. Wood’s Sons Co. 

BELTING, BALATA 
Victor Balata & Textile Belting Co. 

BELTING, CANVAS STITCHED 

The Mechanical Rubber Co. 
Victor Balata & Textile Belting Co. 

BELTING, CONVEYOR 
Boston Woven Hose & Rubber Co. 
The Cincinnati Rubber Mfg. Co. 
The Diamond Rubber Co., Inc. 
The B. F. Goodrich Rubber Co. 
Goodyear Tire & Rubber Co., Inc. 
The Mechanical Rubber Co. 
The Republic Rubber Co. 
Victor Balata & Textile Belting Co. 
Whitehead Bros. Rubber Co 

BELTING, COTTON, SOLID WOVEN 

Stanley Belting Corporation 
Victor Balata & Textile Belting Co. 

BELTING, IMPREGNATED 

Stanley Belting Corporation 
BELTING, LEATHER 

Chicago Rawhide Mfg. Co. 

Geo. Rahmann & Co. 

Chas. A. Schieren Co. 


“Sterling’’—Chas. ae & Co., Philadelphia 


I. B. Williams & Son 
SELTING, LINK 
Chas, A. Schieren Co. 


BELTING, ROUND 
Chicago Rawhide Mfg. Co. 
Geo. Rahmann & Co, 
Chas. A. Schieren Co. 
I. B. Williams & Sons 
BELTING, RUBBER 
Boston Woven Hose & Rubber Co 
The Diamond Rubber Co., Inc. 
The B. F. Goodrich Rubber Co. 
Goodyear Tire & Rubber Co., Inc. 
The Mechanical Rubber Co. 
Quaker City Rubber Co. 
The Republic Rubber Co, 
Whitehead Bros. Rubber Co. 
BELTING, THRESHER 
Boston Woven Hose & Rubber Co. 
The Mechanical Rubber Co. 
Geo. Rahmann & Co. 
The Republic Rubber Co. 
I. B. Williams & Sons 
Victor Balata & Textile Belting Co 
BELTING, TRACTOR 
Victor Balata & Textile Belting Co 
BELTING, TWISTED 
Victor Balata & Textile Belting Co. 
BELTING, “Vv” 
L. H. Gilmer Company 
BELTING, WATERPROOF 
Chicago Rawhide Mfg. Co. 
Geo. Rahmann & Co. 
Chas. A. Schieren Co. 
I. B. Williams & Sons 
Victor Balata & Textile Belting Co. 
BELTS, WELL DRILLING 
Victor Balata & Textile Belting Co. 
BENCHES (WORK), JEWELERS’ 
Leiman Bros. 
BENCH © 3, _— 
Standard Pressed S°:el 
BENCH LEGS 
The Hill Clutch Machine & Foundry Co. 
Pollard Bros. Mfg. Co. 

BENDERS, TUBE 
The Parker Appliance Co. 

BITS, TOOL HOLDER 
Simonds Saw & Steel Co. 
The Vincent Steel Process Co. 
J. H. Williams & Co. 

BLOCKS, CHAIN 
Chisholm-Moore Hoist Corp. 
Wright Mfg. Co. 

The Yale & Towne Mfg. Co. 
BLOCKS, PILLOW 
Bond Foundry & Machine Co. 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co 
The Medart Company 
Royersford Foundry & Machine Co. 
Skayef Ball Bearing Co. 
T. B. Wood's Sons Co. 
BLOCKS, TACKLE 
Williamsport Wire Rope Co. 
BLOWERS. FORGE 
Champion Blower & Forge Co. 
Electric Blower Company 
Lovejoy Tool Works 


BLOWERS, GAS AND OIL COMBUSTION 


Electric Blower Company 
Garden City Fan Co. 
Leiman Bros. 

BLOWERS, — ABLE, ELECTRIC 
Clements Mfg. Co. 
Electric Blower Company 

BLOWERS, — PRESSURE 
Garden City Fan C 

BL OWERS, SANDBLAST 
Leiman Bros. 
BOILER TUBES 

National Tube Company. 


BOILERS, TUBULAR AND WATER TUBE 


Henry Vogt Machine Co. 
BOLT ENDS 
The Superior Screw & Bolt Mfg. Co. 
BOLTS, CARRIAGE 
Clark Bros. Bolt Co. 
Foster Bolt & Nut Mfg. Co. 
H. M. Harper Co. 
Russell, Burdsall & Ward Bolt & Nut Co. 
The Superior Screw & Bolt Mfg. Co. 
BOLTS, EYE. HOOK, RING AND LAG 
Clark Bros. Bolt Co. 
H. M. Harper Co. 
The Superior Screw & Bolt Mfg. Co. 
J. H. Williams & Co. 
BOLTS, GALVANIZED AND MONEL 
The Superior Screw & Bolt Mfg. Co. 
BOLTS, MACHINE 
Clark Bros. Bolt Co. 
Foster Bolt & Nut Mfg. Co. 
H. M. Harper Co. 
Russell, Burdsall & Ward Bolt & Nut Co. 
The Superior Screw & Bolt Mfg. Co 


BOLTS, SINK, STOVE AND PLOW 
Clark Bros. Bolt Co. 
Foster Bolt & Nut Mfg. Co. 
Russell, Burdsall & Ward Bolt & Nut Co. 
The Superior Screw & Bolt Mfg. Co. 

BOLTS, STUD 
The Superior Screw & Bolt _ Co. 
The Cleveland oe: ma BC 
RACK 


SCAFFOLD 
Patent Scaffolding ¢ an 
BRACKETS, WALL 
Bond Foundry & Machine Co. 
Dodge Mfg. Corp. 
The Hill Clutch Machine & Foundry Co. 
The Medart ng og 
T. B. Wood’s Sons 
BRASS GooDs, PLUMBING 
Grabler Mfg. Co 
BRASS GOODS, STEAM 
American Injector Co. 
Detroit Lubricator Co. 
Penberthy Injector Co. 
The Wm. Powell Co. 
The D. T. Williams Valve Co. 
BRONZE BARS, CORED AND SOLID 
American Non-Gran Bronze Corp. 
The Bunting Brass & Bronze Co. 
Arthur Harris & Co. 
BROOMS, FACTORY, WAREHOUSE 
AND RAILROAD 
The Herold Bros. Co. 
Indianapolis Brush & age Le Co. 
The Osborn Manufacturing C 
BRUSHES, BENCH, FLOOR, ETC. 
The Herold Bros. Co. 
Indianapolis Brush & a a Co. 
The Osborn Manufacturing C 
BRUSHES, PAINT AND. ‘VARNISH 
The Osborn Mfg. Co. 
The Herold Bros. Co 
BRUSHES, WIRE, FLUE, ETC. 
The Herold Bros. Co 
The Osborn Mfg. Co. 
BRUSHES, WIRE WHEEL 
The Herold Bros. Co 
The Osborn Mfg. Co. 
BUCKETS, ELEVATOR 
Illinois Malleable Iron Co. 
Weller Mfg. Co. 
BUFFERS, — 
Black & Decker Mfg. 
Hisey-Wolf Machine Se: 
Marathon Electric Mfg. Co. 
Stow Mfg. Co., Inc. 
N. A. Strand & Co. 


BURNERS, GASOLINE AND KEROSENE 


Aeroil Burner Co., Inc. (kerosene) 

Clayton & Lambert Mfg. Co. 
BUSHINGS, BRONZE 

American Non-Gran Bronze Corp. 

Bunting Brass & Bronze Co. 

Arthur Harris & Co. 

BUSHINGS, PNEUMATIC HAMMER 

The Cleveland Wrought Products Co. 
CANS, OILY WASTE 
Geo. W. Diener Mfg. Co. 
CANS, SAFETY, GASOLINE 
Geo. W. Diener Mfg. Co. 
CAR-MOVERS 
Advance Car Mover Co. 
Appleton Car Mover Co. zs 
Safety Wrench & Appliance Co. 
Weller Mfg. Co. 
CARTS 
The Fairbanks Company 
CASING, WELL 
National Tube Co. 
CASTERS, TRUCK 
The Bassick Company 
Bond Foundry & Machine Co. 
CASTINGS, BRONZE 
Arthur Harris & Co. 

CASTINGS, GRAY AND MALLEABLE 
The Hill Clutch Machine & Foundry Co. 
Illinois Malleable Iron Co. 

CASTINGS, SEMI-STEEL 
Bond Foundry & Machine Co. 
Hill Clutch Machine & Foundry Co. 
CATALOGS, SUPPLY HOUSE 
Cuneo Press, Inec., The 
R. R. Donnelley & Sons Co. 
CEMENT, LEATHER BELT 
Chicago Rawhide Mfg. Co. 
Cocheco—I. B. Williams & Sons 
Chas. A. Schieren Co. 
CEMENT, PIPE JOINT 
Joseph Dixon Crucible Co. 
CHAIN 
The Columbus McKinnon Chain Co 
S. G. Taylor Chain Company. 
CHARGING SETS, BATTERY 
Marathon Electric Mfg. Co. 








130 


March, 1929 





CHISEL BLANKS 


The Cleveland Wrought Products Co. 
CHISELS, CHIPPING, PNEUMATIC 
HAMMER 


The Cleveland Wrought Products Co. 
CHISELS, COLD 
Stanley Rule & Level Plant 
CHUCKS, DRILL AND TAP 
Morse Twist Drill & Machine Co. 
The Standard Tool Co. 
Skinner Chuck Company 
Union Manufacturing Co. 
CHUCKS, LATHE 
Cushman Chuck Co. 
Skinner Chuck Company 
Union Manufacturing Co. 
Westcott Chuck Company. 
CHUCKS, NIPPLE 
Paul W. Koch & Co. 
CHUCKS, PLANER 
Skinner Chuck Company 
Union Manufacturing Co. 
CLAMPS, BAR 
Adjustable Clamp Co. 
CLAMPS, BELT 
T. B. Wood's Sons Co. 
CLAMPS, “Cc” 
Adjustable Clamp Co. 
Armstrong Bros. Tool Co. 
Brownie Mfg. Co. 
J. H. Williams & Co. 
— LOOM 
Paul W. Koch & Co. 
CLAMPS, PIPE REPAIR 
M. B. Skinner Co. 
CLUTCHES, FRICTION 
Bond Foundry & Machine Co. 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
Edgemont Machine Co., The 
The Hill Clutch Machine & Foundry Co. 
Kinney Mfg. Co. 
The Medart Company 
The Moore & White Co. 
“The Reeves’’—Reeves Pulley Co. 
A. L. Schultz & Son 
T. B. Wood's Sons Co. 
COCKS, AIR AND DRAIN 
American Injector C», 
The Wm. Powell Co. 
The D. T. Williams Valve Co. 
COCKS, BALL 
Detroit Lubricator Co. 
Kieley & Mueller, Inc. 
oe CORPORATION 
Grabler Mfg. Co. 
The Wm. Powell Co. 
COCKS, GAGE 
American Injector Co. 
Jenkins Bros. 
The Wm. Powell Co. 
The D. T. Williams Valve Co. 
COCKS, STEAM AND SERVICE 
The Wm. Powell Co. 
Walworth Company 
The D. T. Williams Valve Co. 
COCKS, STOP 
Grabler Mfg. Co. 
COILS AND BENDS, COPPER AND BRASS 
Arthur Harris & Co. 
COLLARS, SHAFT 
American Pulley Company 
Bond Foundry & Machine Co. 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co. 
The Medart Company 
Pyott Foundry Co. 
Royersford Foundry & Machine Co. 
Standard Pressed Steel Co. 
T. B. Wood's Sons Co. 
COLLECTORS, DUST 
Garden City Fan Co. 
COLUMNS, WATER 
Nason Manufacturing Co. 
COMPOUND, PIPE JOINT 
Joseph Dixon Crucible Co. 
COMPRESSORS, AIR 
Curtis Pneumatic Machinery Co. 
Kellogg Mfg. Co. 
CONTACTORS, BELT 
T. B. Wood's Sons Co. 
CONTROLLERS, BOILER PRESSURE 
Mason Regulator Co. 
COPPERSMITHS 
Arthur Harris & Co. 
COUNTERBORES 
The Cleveland Twist Drill Co. 
Morse Twist Drill & Machine Co. 
COUNTERSHAFTS 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corp. 
Edgemont Machine Co., The 
The Hill Clutch Machine & Foundry Co. 
The Medart Company 
Royersford Foundry & Machine Co. 
tT. B. Wood's Sons Co. 
COUNTERSHAFTS, SMALL 
Birkle Machine Works 
N. A. Strand & Co. 
COUPLINGS, SHAFT 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co 
The Medart Company 
Pyott Foundry Co. 
Royersford Foundry & Machine Co. 
Spiro—Bond Foundry & Machine Co 
T., B, Wood's Sons Co, 


COUPLINGS, SHAFT, FLEXIBLE 
Birkle Machine Works 
Bond Foundry & Machine Co. 
Frederick Iron & Steel Co. 
The Hill Clutch Machine & Foundry Co. 
Lovejoy Tool Works 
The Medart ae 
T. B. Wood's Sons 
COUPLINGS, SHAFT, FRICTION CUT-OFF 
Dodge Mfg. Corp. 
Edgemont Machine Co., The 
The Hill Clutch Machine & Foundry Co. 
Kinney Mfg. Co. 
The Moore & White Co. 
The Medart Company 
A. L. Schultz & —. 
T. B. Wood's Sons C 
cou PLINGS, TUBE 
The Parker Appliance Co. 
COUPLINGS, SHAFT, MARINE 
Bond Foundry & Machine Go. 
COVERING, PULLEY 
Chicago Pulley & Shafting Co. 
CRANES, HAND POWER 
Chisholm-Moore Hoist Corp. 
CRANES, OVERHEAD, TRAVELING 
AND JIB 


Chisholm-Moore Hoist Corp. 
Curtis Pneumatic oy Co. 
The Yale & Rp 
CR YONS- ‘LUMBER 
Joseph Dixon eneibl e Co. 
CUPS, ee 
Chicago a Mfg. Co. 
cU OIL AND GREASE 
American Saaviner Co. 
Detroit Lubricator Co. 
Hunter Pressed Steel Co. 
Penberthy Injector Co. 
The Wm. Powell Co. 
D. T. Williams Valve Co. 
CUTTERS, BELT 
Clipper Belt Lacer Company 
CUTTERS, EMERY WHEEL DRESSER 
The Vincent Steel Process Co. 
CUTTERS, — 
American Saw & Mfg. 
CUTTERS, HOLE, ADJUSTABLE 
(for metal ) 
Paul W. Koch & Co. 
CUTTERS, MILLING 
Cleveland Twist Drill Co. 
Morse Twist Drill & Machine Co. 
The Standard Tool Co. 
DIAPHRAGMS 
Whitehead Bros. Rubber Co. 
CUTTERS, PIPE 
Armstrong Bros. Tool Co. 
Armstrong Mfg. Co. 
The Oster Mfg. Co. 
Toledo Pipe Threading Machine Co. 
DIES, THREADING 
Armstrong Bros. Tool Co. 
Armstrong Mfg. Co. 
Morse Twist Drill & Machine Co. 
The Oster Mfg. Co. 
Toledo Pipe Threading Machine Co. 
DIPPERS, COPPER 
Arthur Harris & Co. 
DISCS, VALVE 
Jenkins Bros. 
DOGS, LATHE 
Armstrong Bros. Tool Co. 
J. H. Williams & Co. 
DRESSERS, GRINDING WHEEL 
Lovejoy Tool Works 
Scandinavian Western Importing Co., Ltd. 
The Standard Tool Co. 
The Vincent Steel Process Co. 
DRILLING POSTS 
Armstrong Bros. Tool Co. 
Lovejoy Tool Works 
DRILLS, ELECTRIC 
The Black & Decker Mfg. Co. 
The Hisey-Wolf Machine Co. 
Stow Manufacturing Co., Inc. 
Standard Electric Tool Co. 
N. A. Strand & Co 
Stanley Rule & Level Plant 
DRILLS, POST 
Champion Blower & Forge Co. 
The Crescent Machine Co. 
DRILLS, RATCHET 
The Armstrong Bros. Tool Co. 
Lovejoy Tool Works 
DRILLS, TWIST 
Cleveland Twist Drill Co. 
Morse Twist Dril) & Machine Co. 
The Standard Tool Co. 
Whitman Barnes-Detroit Corp. 
DRIVES, POWER 
The Oster Mfg. Co. 
The Toledo Pipe Threading Machine Co. 
DRUMS, CAST IRON 
The Hill Clutch Foundry & Machine Co. 
The Medart Company 
T. B. Wood's Sons Co. 
EJECTORS 
American Injector Co. 
Nason Manufacturing Co. (acid) 
Penberthy Injector Co. 
ELIMINATORS, OIL 
Vhe D. T. Williams Valve Co. 
ENGINE AND BOILER FITTINGS 
American Injector Co. 
The Wm. Powell Co. 
D. T. Williams Valve Co. 
EXHAU — CYCLOIDAL 
Garden City Fan 
EXPANDERS, BOILER TUBE 
Lovejoy Tool Works 
EXPELLERS, OIL AND MOISTURE 
The Y, D, Anderson Co, 


omen egg gman FIRE 
Geo. W. Diener Mfg. Co. 
FANS, VENTILATING, ELECTRIC 

Electric Blower Company 
Garden City Fan Co. 
Marathon Electric Mfg. Co. 

FASTENERS, BELT 
The Bristol Company 
Clipper Belt Lacer Company 
Flexible Steel Lacing Co. 

AUCETS, BRASS 

Grabler Mfg. Co. 
FEED WATER SOFTENER AND PURIFIER 
Dodge Manufacturing Corporation 
The Swartwout Company 


FEEDER VALVES, STEAM HEATING 
BOILER 


Nason Manufacturing Co. 


FILES 
American Swiss File & Tool Co. 
Delta File Works 
Grobet File Corporation of America 
Scandinavian Western Importing €o., Ltd. 
Simonds Saw & Steel Co. 
FIRE ee 
Geo. W. Diener Mfg. 
Pyrene Mfg. Co. 
FIRE ra EQUIPMENT 
Geo. W. Diener Mfg. Co. 
FITTINGS, CHAIN 
S. G. Taylor Chain Company. 
FITTINGS, DRAINAGE 
Grabler Mfg. Co. : 
Illinois Malleable Iron Co. 
Stockham Pipe & Fittings Co. 
FITTINGS, HOSE, BRASS 
Boston Woven Hose & Rubber Co. 
Illinois Malleable Iron Co. 
FITTINGS, HYDRAULIC 
Stockham Pipe & Fittings Co. 
Henry Vogt Machine Co. 
Walworth Co. 
FITTINGS, PIPE, BRASS 
Grabler Mfg. Co. 
Illinois Malleable Iron Co. 
FITTINGS, PIPE, CAST IRON 
Grabler Mfg. Co. 
Stockham Pipe & Fittings Co. 
FITTINGS, PIPE, MALLEABLE 
Grabler Mfg. Co. 
Illinois Malleable Iron Co. 
Stockham Pipe & Fittings Co. 
Walworth Company 
FITTINGS, PIPE, STEEL 
Bonney Forge & Tool Works 
Stockham Pipe & Fittings Co. 
Henry Vogt Machine Co. 
FITTINGS, TUBING 
The Parker Appliance Co. 
FLEXIBLE SHAFT EQUIPMENT 
Stow Manufacturing Co., Inc. 
N. A. Strand & Co. 
FLOATS, ALUMINUM, LEAD COATED 
AND STEEL 
Arthur Harris & Co. 
FLOATS, COPPER 
The V. D. Anderson Co. 
Arthur Harris & Co. 
FLOOR STANDS 
Bond Foundry & Machine Co. 
Dodge Manufacturing Corporation 
The Hill Clutch Foundry & Mashine Co. 
The Medart Company 
Royersford Foundry & Machine Co. 
T. B. Wood’s Sons Co. 
FLY WHEELS 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co. 
The Medart Company 
Pyott Foundry Co. 
Reeves Pulley Co. 
T. B. Wood’s Sons Co. 
FORGES, BLACKSMITH AND RIVET 
Champion Blower & Forge Co. 
FRAMES, HACK SAW 
Simonds Saw & Steel Co. 
The Henry G. Thompson & Son Co. 
FRAMES, WALL 
Bond Foundry & Machine Co. 
Dodge Manufacturing ee 
The Hill Clutch Machine & Foundry Co. 
The Medart Company 
Royersford Foundry & Machine Co. 
T. B. Wood's Sons Co, 
FURNACES, INDUSTRIAL 
The Strong, Carlisle & Hammond Co. 
FURNACES, LEAD MELTING 
Aeroil Burner Co., Inc. 
FURNACES, SOLDERING 
Clayton & Lambert Mfg. Co. 
Geo. W. Diener Mfg. Co. 
Scandinavian Western Importing Co. 
P. Wall Mfg. Supply Co. 
Yost Manufacturing Co. 
GAGES, IRON, AMMONIA AND CHEMICAL 
Nason Manufacturing Co. 
GAGES, MACHINISTS’ 
Brown & Sharpe Mfg. Co. 
GAGES, WATER 
American Injector Co. 
Detroit Lubricator Co. 
Nason Manufacturing Co. 
Penberthy Injector Co. 
The Wm. Powell Co. 
The D. T. Williams Valve Co. 
GASKETS 
The Cincinnati Rubber Mfg. Ca, 
Jenkins Bros, 
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BARNES Rep Arrow 


HIGH SPEED STEEL HACK SAW BLADES 


»——> 


MANUFACTURED BY 


“VR” 


Victor Balata 


Belt 


Ampere 
CANVAS STITCHED 
BELTING 
Sold Extensively by 
Mill Supply Houses 


Ask for Prices 
W. O. BARNES CO., INC. 


Victor Balata & Textile Belting Co. 
1297 Terminal Ave. DETROIT, MICH. Main Sales Office, 38 Murray St., New York 
Chicago Warehouse: 345 W. Austin Ave 











Factories: Easton, Pa. 











5 FRICTION 
mont cLuTCHEs 
best for general factory use 


because ADAPTABLE 





EFFICIENT 
LONG LIVED 
INEXPENSIVE 

3 Set Your Supply of SHIPPED FROM STOCK 





THE EDGEMONT MACHINE CoO., DAYTON, OHIO 


ATLANTIC Bar Belt Dressing 


20 Years on the market without a Complaint 










A high grade lubricant and preserver. It will put a surface on 
your belts and make them carry the load. Does not make 
belts soft and spongy. Made in three grades, for leather, 
rubber and canvas belts. Also made in liquid form. 


ATLANTIC MANUFACTURING CO. 


Wilmington, Delaware 








Simplex 


Screw Jacks 


Tian Safety Features—-Nationally Advertised---No Service Worry 
We Co-operate with the amas is Margin 


nufacturers of 


Alia Electric Alta Electric 
Hand Plane Hand Saw 


: ia Sell on Sight! 
V ol Fa hi Their Visible Screw, Stability, 
f GEAR WORKS, we 


Workmanship & Duco Coloring 


Create Sales Appeal .. m plex Lever Jacks, 
Templeton. Kenly & Co. pipe Pushers 


and Trench Braces 
u have been famous 
Chicago, Ill.,U.S.A. for Years 


“L-L-L-Lip-a 
- sawed Zip an ita} “SS 


Thoroughly Dependable 


LABOR-SAVING TOOLS 
FOR BUILDERS 


< 7524 Meade St. Pittsburgh, Pa. 








When writing to Advertisers please mention Mrit1, SUPPLIES 


oe 
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GEARS 

Bond Foundry & Machine Co. 
Brown & Sharpe Mfg. Co. 
Chicago Rawhide Mfg. Co. 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co. 
The Medart Company 
Pyott Foundry Co. 

GENERATORS, 1. ee 
The Imperial Brass Mfg. Co. 

GLASSES, GAGE 

Jenkins Bros., Page ae 
The Libbey Giass Mfg. Co. 

GOVERNORS, PUMP SPEED 
Kieley & Mueller, Inc. 
Mason Regulator Co. 
The Strong, Carlisle & Hammond Co. 

“Strong” 
GRAPHITE FOR ALL PURPOSES 
Joseph Dixon Crucible Co. 
GREASE, LUBRICATING 


Bond Foundry & Machine Co., ‘‘Bondeline”’ 


Joseph Dixon Crucible Co 
Royersford Foundry & Machine Co. 
GRINDERS, BELT, ROPE AND MOTOR 
DRIVE? 
Stow Manufacturing Co., Inc. 
GRINDERS, BENCH AND FLOOR 
Bond Foundry & Machine Co. 
Brown & Sharpe Mfg. Co. 
Chicago Pulley & Shafting Co. 
Hisey-Wolf Machine Co. 
Luther Grinder Mfg. Co. 
Marathon Electric Mfg. Co. 
Royersford Foundry & Machine Co. 
Standard Electrical Tool Co. 
Stanley Rule & Level Plant 
GRINDERS, DISC 
The Crescent Machine Co. 
Luther Grinder Mfg. Co. 
GRINDERS, ELECTRIC 
The Black & Decker Mfg. Co. 
Hisey-Wolf Machine Co. 
Luther Grinder Mfg. Co. 
Marathon Electric Mfg. Co. 
Standard Electrical Tool Co. 
Stow Manufacturing Co., Inc. 
N. A. Strand & Co. 
GRINDERS, RAILROAD 
Luther Grinder Mfg. Co. 
GRINDERS, TOOL, HAND 
Luther Grinder Mfg. Co. 
GRINDERS, VALVE 
The Black & Decker Co. 
GUARDS, — LAMP 
Flexible Steel Lacing ¢ 
GUARDS, CABL , HIGHWAY 
Williamsport Wire Rope Co. 
GUNS, OIL AND GREASE 
Bond Foundry & Machine Co. 
Royersford Foundry & Machine Co. 
HAMMERS 
Stanley Rule & Level Plant 
HANDLES, 7 AND SOLDER IRON 
Hyro Mfg. Co., In 
H AND SCREWS 
Adjustable Clamp Co. 
HANGERS, BALL BEARING 
Chisage Pulley & Shafting Co. 
K F Industries, Incorporated. 
r. B. Wood's Sons Co. 
HANGERS, DOOR 
F. E. Myers = Bro. Co 
ANGERS, PIPE 
Grabler Mfg. Meo. 
Illinois Malleable Iron Co 
Walworth Company 
HANGERS, SHAFT 
American Pulley Company 
Bond Foundry & Machine Co. 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co. 
The Medart Company 
Royersford Foundry & Machine Co. 
S K F Industries, Incorporated 
Standard Pressed — Co. 
T. B. Wood's Sons Cc 
HEADS, ‘EXHAUST 
The Swartwout Company 
HEATERS, oes AND ASPHALT 
Aeroil Burner Co., 
HE: ATERS, ‘yEED WATER 
Arthur Harris & Co. 
The Swartwout Company 
HEATERS, GLUE, ELECTRIC 
Black & Decker Mfg. Co. 
HEATERS, GLUE, STEAM AND GAS 
Nason Manufacturing Co. 
HEATERS, UNIT 
Garden City Fan Co, 
HEATERS, WATER 
Aeroil Burner Co., Inc. 
HOISTS, CHAIN 
Chisholm-Moore Hoist Corp. 
Union Manufacturing Co. 
Wright Mfg. Co. 
The Yale & Towne Mfg. Co 
HOISTS, ELECTRIC 
Chisholm-Moore Hoist Corp. 
The Yale & Towne Mfg. Co. 
HOISTS, HAND 
*hisholm - _—_ Hoist Corp. 
Wright Mfg. Co. 
The Yale & Towne Mfg. Co 
HOISTS, PNEU MATIC 
Curtis Pneumatic Machinery Co. 
: HOLDERS, BAG 
Weller Mfg. Co. 
HOLDERS, TOOL 
Armstrong Bros. Tool Co. 
J. H. Williams & Co, 


HOOKS, BELT 
The Bristol Company 
Flexible Steel Lacing Co. 
HOOKS, CORNICE 
Patent Scaffolding Co. 
HOOKS, HOIST 
J. H. Williams & Co. 
HORSES, MASONS’ 
2atent Scaffolding Co. 
HOSE, COTTON 
Boston Woven Hose & Rubber Co. 
The Diamond Rubber Co., Inc. 
The B. F. Goodrich Rubber Co. 
Goodyear Tire & Rubber Co., Inc. 
The Mechanical Rubber Co. 
Whitehead Bros. Rubber Co. 
HOSE, RUBBER 
Boston Woven Hose & Rubber Co. 
The Cincinnati Rubber Mfg. Co. 
The Diamond Rubber Co., Inc. 
The B. F. Goodrich Rubber Co. 
Goodyear Tire & Rubber Co., Inc. 
The Mechanical Rubber Co. 
Quaker City Rubber Co. 
The Republic Rubber Co. 
Whitehead Bros. Rubber Co 
HYDRAULIC LEATHER 
Chicago Rawhide Mfg. Co. 
Chas. A. Schieren Co. 
INJECTORS 
American Injector Co. 
Penberthy Injector Co. 
The Wm. Powell Co. 
IRONS, BRANDING 
Patent Scaffolding Co. 
JACKS, HYDRAULIC 
Blackhawk Mfg. Co. 
JOINTERS, WOODWORKING 
The Crescent Machine Co. 
J. D. Wallace & Co. 
JOINTS, EXPANSION, COPPER 
Arthur Harris Co 
—. NOTCHERS 
Paul W. Koch & C 
~~ KETTLES, STE: AM JACKETED 
Arthur Harris & Co. 
KNIVES, MACHINE 
Simonds Saw & Steel Co. 
KNURLS 
American Swiss File & Tool Co. 
LACERS, BELT 
Clipper Belt Lacer Co. 
LADDERS, SAFETY 
Dayton Safety Ladder Co. 
Patent Scaffolding Co. 
LADDERS, STEP 
Patent Scaffolding Co. 
LAMP GUARDS 
Flexible Steel Lacing Co. 
LATHES, BUFFING AND POLISHING 
Brown & Sharpe Mfg. Co. 
Standard Electrical Tool Co. 
LATHES, LABORATORY, ELECTRIC 
Marathon Electric Mfg. Co 
LATHES, WwooDW ORKING 
J. D. Wallace & Co. 
LEATHER SPECIALTIES 
Chicago Rawhide — Co. 
Geo. Rahmann & C 
LEATHERS, HAND 
Chicago Rawhide Mfg. Co. 
LEGS, BENCH, STEEL 
Standard Pressed Steel Co. 
LEVELS 
Stanley Rule & Level Plant 
LOCKS, INDU -- rc 
The Yale & Towne Mfg. Co. 
LUBRICANTS, BALL & ROLLER BEARING 
Bond Foundry & Machine Co. 
Royersford Foundry & Machine Co. 
LUBRICATORS 
American Injector Co. 
Detroit Lubricator Co. 
The Wm. Powell Co. 
The D. T. Williams Valve Co. 
MACHINE TOOLS 
Brown & Sharpe Mfg. Co. 
The Crescent Machine Co. 
Royersford Foundry & Machine Co. 
MACHINERY CLUTCHES 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
Edgemont Machine Co., Inc. 
The Hill Clutch Machine & Foundry Co. 
The Medart Company 
The Moore & White Co. 
A. L. Schultz & Son 
T. B. Wood's Sons Co. 
MACHINERY, COAL HANDLING 
Dodge Manufacturing Corporation 
MACHINERY, CONVEYING AND 
ELEVATING 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co. 
MACHINES, GRINDING AND POLISHING 
Bond Foundry & Machine Co. 
Brown & Sharpe Mfg. Co. 
Hisey-Wolf Machine Co. 
Royersford Foundry & Machine Co. 
Stow Mfg. Co., Inc. 
N. A. Strand & Co. 
MACHINES, HACK SAW 
Armstrong-Blum Mfg. Co. 
The Henry G. Thompson & Son Co. 
MACHINERY, ICE AND REFRIGERATION 
Henry Vogt Machine Co. 
MACHINES, PIPE CUTTING AND 
THREADING 
Armstrong Mfg. Co. 
‘he Oster Mfg. Co 
Toledo Pipe Threading Machine Co, 


MACHINES, PUNCHING AND 
Royersford Foundry & Machine C —— 
MACHINERY, WOODWORKING 
The Crescent Machine Co. 
J. D. Wallace & Co. 
MALLETS AND a 
clean Rawhide ~’ wee RAWHIDE 
MANDEOLA 
Morse Twist Dr ill & Machine Co. 
“me -- Co., Ine. (hollow bench type) 
S AND MATTIN 
Boston Woven Hose & ts Rp: gee 
Et .. Rubber Co., Inc. 
B. x00drich Rubb 
The Mechanical Rubber nee oo 
ee 
F. E. Myers & Bro. ~ veiindenanaieael 
METAL, B v 
Bunting Brass & AL, BEARING 
Dodge Manufacturing Corporation 
Frictionless Metal Company 
Arthur Harris & Co. 
The Medart Company 
Monarch Metal Co. 
Reeves Pulley Co. 
- MILL LEATHERS, ALL 
fe cee — Philadelphia eee 
ago Rawhid 
-—* A. Schieren Co. a 
. Williams & Sons 
MONORAIL SWITCHES AND 
} BL 
The Yale & Towne Mfg. a 
MORTI 
The Crescent Machine _—" 
Wappat Gear Works, Inc. 
MOTORS, 
Marathon Electric — 
MOVERS, 
Advance Car Mover Co. _— 
sogeeton, Car Mover Co. 
afety rench & A 
Weller Mfg. Co. sicicaton naa 


MULE STANDS 
Bond Foundry & Machine Co. 
The mee etariog Corporation 
utch Machine & r<S 
The Medart Company arene ee 
T. B. Wood's Sons Co. 


es NUTS, LOCK 
fhe Cleveland Wrought Products Co. 
; NUTS. MACHINE SCREW 
Clark Bros. Bolt Co. 
The Cleveland Cap Screw Co. 
Cleveland Wrought Products Co. 
Economy Screw Corporation 
Foster Bolt & Nut Mfg. Co. 
H. M. Harper Co. 
NUTS, 
Clark Bros. Bolt Co. _— 
OIL het pr us 
The Wm. Powell ablecopmeemas 
ones, HAND 
P. Wall Mfg. Supply Co. 


OILERS, e: LLEY 
Standard Pressed Steel Co. - 
OILING DEVICES 
American Injector Co. 
Detroit Lubricator Co. 
The Wm. Powell Co. 
The D. T. Williams Valve Co. 
PACKING, AMMONIA 
Boston Woven Hose & Rubber Co. 
The Diamond Rubber Co., Inc. 
Goodyear Tire & Rubber Co Ine. 
Linear Packing & Rubber Co. 
The Mechanical Rubber Co 
Quaker City Rubber Co. 
The Republic Rubber Co. 
Whitehead Bros. Rubber Co. 
PACKING, HYDRAULIC 
Chicago Rawhide Mfg. Co. 
The Diamond Rubber Co., Inc 
Goodyear Tire & Rubber Co., Ine. 
Linear Packing & Rubber Co. 
The Mechanical Rubber Co. 
Quaker City Rubber Co. 
Chas. A. Schieren Co. 
I. B. Williams & Sons 
Whitehead Bros. Rubber Ca 
PACKING, PISTON a 
The Diamond Rubber Co., Inc. 
The B. F. Goodrich Rubber Co. 
Goodyear Tire & Rubber Co., Inc. 
Linear Packing & Rubber Co. 
The Mechanical Rubber Co. 
Quaker City Rubber Co. 
The Republic Rubber Co. 
PACKING, SHEET 
Boston Woven Hose & Rubber Co. 
The Cincinnati Rubber Mfg. Co. 
The Diamond Rubber Co., Inc. 
Goodyear Tire & Rubber Co., Inc. 
‘Jenkins '96’—Jenkins Bros. 
The B. F. Goodrich Rubber Co. 
Linear Packing & Rubber Co. 
The Mechanical Rubber Co. 
Quaker City Rubber Co. 
The Republic Rubber Co. 
Whitehead Bros. Rubber Co. 
a PACKING, VALVE STEM 
The Cincinnati Rubber Mfg. Co. 
The Diamond Rubber Co., Inc. 
The B. F. Goodrich Rubber Co. 
yoodyear Tire & Rubber Co., Inc. 
Linear Packing & Rubber Co. 
The Mechanical Rubber Co. 
Quaker City Rubber Co. 
The Republic Rubber Co. 
; PADLOCKS 
The Yale & Towne Mfg. Co. 
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MOTOR PULLEYS CnUCKS 


PAPER AND IRON 
Prompt shipments are made from 
our large stock of Paper and Iron 











Motor Pulleys, Flexible Motor 


Couplings and Adjustable Motor © 
Rails. 
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ss Let us fill your motor 
requirements. Al |] N O\S 
“wor — ‘(DIRKLESMACHINESWorRKsS Al 
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> 





456 N. Union Ave., Chicago 








Union Manufacturing Co. New Britain; Conn. U.S.A. 


-_SCHULIZ — 
You can’t Judge a FRICTION CLUICHES 


File by its Looks. 














DELTA 


Stock Clutches for use with pulleys, sheaves 


and gears; Cut-Off Couplings and Friction 

DELTA Fi LE Wo RRS Clutch Pulleys. Special Clutches for any 

BRIDESBURG PHILADELPHIA unusual service. 31 years clutch exper- 
Test a Delta! ae 


a ience. Ask for catalogue. 












SON 


1675 ELSTON AVE. Chicagol, 
POWER TRANSMISSION APPLIANCES 























KIELEY SPECIALTIES 


For fifty years these products have found favor with 
engineers because they are constructed without com- 
plicated parts. 







The Kieley catalogue of 250 pages illustrates 
a complete line of steam, water and air spe- 
cialties and should be in your file. 


Kieley & Mueller, Inc. 


34 WEST 13TH ST., N. Y. CITY 

















SELLERS’ GUIDE se-Em-Up 
to Supply Houses SOCKETS and SLEEVES 


1929 Edition 
AN ORDINARY DRILL SOCKET will 
A guide to the supply houses of the United States drive a twist drill only as long as the drill has a 


tang. When the tang twists off or the shank 
and Canada, for sales managers and salesmen. breaks, the drill is useless in the ordinary 


socket. 


; BUT—grind a flat (time 3 minutes) on the 
Price Three Dollars broken drill, slip it into a “Use-Em-Up” 
Socket, and it’s as good as a new drill. 


The Crawford Publishing Co. — eee 
537 South Dearborn St. Write for Jobber’s proposition. 


Chicago LOVEJOY TOOL WORKS 


328 W. OHIO STREET CHICAGO 
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PAINT SPRAYERS 
Kellogg Mfg. Co. 
PAINTS, INDUSTRIAL 
Joseph Dixon Crucible Co 
PANS, VACUUM 
Arthur Harris & Co. 
PEGS OR PINS, BELT LACING 
Chicago Rawhide Mfg. Co. 
Clipper Beit Lacer Co. 
Flexible Steel Lacing Co. 
PINS OR PLUGS, DRIFT 
The Cieveland Wrought Products Co. 
PIPE THREADING TOOLS 
Armstrong Bros. Tool Co. 
The Oster Mfg. Co. 
Toledo Pipe Threading Machine Co. 
PIPE, STEEL 
National Tube Co. 
PLANERS, eee 
The Crescent Machine Co 
J. D. Wallace & Co 
PLANES, HAND, ELECTRIC 
Wappat Gear Works, Inc. 
PLATES, FLOOR & CEILING 
Grabler Mfg. Co. 
Illinois Malleable Iron Co. 
PLIERS 
Bonney Forge & Tool Works 
PLUGS, BRASS AND FUSIBLE 
American Injector Co. 
The D. T. Williams Valve Co. 
The Wm. Powell Co. 
POLISHING GRAIN 


Abrasive Company 


POWER TRANSMISSION APPLIANCES 


American Pulley Company 
Arguto Oilless Bearing Co. 
Bond Foundry & Machine Co. 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
Edgemont Machine Co., The 
The Hill Clutch Machine & Foundry Co. 
Kinney Mfg. Co. 
The Medart Company 
The Moore & White Co. 
Royersford Foundry & Machine Co. 
A. L. Schultz & Son 
S K F Industries, Incorporated 
Weller Mfg. Co. 
T. B. Wood's Sons Co. 
PRESSES, DRILL AND FOOT 
Royersford Foundry & Machine Co. 
PRIMING CUPS 
Detroit Lubricator Co. 
PROTECTORS, ELECTRIC LAMP 
Flexible Steel Lacing Co. 
PULLERS, CAR 
Weller Mfg. Co. 
PULLEYS, BALL BEARING 
S K F Industries, Incorporated 
Chicago Pulley & Shafting Co. 
_ Clutch Machine & Foundry Co. 
. B. Wood's Sons Co 
PULLEYS, CAST IRON 
Birkle Machine Works 
Bond Foundry & Machine Co. 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co. 
The Medart Company 
Pyott Foundry Co. 
Royersford Foundry & Machine Co. 
Weller Mfg. Co. 
T. B. Wood's Sons Co 
PULLEYS, CONVEYOR 
American Pulley Company 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co. 
The Medart Company 
The Ohio Valley Pulley Works, Inc. 
T. B. Wood's Sons Co. 
PULLEYS, CORK INSERT 
American Pulley Co. 
PULLEYS, FLANGE 
American Pulley Company 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co 
The Medart Company 
The Ohio Valley Pulley Works, Inc. 
Reeves Pulley Co. 
T. B. Wood's Sons Co. 
PULLEYS, FRICTION CLUTCH 
Bond Foundry & Machine Co. 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
The Edgemont Machine Co. 
The Hill Clutch Machine & Foundry Co. 
The Medart Company 
The Moore & White Co. 
Reeves Pulley Co. 
A. L. Schultz & Son 
S K F Industries, Incorporated 
T. B. Wood's Sons Co. 
PULLEYS, IRON CENTER 
Dodee Manufacturing Corporation 
Hill Clutch Machine & Foundry Co. 
the Medart Company 
Che Ohio Valley Pulley Works, Inc. 
Reeves Pulley Co. 
T. B. Wood's Sens Co. 
PULLEYS, LOOSE 
American Pulley Company 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co. 
The Medart Company 
The Ohio Valley Pulley Works, Inc. 
Reeves Pulley Co. 
SK F Industries, Incorporated 
T. B. Wood's Sons Co. 
PULLEYS, MOTOn 
American Pulley Company 


Birkle Machine Works 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Ca 
The Medart Company 
The Ohio Valley Pulley Works, Inc. 
Reeves Pulley Co. 
Rockwood Mfg. Co. 
T. B. Wood's Sons Co. 

PULLEYS, PAPER 
Birkle Machine Works 
The Ohio Valley Pulley Works, Inc. 
Rockwood Mfg. Co. 

PULLEYS, ROLLER BEARING 
Dodge Manufacturing Corporation 
Hill Clutch Machine & Foundry Co. 
The Medart Company 
Skayef Ball Bearing Co. 

PULLEYS, STEEL 
American Puiley Company 
Dodge Manufacturing Corporation 
PULLEYS, STEEL RIM 
The Medart Company 
PULLEYS, STEP AND TAPER CONE 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co. 
The Medart Company 
The Ohio Valley Pulley Works, Inc. 
Reeves Pulley Co 
T. B. Wood's Sons Co. 
PULLEYS, WOOD 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
The Medart Company 
The Ohio Valley Pulley Works, Inc. 
Reeves Pulley Co. 
PUMP JACKS 
Goulds Pumps, Inc. 
F. E. Myers & Bro. Co. 
Roper, Geo. D., Corporation. 
PUMPS, AIR 
Leiman Bros. 


PUMPS, BOILER TEST 
Lovejoy Tool Works 
PUMPS, CENTRIFUGAL 
Frederick Iron & Steel Co. 
Goulds Pumps, Inc. 
Geo. D. Roper Corp. 
PUMPS, DIAPHRAGM 
Frederick Iron & Steel Co. 
Goulds Pumps, Ine. 
PUMPS, ELECTRIC 
Goulds Pumps, Inc. 
F. E. Myers & fon Co. 
Geo. D. Roper, Co 
PU ge GAS AND VACUUM 
Kinney Mfg. Co. 
Leiman Bros. 
PUMPS, HAND AND POWER 
Goulds Pumps, Inc. 
F. E. Myers & Bro. Co. 
Roper, Geo. D., Corporation. 
PUMPS, JET 
American Injector Co. 
Roper, Geo. D., Corporation. 
PUMPS, MINE 
Goulds Pumps, Inc. 
F. E. Myers & Bro. Co. 
Roper, Geo. D., Corporation. 
PUMPS, OIL 
Detroit Lubricator Co. 
Goulds Pumps, Inc. 
Kinney Mfg. Co. 
Leiman Bros. 
Geo. D. Roper Co 
PUMPS, ROTARY 
Goulds Pumps, Inc. 
Kinney Mfg. Co. 
Roper, Geo. D., Corporation. 
PUMPS, SUMP, AUTOMATIC 
Goulds Pumps, Inc. 
The Penberthy Injector Co. 
Roper, Geo. D., Corporation. 
PUMPS, TANK 
Goulds Pumps, Ine, 
. E. Myers & Bro. Co. 
Roper, Geo. D., Corporation. 
PUNCHES AND DIES 
Lovejoy Tool Works 
Royerstord Foundry & Machine Co. 
Stanley Rule & Level Plant 
PUNCHES, METAL, LEVER 
Hyro Mfg. Co., Inc. 
W. 4A. Whitney Mfg. Co 
RACKS, BAR STOCK 
Pollard Bros. Mfg. Co. 
REGU LATOKS, ENGINE BLOWING 
Mason Regulator Co. 
RASPS 
Delta File Works 
Scandinavian Western Importing Co., Ltd. 
RATCHETS 
Armstrong Bros. Too! Co. 
Lovejoy Tool Works 
REAMERS 
Cleveland Twist Drill Co. 
Morse Twist Drill & Machine Co. 
‘he Standard Tool Co. 
Whitman Barnes-Detroit Corp. 
REAMERS, ELECTRIC 
Black & Decker Mfg. Co 
REDUCERS, SPEED 
The Hill Clutch, Machine & Foundry Co. 
REGULATORS, BOILER FEED LINE 
Mason Regulator Co. 
REGULATORS, DAMPER HYDRAULIC 
Mason Regulator Co. 
REGULATORS, PRESSURE 
Mason Regulator Co. 
The Strong, Carlisle & Hammond Co. 
“Strong”’ 
REGULATORS, STEAM FAN 
Mason Regulator Co, 


RESEATERS, BIBB 
M. B. Skinner Co. 
RESEATING TOOLS, VALVE 
The Black & Decker Mfg. Co. 
M. B. Skinner Co. 


IVETS 
Russell, Burdsall & Ward Bolt & Nut Co. 
ROPE DRIVES 
Dodge Manufacturing Corporation 
The Hill Clutch, Machine & Foundry Co. 
The Medart Company 
T’. B. Wood's Sons Co. 
ROPE, WIRE 
Williamsport Wire Rope Co. 
RUBBER GOODS, MECHANICAL 
The Cincinnati Rubber Mfg. Co. 
The Diamond Rubber Co., Inc. 
The B. F. Goodrich Rubber Co. 
Goodyear Tire & Rubber Co., Inc. 
Jenkins Bros. 
The Mechanical Rubber Co. 
Quaker City Rubber Co. 
The Republic Rubber Co. 
Whitehead Bros. Rubber Co. 
RULES 
Brown & Sharpe Mfg. Co. 
Stanley Rule & Level Plant 
SALAMANDERS 
Aeroil Burner Co., Inc. 
Geo. W. Diener Mfg. Co. 
SAND BLAST OUTFITS 


Leiman Bros. 

SAWS, BAND 
Armstrong-Blum Mfg. Co. (Metal). 
American Saw & Mfg. Co. 

W. O. Barnes Co., Inc. 
The Crescent Machine Co. 
Simonds Saw & Steel Co. 
The Henry G. Thompson & Son Co. 
J. D. Wallace & Co. 
SAWS, CIRCULAR 
Simonds Saw & Steel Co. 
J. D. Wallace & Co, 

SAWS, COPING 

W. O. Barnes Co., Inc. 
SAWS, HACK (Blades) 

American Saw & Mfg. Co. 
Arion Steel Co. 
Armstrong-Blum Mfg. Co. 
W. O. Barnes Co., Inc. 
Simonds Saw & Steel Co. 
The Henry G. Thompson & Son Co. 
Victor Saw Works, Inc. 

SAWS, HAND, ELECTRIC 
J. D. Wallace & Co. 
Wappat Gear Works 

SAWS, RADIAL, ELECTRIC 
J. D. Wallace & Co. 

SAWS, SWING, CUT-OFF 
The Crescent Machine Co. 


SCAFFOLDING 
Patent Scaffolding Co. 
SCALES 


The Fairbanks Company. 
SCREWDRIVERS, ELECTRIC 
The Black & Decker Mfg. Co. 
Hisey-Wolf Machine Co. 
N. A. Strand & Co. 
eee ey HAND 
American Saw & Mfg o. 
SCREW Pn 
Morse Twist Drill & Machine Co. 
SCREWS, CAP AND SET 
The Allen Mfg. Co. 
The Bristol Company 
Clark Bros. Bolt Co. 
Cleveland Cap Screw Co. 
Cleveland Wrought Products Co. 
Ferry Cap & Set Screw Co. 
Foster Bolt & Nut Mfg. Co. 
H. M, Harper Co. 
Standard Pressed Steel Co. 
The Strong, Carlisle & Hammond Co. 
“Mac-It” 
The Superior Screw & Bolt Mfg. Co. 
SCREWS, MACHINE, BRASS AND IRON 
Economy Screw Corporation 
H. M. Harper Co. 
SCREWS, MINING 
The Strong, Carlisle & Hammond Co. 
“‘Mac-It” 
SCREWS, SAFETY SET 
The Allen Mfg. Co. 
The Bristol Company 
Standard Pressed Steel Co. 
The Strong, Carlisle & Hammond Co. 
““Mac-It” 
SCREWS, THUMB 
Economy Screw Corporation 
J. H. Williams & Co. 
SEPARATORS, OIL AND STEAM 
The Strong, Carlisle & Hammond Co, 
The Swartwout Company 
The D. T. Williams Valve Co. 
SETS OR SNAPS, RIVET 
The Cleveland Wrought Products Co. 
SHAFTING, FLEXIBLE 
Stow Manufacturing Co., Inc. 
N. A. Strand & Co. 
SHAFTING, STEEL 
Bond Foundry & Machine Co. 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co 
The Medart Company 
Royersford Foundry & Machine Co 
A. L. Schultz & Son 
y, B, Wood's Sons Ca, 
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Specialties for Mill Supply Jobbers 
Who are Seeking Opportunities for Sales and Profit 

















THE COR)RIECTL 
Grinder and Buffer 


This outfit is ideal for grinding tools, 
preparing metal surfaces for welding, and 
ya countless other uses in machine shops, 

arages, repair shops, service stations, 
Dlackaenith shops and wherever men work 
in metals. 

Our specialization in the production 
of small, high grade motors makes our 
prices 25 to 50 per cent below the aver- 
age. Your best investment of the year 
will be the purchase of a Marathon 
Grinder and Buffer. Write for Bulletin. 


We ully co-operate with mill 
supply houses. 


MARATHON ELECTRIC 
MFG. CO. 
50 Island St., Wausau, Wis. 





ae MARK 


/ors 3ensen” 


—_—_—_—__ 
REG U S PAT OFF 


Look for the Name 


GENUINE ?* 










Fits Every Grip 
Without a Slip 


Steet Spindles 
Steel Nuts 
Maple Jaws 


Adjustable or 
Non-Adjustable 


Adjustable Clamp Ca. 413 N. Ashland Ave. 


CHICAGO, ILL. 








STOW 
Flexible Shafts 


All types of flexible shaft as- 
semblies, all sizes. Flexible 
shafts for your customers’ own 
motors, with attachments. 

Jobbers are selling this equip- 
ment to their regular trade most 
advantageously. 


Agents wanted in every city. 
Write us for proposition with 
printed matter. 

Invented and Built by 


STOW MFG. COQ., Inc. 
Binghemton, N. Y. 











GUARANTEED 
to contain 
no Rosin 





Not a Single Consumer 
is on Our Books 


That means that our distribution is 100°; 
through the supply trade. We have found 
from many years experience the way to 
create business for our distributors. The 
plan will work as well for you as it has 
for others. 


WIZARD Belt Dressing is an oil com- 
pound that preserves belts and gives them 


a soft, clinging surface. Half-pound bars. 
List, $3.00 a dozen. 





Central Distributing Co., 
Detroit, sold over 
$500.00 worth of 
WIZARD in 1£28. 








Ask for the selling plan 


RICHMOND BELT DRESSING MFG., CO., Inc. 
Richmond, Va. 








ELi.3 


ROLLER 
BEARING 
HANGERS 


lubricated with 
Rollerine are best 
and cheapest. 





Royersford Fdry. & Mch. Co. 


Royersford, Pa. 











SKINNER Clamps 
Stop Leaks 
















PORTABLE FLEXIBLE 

SHAFT MACHINES 
for Grinding—Polishing— {| 
Drilling—Buffing—Rotary { 
Filing—Screw Driving — f 
Nut Setting 


and hundreds of other useful 
operations. Several Sizes. 


Manufactured by 


N. A. STRAND & CO. 
Chicago 


M6—\% H. P. Capacity 








‘““VINCENT ”’ the name that signifies good— 


Huntington Emery Wheel Dressers and 
Cutters—Vincent-Carbo Emery Wheel 
Dressers—Conical Emery Wheel Cut- 
ters—Hardened High Speed Tool Bits. 


(Sold through the distributors) 
IF YOU DO NOT HAVE OUR CATALOG—WRITE US 


THE VINCENT STEEL PROCESS CO. 


Incorporated in 1909 


2519 Bellevue Avenue 


Chicago Office DETROIT, MICH. 


New York Office 
25 S. Jefferson St. 


41 Murray St. 








When writing to Advertisers please mention Mitt SupPPLres 
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SHAPERS, WOODWORKING 
The Crescent Machine Co. 


SHEAVES, MANILA AND WIRE ROPE 
The Hill Clutch Machine & Foundry Co 


The Medart Company 
Pyott Foundry Co. 
7. hw ~~ s Sons C 
SH EAVES. “Vv” BELT 
Pyott Foundry 
SHOVELS, HAND 
Wood Shovel & Tool Co. 
SLEEVES, DREDGING 
Whitehead Bros. Rubber Co 
SLEEVES AND SOCKETS, DRILL 
Lovejoy Tool Works 
Morse Twist Drill & Machine Co. 
The Standard Tool Co. 
SLEEVES, USE-EM-UP 
Lovejoy Tool Works 
SNOW MELTERS 
Aeroil Burner Co., Inc. 
SOLDER DIPPERS 
Paul W. Koch & Co. 
SOLDER, BAR AND WIRE 
Frictionless Metal Company 
SOLDER, SELF-FLUXING 
Chicago Solder Co. 


SPEED TRANSFORMERS 


The Hill Clutch Machine & Foundry C 


Reeves Pulley Co. 
SPRAYERS, PAINT 
Kellogg Mfg. Co. 
SPROCKETS 
Hill Clutch Machine & Foundry Co. 
The Medart Company 
Pyott Foundry Co. 
A. L. Schultz & Son 
The Webster Mfg. Co. 
STAMPINGS, BRASS, BRONZE, 
COPPER AND STEEL 
The Cleveland Wrought Products Co. 
STAMPS AND DIES, STEEL 
Joslin Mfg. Co. 
STANDS, DRILL 
Stanley Rule & Level Plant 
STANDS, FLOOR 
Hill-Clutch Machine & Foundry Co. 
STANDS, VISE, PORTABLE 
H. P. Martin & Sons 
J. H. Williams & Co. 
STEAM SPECIALTIES 
American Injector Co. 
The V. D. Anderson Co. 
G. M. Davis Regulator Co. 
Detroit Lubricator Co. 
The Fairbanks Company 
Kieley & Mueller, Inc. 
Nason Manufacturing Co. 
The Wm. Powell Co. 
Strong, Carlisle & Hammond Co. 
Walworth Company 
The Swartwout Company 
The D. T. Williams Valve Co. 
STEEL 
Simords Saw & Steel Co. 
STEELS, PAVING BREAKER 
The Cleveland Wrought Products Co. 
STOCKS & DIES 
Armstrong Bros. Tool Co. 
Armstrong Mfg. Co. 
The Oster Mfg. Co. 
Toledo Pipe Threading Machine Co. 
STOOLS, STEEL 
Pollard Bros. Mfg. Co. 
STOPS, ENGINE 
The Strong, Carlisle & Hammond Co. 
“Strong” 
STUDS, MILLED 
Cleveland Wrought Products Co. 
STRAINERS 
American Injector Co, 
Kieley & Mueller, inc. 
Kinney Mfg. Co 
Mason Regulator Company 
The Strong, Carlisle & Hammond Co. 
The Swartwout Company. 
STRAPS, LEATHER 
Chicago Rawhide Mfg. Co. 
Chas. A. Schieren Co. 
l. B. Williams & Sons 
SWAGES, UPSET 
Simonds Saw & Steel Co. 
TABLES, STEAM 
Nason Manufacturing Co. 
TABLES, STEEL 
Pollard Bros. Mfg. Co. 
TAPE, FRICTION 
Boston Woven Hose & Rubber Co. 
The B. F. Goodrich Rubber Co. 
TAPS 
Morse Twist Drill & Machine Co 
The Standard Tool Co. 
TOOLS, BOILERMAKERS’ 
Lovejoy Tool Works 
OOLS, BORING 
Armstrong Bros. Tooi Co. 
J. H. Williams & Co. 
TOOLS, MACHINISTS’ 
American Swiss File & Tool Co. 
Armstrong Bros. Too] Co. 
Bonney Forge & Tool Works 
Brown & Sharpe Mfg. Co. 
Delta File Works 
Grobet File Corporation of America 


Scandinavian Western Importing Co., Ltd. 


Stanley Rule & Level Plant 
H. Williams & Co. 
Whitman Barnes-Detroit Corp. 
TOOLS, MECHANICS’ HAND 
American Swiss File & Tool Co. 
J. H. Williams & Co, 


March, 1929 





TOOLS, shee AND STEAM- 
TTERS’ 


Armstrong Bros. FTocl Co, 
Bonney Forge & Tool Works 
The Oster Mfg. Co. 
Toledo Pipe Threading Machine Co. 
Walworth Company 
J. H. Williams & Co. 
TOOLS, RAILROAD 
Lovejoy Tool Works 
ae ey | ad 

Simonds Saw & Stee 

TOOLS, VALVE “RESEATING 
The Black & Decker Mfg. Co. 
M. B. Skinner ©* 

TORCHES, “+7 
Clayton & Lambert Mfg. 
Geo. W. Diener Mfg. Co 
Scandinavian Western Importing Co. 
P. Wall = Supply Co. 
—"o eeuupatenaned 

Aeroil ean er 


Co., 
TORCHES, W EL DING —_ CUTTING 
Co. 


The Imperial Brass Mfg. 
TRACK SYSTEMS, OVERHEAD 
Chisholm-Moore Hoist Corp. 
The Yale & Towne Mfg. Co. 
TRACTORS, =o AL 
The Yale & Towne fg. 
TRAILERS, INDU STRIAL 
Chase Foundry & Mfg. Co. 
The Yale & Towne Mfg. Co. 


TRANSMISSION, VARIABLE SPEED 


The Moore & White Co. 
Reeves Pulley Co. 
TRAPS, AIR AND SEDIMENT 
The V. D. Anderson Co. 
Kieley & Mueller, Inc. 
The Swartwout Company 
TRAPS, RADIATOR 
The Strong, Carlisle & Hammond Co, 
“Strong” 
TRAPS, STEAM 
The V. D. Anderson Co. 
G. M. Davis Regulator Co. 
Kieley & Mueller, Inc. 
Nason Manufacturing Co. 
The Strong, Carlisle & Hammond Co. 
“Strong” 
D. T. Williams Valve Co. 
The Swartwout Company 
TRAPS, VACUUM 
The Strong, Carlisle & Hammond Co, 
“Strong” 
TRESTLES, SAFETY, EXTENSION 
Patent Scaffolding Co. 
TROLLEYS 
Chisholm-Moore Hoist Corp. 
Curtis Pneumatic Machinery Co. 
Union Manufacturing Co. 
The Yale & Towne Mfg. Co. 
TRUCKS, HAND 
The American Pulley Company 
The Fairbanks Company 
Pollard Bros. Mfg. Co. 
Standard Pressed Steel Co. 
TRUCKS, LIFT 
The Yale & Towne Mfg. Co. 
TUBES, BOILER 
National Tube Company 
TUBING, RUBBER 
Whitehead Bros. Rubber Co 
TURNBUCKLES 
Brownie Mfg. Co 
H. M. Harper Co. 
UNIONS, BRASS AND IRON 
The Fairbanks Company 
Grabler Mfg. Co. 
Illinois Malleable Iron Co. 
Walworth Company. 
VALVE LEATHERS 
Chicago Rawhide Mfg. Co. 
VALVE-UNIONS 
Nason Manufacturing Co. 
VALVES, BALANCED, FLOAT 
Mason Regulator Co. 
VALVES, BLOW OFF 
The Fairbanks Company 
Jenkins Bros. 
The Wm. Powell Co. 
The D. T. Williams Valve Co. 
Walworth Company. 
VALVES, CHECK 
The Fairbanks Company 
Illinois Malleable Iron Co. 
Jenkins Bros. 
The Wm. Powell Co. 
The D. T. Williams Valve Co 
Walworth Company 


D 
VALVES, COLD WATER, i 


Victor Balata & Textile Belting Co 
VALVES, EMERGENCY 
The Strong, Carlisle & Hammond Co. 
ALVES, FLUSH 
Imperial Brass Mfg. Co 


VALVES, GATE, GLOBE AND ANGLE 


The Fairbanks Company 

Illinois Malleable Iron Co. 

tenkins Bros. 

The Wm. Powell Co. 

The Strong, Carlisle & Hammond Co. 
“Evertyte”’ globe 

Henry Vogt Machine Co. 

Walworth Company 

The D. T. Williams Valve Co. 

VALVES, HYDRAULIC 

The Fairbanks Company 

Jenkins Bros. 

The Wm. Powell Co. 

Henry Vogt Machine Co. 

Walworth Company 

The D. T. Williams Valve Co. 


VALVES, NON-RETURN 
The Strong, Carlisle & Hammond Co. 
VALVES, POP, SAFETY AND RELIEF 
Detroit Lubricator Co. 
The Wm. Powell Co. 
Walworth Company 
VALVES, PRESSURE REDUCING 
G. M. Davis Regulator Co 
Kieley & Mueller, Inc. 
Mason Regulator Co. 
The Strong, Carlisle & Hammond Co. 
“Strong” 
Walworth Company 

VALVES, PUMP, RUBBER 
The Cincinnati Rubber Mfg. Co. 
The Diamond Rubber Co., Inc. 

The B. F. Goodrich Rubber Co. 
Goodyear Tire & Rubber Co., Inc. 
Jenkins Bros. 
The Mechanical Rubber Co. 
Whitehead Bros. Rubber Co. 
VALVES, RADIATOR 
Detroit Lubricator Co. 
The Fairbanks Company 
Jenkins Bros. 
The Wm. Powell Co. 
Walworth Company 
The D. T. Williams Valve Co. 
VALVES, THROTTLE 
Detroit Lubricator Co. 
Jenkins Bros. 
Walworth Company 
The D. T. Williams Vaive Co. 
VISES, BENCH, WITH CLAMP 
Bonney Forge & Tool Works 
Luther Grinder Mfg. Co. 
VISES, DRILL PRESS 
The Skinner Chuck Co. 
Yost Manufacturing Co. 
VISES, MACHINISTS’ 
Bonney Forge & Tool Works 
Columbian Vise & Mfg. Co. 
Walworth Company 
Yost Manufacturing Co. 

VISES, MILLING MACHINE 
Skinner Chuck Company 

VISES, PATTERN MAKERS’ 
Yost Manufacturing Co. 

VISES, PIPE 

Armstrong Bros. Tool Co. 
Armstrong Mfg. Co. 
Columbian Vise & Mfg. Co. 
Toledo Pipe Threading Machine Co. 
Walworth Company 
J. H. Williams & Co. 
Yost Manufacturing Co. 

VISES, PIPE BENDER 
Paul W. Koch & Co. 

VISES’ se ~ ~9r eel 

Columbian Vise & Mfg. 
Yost Manufacturing C 0. 
WASHERS, BRASS 
Economy Screw Corporation 
WASHERS, BRASS, BRONZE, COPPER 
STEEL, CAST IRON AND GALVANIZED 
The Cleveland Wrought Products Co. 
H. M. Harper Co. 
WASHERS, oo 
Chicago Rawhide Mfg 
WASHERS, RUBBER 
The Diamond Rubber Co., Inc. 
The B. F. Goodrich Rubber Co. 
Goodyear Tire & Rubber Co., Inc. 
The Republic Rubber Co. 
WATER CLOSETS, FROST PROOF 
Jos. A. Vogel Co. 

WATER LEVEL CONTROL 
The Bristol Company 
Nason Manufacturing Co. 
WELDING AND he EQUIPMENT 
The Imperial Brass Mfg. Co. 

WHEELBARROWS 
The Fairbanks Company 

WINCHES 

A. L. Schultz & Son 

WHEELS, GRINDING 
Abrasive Company 

WIRE — 

Williamsport Wire Rope Co. 

WOODWORKERS, VARIETY 
Crescent Machine Co. 

J. D. Wallace & Co. 

WRENCH SETS 
Armstrong Bros. Tool Co. 
Bonney Forge & Tool Works 
J. H. Williams & Co. 

WRENCHES, ADJUSTABLE 
Bonney Forge & Tool Works 
Walworth Company 
J. H. Williams & Co. 

WRENCHES, HOPPER CAR 
Advance Car Mover Co. 

Safety Wrench & Appliance Co. 

WRENCHES, OPEN END 
Armstrong Bros. Tool Co. 

Bonney Forge & Tool Works 

Brownie Mfg. Co. 

J. H. Williams & Co. 
WRENCHES, PIPE 

Armstrong Bros. Tool Co. 

Bonney Forge & Tool Works 

Walworth re, 

H. Williams & Co. 

WRENCHES, SOCKET 

The Allen Mfg. Co. 

American Swiss File & Tool Co. 

Armstrong Bros. Tool Co. 

The Black & Decker Mfg. Co. 

Blackhawk Mfg. Co. 

Bonney Forge & Tool Works 

J. H. Williams & Co. 
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Specialties for Mill Supply Jobbers 
Who are Seeking Opportunities for Sales and Profit 











T’S easier, and more satisfactory all round to 

sell a complete line of valve specialties made 
by one good firm than a line drawn from a dozen 
different places. 


The design of Davis Valve Specialties is distinc- 
tive; every item in the line is simple, effective, and 
proven by years of performance. 


Show the complete line in your catalogue, and 
take full advantage of the established position 
of the Davis name. 


THE G. M. DAVIS REGULATOR CO. 


408 Milwaukee Avenue, Chicago, Illinois 









Jobbers! 


Write us for 
catalog. 





BROWNIE N22 


MADE RIGHT PRICED RIGHT 
CLAMPS—Unbreakable, Nickel Plated, Udylited, Plain. 
Made of tough malleable iron with steel screws. 
TURNBUCKLES—Udylited, Plain, Strong and Durable, will 
stand a powerful strain. 


BROWNIE MFG. CO., Inc. : Fort Wayne, Indiana 





GROBET SWISS FILES 





For more than a hundred years master craftsmen have 
recognized Grobet Swiss Files as the best files money can buy. 


Their fine qualities have earned them this distinction. 
Cutting faster with greater accuracy, they outlast three 
ordinary files . . . craftsmen know there can be no mistake in 
their acceptance of Grobet Files. 


Grobet File Corp. of America 
3 Park Place, New York City 


ECONOMY THUMB SCREWS 


The new “Economy” Thumb Screw is similar to a 
round head machine screw, threaded up to the head. 
The steel key is forced into the slot of the screw under 
pressure and can’t loosen. The result is an all-steel 
screw, with wide binding surface, standard threads 
and bright tumble finish. Pleases every mechanic 


who has had to work with old style cast and malleable 
thumb screws. 


No delay in shipment. Complete stocks of all sizes 
Also made in brass and bronze. A good seller. Send 
for Dealer’s Sample Outfit. 


ECONOMY SCREW CORPORATION 


Manufacturers of Standard Round, Flat, Fillister and Oval Head Iron 
and Brass Machine Screws, Brass Washers and Soldering Terminals. 


5215 Ravenswood Ave., Chicago, III. 











=== Adjustabl TaAEr Pipe Bend 
@ifiig ““Citter | | ORG Vise 


Cuts Holes 





' | | Bends )% in. 
34 in. to 6 in. | | | and % in. 
Quickly, | Conduit —2- 
Easily and in., 3-in. and 
Neatly 4-in. Radius 





No Manual Pressure 
Required— 


Doesn’t Kink, Flatten or 
Spring Operated 


Split Even on 2 in. Radius 

















Sent on Ten Day Trial—Write for Bulletin 


PAUL W. KOCH & COMPANY 
Room 405, 19 S. Wells St. Chicago, III. 


There’s Profit 
For You 


—in handling Frederick Diaphragm 
Pumps. They stand the really rough 
work of Draining Quarries, 
Trenches, Cellars, Excavations, 
Sewers, and as Bilge Pumps on any 
floating hull..... and they’re “‘engi- 
neered pumps’ as are all of the 
Frederick Line! 

Anticipate—twrite for bulletins and 

prices. 


The Frederick Iron & Steel Co. 


e derick, Maryland 











The No. 401 Champion 
Steel Rivet Forge 


can be seen working on 99 out of every 
100 structural steel buildings being built 
in the United States today. The same 
may be said of all railroads, bridge build- 
ers, boiler makers, tank builders, etc. 
The No. 401 Forge has not only been 
adopted by this class of trade in the 
United States, but also throughout the 
entire world. 


Carried in stock by all the leading mill 
supply jobbers. 


Write for No. 55 catalog 
Champion Blower & Forge Co. 


Lancaster, Pa. 





Wire Brushes for every 
Heater or Boiler 
Boiler Tube Cleaners— 


Sectional and House Heating 
Flue Brushes. 


J “WORCESTER WN 
" FLUE-BRUSH 





Write for samples and 
prices on this economical and 
efficient line. 





WORCESTER BRUSH 
AND SCRAPER CO 


WORCESTER 
BRUSH & SCRAPER CO. 


450 Park Ave., Worcester, Mass. 
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PATENTS PENDING 





One Round of Genuine Satisfaction 


What ordinary hand-truck ever lay of money and floorspace? 
inspired such universal, en- 


“tee See What other hand-truck justi- 
thusiastic praise ? 


fies nation-wide advertising? 
What other hand-truck is so 


distinctive in appearance that 
it stands out from all the rest 
7+ That can’t be confused with 
any other make, » That assures 
you all the repeat orders that 
its superior service stimulates? THE AMERICAN PULLEY CO. 


PRESSED STEEL: 
What other line of hand-trucks PULLEYS HANGERS =~ HAND TRUCKS 
MISCELLANEOUS STAMPINGS 
allows you to serve all your 4200 wissaHICKON AVE. PHILA., PENNA. 


customers with twelve 


standardized models re- M E rt ICA 


quiring a minimum out- PRESSED STEEL 


TRUCKS 


PATENTS PENDING 
REG. U. 8S. PATENT OFFICE 


The “American” Pressed Steel 
Hand-Truck stands alone; Su- 
preme -, Unrivaled in its satis- 
faction to “American” users 
and to “American” dealers. 
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M ioe ocveen 
Of M1 me CAN Industry 


MANY TIMES Ferry 
products are small in size— 
often they are concealed in the 
total assembly—but they serve 

a vital purpose. 


Every single cap screw and set screw 
is made reliable, to do its share in keep- 
ing the whole machine in service. 


Ferry works to safeguard your product, tak- 
ing every modern mechanical precaution to 
insure satisfaction and dependability. 


Your inquiries are solicited for cap screws, 
set screws, acorn nuts and special screw ma- 
chine products. 


THE FERRY CAP AND SET SCREW CO. 
Cleveland, Ohio 


em, 


~ 
a 
¥Y | 


PROCESS SCREWS 














